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Hurricane Hazel to 
Cost Stock Insurers 
Close to $92,000,000 


Nearly 840,000 Individual Claims 
Handled in Ejight-State Area 
Along Atlantic Coast 


FINE SERVICE TO PUBLIC 


Pres. Herd, National Board, Says 
Adjusters Came From All Parts of 
U. S. for Emergency Operations 


Capital stock fire insurance companies 
are paying out approximately $92,000,000 
for damage resulting from Hurricane 
Hazel, it is reported in New York by J. 
Victor Herd, president of the National 
Board of Fire Underwriters and execu- 
tive vice president of the America Fore 
Insurance Group. 

Number of individual claims handled 
by stock companies is estimated at 840,- 
000 in an eight-state area extending 


from South Carolina to the Canadian 
border, larger than the Carol and Edna 
combined claims for the whole insurance 
business. Eighty per cent of Hazel 
claims have been paid by the companies. 








Excellent Public Service 


In terms of losses adjusted. and prop- 
erty restored the fire insurance compa- 
nies rendered more service to the pub- 
lice last year than ever, Mr. Herd ob- 
served, 

“It was an unprecedented year,” he 
said, “with three hurricanes putting seri- 
ous burden on company staff adjusters, 
company owned adjusting organizations, 
independent adjusters and agents, and 
brokers.” 

Immediately after each storm, Mr. 
Herd explained, the insurance business 
mobilized all available manpower to 
start the flow of payments to the in- 
sured that had sustained property dam- 
age. 

Mr. Herd said virtually every work- 
ing adjuster in the entire United States 
who could be spared from his home 
territory without impairing service there 
was brought into the Eastern areas to 
work on hurricane losses. Their num- 
bers were augmented by specially- 
trained personnel from other branches 
of fire insurance. The General Adjust- 
ment Bureau at one period had 1,817 
people at work and 59 temporary offices 
in operation in 14 states. 

In all these emergency operations, the 
adjusting staffs were on an emergency 
basis, working seven days a week and 
with night shifts to carry on almost 
‘round the clock, Mr. Christensen said. 
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Prudential Plans to 
Sell $350 Million in 
Mortgages to Banks 


“Warehousing” of Some $60 Mil- 
lion Under Repurchase Agreement 
Starts Unusual Operation 


RISING DEMAND FOR LOANS 


Prudential Retains Service Charge 
on Mortgages; Banks to Net 
Between 3% and 4% 


An unusual mortgage operation for a 
life insurance company was entered into 
recently by The Prudential which sold in 
round figures about $60,000,000 of home 
mortgages to commercial banks which, 
according to a story in the New York 
Times of February 6, is the first of a 
number of transactions amounting in the 
coming year to probably $350,000,000 of 
new mortgage loans to pass to a group 
of 154 commercial banks headed by the 
Irving Trust Co. 

Under the terms of this “warehousing” 
operation, as it is called, The Prudential 
will buy back the mortgages during the 
first six months of 1956. In the mean- 
time it will use the $350,000,000 ‘in what 
is expected to be near-record mortgage 
operations in the field. While the banks 
hold the mortgages in the short-term 
arrangement they will net between 3% 
and 4%. The Prudential continues to 
service the mortgages, deducting a por- 
tion of the 44%% paid by 
for the service charge. 











the borrower 


Reasons for Mortgage Transaction 


Reasons back of the transaction, as 
explained in the Times story, is that 
during last year The Prudential placed 
$900,000,000 in new mortgage loans with 
heavy commitments in sight for this 
year and 1956. The Prudential has a 
full-time salaried field force in its niort- 
gage department making it important 
that there is a steady flow of mortgage 
money available to meet the demand. 
What threw the mortgage market off 
balance last year was the passage of 
the 1954 Federal Housing Act in mid- 
summer liberalizing down payments and 
lengthening mortgage maturities to 30 
years on new homes under’ Fed- 
eral Housing Administration guaranteed 
mortgages. Some 1,215,000 homes were 
started last year, up from the 1,104,000 
in 1953 and second only to the record set 
in 1950. Homes started in the final 
month of 1954 were at the annual rate of 
1,473,000 seasonally adjusted. The -new 
year is off to a good start with heavy 
demand for mortgage money in prospect. 

It was to meet this rising demand for 
mortgage funds that the Prudential 
planned to “warehouse” some of its 
mortgages under repurchase agreement 
and if the demand continues this ar 
rangement could be continued until the 
upsurge in mortgage demand subsides. 
The Prudential’s mortgage portfolio ex 
ceeds 500,000 mortgage loans for a total 
of more than $5,000,000,000. 
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JOHN W. YATES 
ROBERT L. WOODS, CLU. 
LAWRENCE E, SIMON 
DANIEL AUSLANDER, CLU. 
(left to right) 
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MASSACHUSETTS MUTUAL at new 


ALL-TIME HIGH LEVEL IN 1954 


SALES 

Ordinary Life, New High Level. @eeeeeeeeeeeeeeeeeeeeeeeeseeeeeeeeeeeeeneee $438,076,750 
Previous (igh ovel; 1963. ooicccdccevcncneten ee 5 ee ee ee eeeeee $382,062,029 
i TE TOT T Tene $ 56,014,721 


LOS ANGELES AGENCY, John W. Yates and Robert L. Woods, C.L.U., General Agents, with 1954 
sales of $21,815,276 led the field and topped by $1,197,382 the previous all-time high for any 
Massachusetts Mutual agency. 


NEW YORK CITY AGENCY, Lawrence E. Simon, General Agent, November production exceeded 
the largest amount previously sold by a Massachusetts Mutual agency in any month. 


DANIEL AUSLANDER, C.L.U., New York City Agency, was the leading producer for the year. His 
November sales exceeded by $693,629 the previous all-time single month high for a Massachu- 
setts Mutual man, set in November, 1953. 


100 TOP PRODUCERS 1954 1949 


100 Lomdlers. ..sscccsccssdcsveedevcscase GURE See SIR BEG 
Average PO MGN......ccrcecosscsesssens @ Tareas B 665,128 
100th Man............ sesccsesseesssee SS) ee 636 


LEADING AGENCY $21,815,276 $ 13,181,930 
ALL-TIME RECORD MONTHS 


Sales in each of 10 months exceeded the records for the corresponding months in all past years. 
January sales of $43,643,608 topped by $8,142,334 the previous record high for a single month 
set in October, 1947. 


RECORD-BREAKING QUOTA BUSTER 


$104,545,235 written in 33 Quota Buster Days exceeded by 33% the previous high level contest 
record made in 1953. 


MILLION DOLLAR PRODUCERS 


Each of 50 representatives placed over $1,000,000 Ordinary Life in the Massachusetts Mutual 
for a total of $86,044,399, compared with 15 million-dollar producers and $18,301,707 five 
years ago. 


MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 






































1) 

















February 11, 1955 


sees “THIE LASTERN 


UNDERWRITER 
















Page 3 








Connecticut Mutual 
Had Record Business 


NEW INSURANCE $337 MILLION 


President Peter M. Fraser Reports Net 
Investment Return After Federal 
Taxes at 3.16% 


For the sixth consecutive year Con- 
necticut Mutual Life has reported new 
business at record high levels. In his 
annual report to policyholders for 1954, 
Peter M. Fraser, president, also cited 
new records in many other areas of com- 
pany operation, and predicted an even 
greater year for 1955. 

A total of 44,727 new life insurance 
policies were issued during 1954 in a 
record total amount of $337,639,565, more 
than $9%4 million over 1953. This peak 
volume, plus a favorable termination 
rate during the year, pushed insurance 
in force up by $210 million to a new 
high of $2,865,474,403. This is double 
the insurance in force of only nine years 
ago, the report points out. 

“This outstanding result, though in 
part due to the general prosperity which 
prevailed, would not have been possible 
were it not for the efforts of the com- 
pany’s well-trained and experienced 
agency force,” Mr. Fraser said. 

Total income for the year also reached 
a new high, $174,781,904, with premium 
income accounting for nearly $99 mil- 
lion, or 56.6%. For each dollar received, 
the company paid 50.1% to policyholders 
and beneficiaries directly, and set aside 
35.9% to provide benefits for them, the 
report says. Taxes and operating ex- 
penses accounted for the remaining 14 
cents. 


Returns From Investments 


Reporting that returns from invest- 
ments accounted for 24.6% of the total 
income, the company said that for every 
dollar paid into the Connecticut Mutual 
by policyholders and beneficiaries, $1.14 
was either paid back to them or added 
to funds for their benefit. 

“This, of course, is made possible be- 
cause the funds are put to work to earn 
interest while they remain with the 
company and illustrates what an appre- 
ciable effect the earning of interest can 
have on the cost to the policyholders 
of their insurance protection,” Mr. 
Fraser said, reporting a net rate of re- 
turn, after Federal taxes, of 3.61%. 

“The ultimate cost of insurance pro- 

tection depends a great deal on the 
ability of a company to earn a good rate 
of return on its investments,” Mr. 
Fraser continued. “An individual may 
choose to place the rate of return before 
security, but a life insurance company 
must be assured of the safety of any 
investment. The proper balance between 
the two elements requires the constant 
alertness and diligence of the company’s 
investment staff.” 
_ During 1954, a total of $170,550,079 was 
invested or reinvested, with nearly $75 
million of this representing the excess of 
income over cash expenditures. The 
balance was from previous investments 
redeemed or sold. 

30nd purchases during the year 
amounted to $80,923,261. New invest- 
ment in stocks amounted to $14,086,604, 
including $8,001,750 in_ stock of public 
utilities. In addition, 25,330 shares were 
received as stock dividends. 

New investments in mortgages to- 
taled $63,248,298, an amount greater than 
in the previous year in spite of the con- 
tinued competition for such investment 
outlets, the company said. Of this 
amount, $45,115,979 was on urban prop- 
auc and $18,132,319 on farm proper- 
ies 

$3,766,293 was used in the purchase of 
additional real estate for investment pur- 
Poses. The balance, $8,525,623, repre- 
Sents loans made to policyholders. 

\lthough the growth of the company 
during the year was accompanied by an 
Increase in operating expenses, the cost 
Per unit of business was down slightly 
from the 1953 level. 

\sserting that the company is always 
looking for ways to reduce costs with- 


(Continued on Page 11) 





National Life of Vermont Makes 
Several Home Office Staff Promotions 


ANDREW J. BLACKMORE 





WALTER B. BRYNN 


Directors of National Life of Vermont, 
at their annual meeting January 28, pro- 
moted four officers and elected three 
home office members as officers. 

Andrew J. Blackmore, company sec- 
retary, was elected a vice president and 
made a member of the committee on 
finance; Karl G. Gumm, superintendent 
of agencies, was elected assistant agency 
vice president and acting superintendent 
of agencies; Arthur C. Kerin, assistant 
director of selection, is now director of 
selection; and Norman L. Campbell, as- 
sistant actuary, is now associate ac- 
tuary. 

The three new officers and their titles 
are: Walter B. Brynn, assistant super- 
intendent of agencies in charge of pen- 
sion trusts; Maynard L. Boucher and 
William T. Fitzsimmons, assistant di- 
rectors of selection. 

Deane C. Davis, reelected to his sixth 
term as president, was presented a 
leather-bound certificate in recognition 
of his 15th anniversary with National 
Life. 

One of the oldest company officers in 
noint of service, Mr. Blackmore joined 
National Life’s actuarial department in 
1921 and was elected assistant actuary in 
1937. Nine years later came his election 
as an assistant secretary, and in 1949 
he moved up to the secretaryship. He 
is an associate in the Society of Actu- 
aries. 





KARL G. GUMM 





NORMAN L. CAMPBELL 


A veteran of nearly 40 years in the 
life insurance business, Karl Gumm was 
with Massachusetts Mutual and Peoria 
Life before joining National Life in 
1930 as agency supervisor in the home 
office. He was appointed assistant su- 
perintendent of agencies the following 
year, and elected superintendent of 
agencies in 1949. 

Arthur Kerin, a native Vermonter, 
joined the home office staff in 1935, and 
was elected assistant director of selec- 
tion in 1949. He has addressed gen- 
eral agency meetings of the company 
throughout the country on selection 
problems. 

Norman Campbell was assistant actu- 
ary of Teachers Insurance and Annuity 
Association before joining National Life 
as assistant actuary in 1952. His earlier 
experience also included eight years with 
Manufacturers Life and two years with 
Royal Insurance Co. in Montreal. 

Walter B. Brynn was manager of the 
reinsurance department of National 
Union Fire, in Pittsburgh before becom- 
ing a National Life agent in Vermont in 
1946. Later he became associate gen- 
eral agent in charge of the Western 
Massachusetts division of the Vermont 
agency, and two years ago he joined the 
home office staff as director of pensions. 

Both Maynard Boucher and William 
Fitzsimmons have been underwriters in 

(Continued on Page 11) 






























Lloyd Executive V. P. 
Union Central Life 


HANSELMAN Ist VICE PRESIDENT 


Cincinnati Company Also Makes Carl 
DeBuck Vice President and Com- 


troller; 33% Business Gain 


As mentioned briefly in The Eastern 
Underwriter last week, John A. Lloyd, 
vice president of Union Central Life, has 
been elected executive vice president and 
will assist President W. Howard Cox in 
the general conduct of the affairs of the 
company. Wendell F. Hanselman, vice 





JOHN A. LLOYD 


president and superintendent of agencies, 
was made first vice president and along 
with newly assigned duties of this posi- 
tion will continue in charge of the 
agency department. Carl DeBuck was 
promoted from comptroller to vice presi- 
dent and comptroller and at the same 
time William J]. Fritsch, supervisor of 
applications, was elected assistant secre- 
tary. 


dinner’: ~ 
we ill 





WENDELL F. HANSELMAN 


President Cox reported that the com- 
pany had the best year in its 88 year 
history with new business of $275,399,934 
compared to the previous all-time high 
in 1953 of $206,449,429, an increase of 
33%. 

Mr. Lloyd was Superintendent af In- 
surance for the State of Ohio for three 
terms before joining the company in 
1943. Prior to that he was engaged in 
the management of an insurance trade 
association and earlier was a newspaper- 
man. 


(Continued on Page 11) 
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Associate Medical Director 
Of Bankers Life of Iowa 











DR. NEWELL R. KELLEY 


Newell R. Kelley, M.D., ‘has been ap- 
medical director of 
Bankers Life of Des Moines. He has 
been assistant medical director for 
Phoenix Mutual in Hartford for the past 
seven years. 

A native of Connecticut, Dr. Kelley 
graduated Summa Cum Laude from 
Brown University in 1933. There he was 
elected to membership in Phi Beta Kappa 
and Sigma Xi, national honorary scien- 
tific fraternity. After graduation from 
Harvard Medical School in 1937, he in- 
terned for two years at Hartford Hos- 
pital and then entered the general prac- 
tice of medicine in Rocky Hill, Conn., 
until he joined Phoenix Mutual in 1947. 

Dr. Kelley is a member of local, state 
and national medical societies; Exchange 
club and the Episcopal church. 


pointed associate 


Paul W. Cook to Address 
Newark Life Underwriters 


Paul W. Cook, CLU, general agent in 
Chicago for Mutual Benefit Life, will 
speak on the subiect “The Sun Always 
Shines on Business Assurance” at the 
regular luncheon meeting of the New 
ark Life Underwriters Association on 
February 17 at the Robert Treat. 

Mr. Cook was 1949 president of the 
Million Dollar Round Table and_ has 
just been elected president of his com- 
pany’s top honor group of salesmen, the 
National Associates. 

Mr. Cook. was born in St. Joseph, 
Mo., son of a Baptist minister. He at- 
tended William Jewell College and was 
graduated from the University of Mis- 
souri, Phi Beta Kappa. After a year of 
graduate work at the University of Chi- 
cago at the age of 22 he entered the 
life insurance business in Chicago with 


the Mutual Benefit Life. He was ap- 
pointed general agent in Chicago in 
1937. 


Larger Colonial Interest Rate 

The interest rate on life insurance 
proceeds left on deposit under its op- 
tional modes of settlement with Colonial 
Life has been increased from 3% to 
344% for the current year, it is an- 
nounced by Richard B. Evans, president. 


Harold N. Chandler Dies on 
Boat During Cruise Trip 


Harold N. Chandler, 67, retired vice 
president, Connecticut Mutual Life, died 
suddenly February 3 aboard the SS. 
Santa Louisa, returning from a cruise to 
South America. He retired May 1, 1953, 
after 44 years with the company. 

A graduate of Trinity College, Hart- 
ford, and a member of Phi Beta Kappa 
Mr. Chandler became associated with 
Connecticut Mutual in 1909 when he 
entered the actuarial department. In 1920 
he was made assistant secretary and in 
1925 secretary. He was elected a vice 
president in 1937. During World War 
I he served overseas with the 101st Ma- 
chine Gun Battalion, 26th Division. 





Field Advisers of Guardian 


The Field Advisory Board of the 
Guardian Life Insurance Co. of Amer- 
ica met January 31- February 2, at the 
company’s home office in New York 
City, The seven-man board, which meets 
twice a year with President James A 
McLain and others of the company’s 
official staff, is elected annually by 
Guardian’s managers. 

Guardian managers elected to mem- 
bership on the board this year are. Stan- 
ley B. Brooks, CLU, San Francisco; 
Thomas S. Muir, CLU, Cincinnati; Wil- 
liam J. Reilly, CLU, Cleveland; Seth W. 
Ryan, CLU, New Orleans; Robert L. 
Spaulder, New York, and Walter R. 
Wilkinson, Syracuse. 





J. Harry Wood Sails to Visit 


South American Countries 
J. Harry Wood, editor of CLU Journal, 
is sailing down the East coast of South 
America by freighter, will fly across 
South America returning from Val- 
paraiso to New York by _ passenger 
ship, arriving in New York, April 18. 
On his journey to the South American 
countries Mr. Wood plans to study busi- 
ness and life insurance conditions. Also, 
he will visit several universities. He has 
invitations from a number of business, 
educational and governmental organiza- 
tions in South America. 





New York 38, N. Y. 
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FRANK McCAFFREY 


Life e@ 


Of Special Interest to Officials of 
Life Insurance Companies 


Large, progressive and well established agency, located 
in New York City, desires General Agency connection 
with a good, brokerage-minded life insurance company. 


Production potential consists of over 1,000 brokers 
with whom we currently do a general insurance business. 


All replies will be held in strictest confidence. Address 
Box 2289, The Eastern Underwriter, 93 Nassau Street, 


Mutual Benefit Life’s 10 Years’ Growth 


Home Office Employes Attend 110th Anniversary Meeting 


Where Officers of Company Recite Record 





Left to right—H. Bruce Palmer, Wm. F. Ward, M. A. Vieser, Richard E. Pille, 
John J. Magovern, Harry W. Jones. 


In the accompanying picture H. Bruce 
Palmer, president, Mutual Benefit Life, 
is shown with five other top officers of 
the company seated at a table on the 
stage of the home office auditorium at a 
special program staged before the 1,026 
home office staff on the occasion of the 
Mutual Benefit Life’s 110th anniversary. 
President Palmer spoke to the staff in 
terms of their jobs and their contribu- 
tions to the past decade’s accomplish- 
ments. Seated before a giant-size chart 
and map which filled the entire back 
wall of the stage Mr. Palmer and other 
members of the panel pointed out some 
data relative to the company’s growth 
during the past decade. 


The Mutual Benefit Life, the 


now 
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M. L. CAMPS, 


General Agent 
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HERB DAVIS 


Annuities @ Group ° 





LARRY CAMPS 


Disability Benefits © Pension Trusts 





110 East 42nd Street, N. Y. C. 


country’s 12th largest life insurance 
company, has $3.5 billion in force, an 
increase in the past ten years of 56%. 
Assets have passed $1.5 billion, a dec- 
ade’s increase of 66%. New business has 
grown from $132 million in 1944 to $297.9 
million in 1954. Premiums from new and 
old business totaled $125.5 million in 
1954. They were $75 million in 1944, In- 
vestments earned nearly $51 million last 
year compared with $28.5 million in 1944. 
The number of policyholders has gained 
13%. 

During the discussion Vice President 
Harry W. Jones said death claims 
amount to less than 40% of company 
payments to all policyholders and bene- 
ficiaries. Commenting on death claims 
Vice President and Counsel John J. 
Magovern said the company paid ap- 
proximately 4,500 death claims each year 
since 1945. 

Vice President Richard E. Pille, in 
charge of agencies, said in the decade 
just past the company averaged about 
$240 million of new business per year. 
During the past two years the company 
has reached the $300 million a year level. 
Vice President William F. Ward said 
the company accepts all but 3%% of 
applications submitted. Ten years ago it 
was declining about 12% of the cases 
submitted. He explained the company’s 
new types of insurance coverage. 

Financial Vice President Milford A. 
Vieser predicted that the company’s as- 
sets will reach more than $2 billion when 


it has its 120th anniversary. The inter- 
est rate on Mutual Benefit investments 
was 3.44% last year, an increase of 
points since 1947, 


MUTUAL/LIPE INSURANCE COMPANT 
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Business Men’s Makes 
Policy Age Extensions 


MEN, WOMEN AGES 66 TO 80 





Income Disability and Life Insurance 
Benefits Are Liberalized Under 
New Plans 





Major extensions in both disability 
and life insurance plans were announced 
by Business Men’s Assurance at a meet- 
ing of its branch office managers in 
Kansas City February 3 and 4. J. C. 
Higdon, president, and J. W. Sayler, vice 
president in charge of sales, outlined the 
new services to the company’s managers. 

At the Thursday morning session, Mr. 
Savler outlined the development of 
BMA’s accident and health service be- 
ginning with the accident contracts first 
offered by BMA when the company 
opened its doors for business in 1909. 

The BMA announced that its basic 
Income Protector Plan which provides 
monthly income for accident or sickness 
plus supplementary benefits including 
daily hospital expense, surgery expense, 
aviation accident and polio expense will 
now be offered to employed males and 
females ages 66 to 80 inclusive. Previ- 
ously these benefits were extended to the 
company’s present policyowners to the 
older ages and will now be offered to 
everyone. 


Hospital Expense Goes to Age 80 


One of the most important new bene- 
fits is the extension of a hospital expense 
only contract to both males and females 
to age 80 inclusive. Previously the age 
limit had been age 65. 

In recognition of -the danger of life- 
time disability resulting from accident, 
BMA now announced a Guaranteed Re- 
newable plan that will provide lifetime 
coverage in event of accident. 

Announcement was also made to the 
managers of equally important exten- 
sions in life insurance benefits. The Spe- 
cial Whole Life Plan and the Preferred 
Whole Life Plan have been extended to 
prospects ages 71 to 80 inclusive. 

The popular term insurance supple- 
ments which may be added to permanent 
forms of life insurance for mortgage 
purposes, family protection, etc., have 
heen extended up to age 60 inclusive. 

According to President Higdon, “This 
important extension of both disability 
and life insurance services is in keeping 
with the policy created by the late W. 
T. Grant of providing the most modern 
forms of income protection to the maxi- 
mum number of people and in accord- 
ance with the most modern underwriting 
practices.” 

In addition, Mr. Higdon awarded 

plaques for outstanding achievement 
during 1954 to the following managers: 
W. W. Mayfield, San Francisco Branch 
Ofice; H. G. Horn, Portland: G. A. 
Diehl, Milwaukee; A. J. A. Johnstone, 
Sacramento ; W. B. Huie, Phoenix; C. 
W. Cooper, Springfield; T. T. Tomlin- 
son, Shreveport, and R. E. Cook, De- 
troit. 
Following the Thursday business ses- 
sion a stag buffet dinner was held which 
was also attended by the company’s 
senior officers and department heads. 





U. of Pa. Scholarship 


Endowment insurance policies taken 
out by members of the University of 
Pennsylvania’s class of 1915 during their 
senior year enabled the University to 
ald another undergraduate scholarship 
‘0 Its student aid program. 

To be known as the Class of 1915 
Scholarship, the new award will be made 
‘very four years. In addition to cover- 
ing the cost of undergraduate tuition, 
which is $800 annually, the scholarship 
will provide a stipend not to exceed 
200 a year. 

Upon their maturity in 1935, the 20- 
year old policies taken by the class 
members provided a fund of $28,000. 
With accrued income, plus a substantial 
st from Harold C. Mayer, of New 
ork, a member of the class, the fund 
How totals $60,000, it was stated. 





Life of Chas. E. Ives 
Subject of New Book 


HE WON FAME AS A COMPOSER 





For Years Was Partner of Julian S. 
Myrick in Ives & Myrick, Mutual 
of New York Managers 





The life of Charles Edward Ives, the 
former New York insurance man who 
died in May, 1954, after winning the 
distinction of being one of the world’s 
great composers of music, is completely 
covered in the biography, “Charles Ives 
and His Music” which has just been 
published by Oxford University Press. 
Authors are Henry and Sidney Cowell. 

An entire chapter of the book is de- 
voted to his connection with Mutual Life 
for which company ‘he began work as 
a clerk in the actuarial division at a 
salary of $5 a week and later became 
the partner of Julian S. Myrick in the 
firm of Ives & Myrick, managers of the 
Mutual Life in lower New York. This 
partnership was formed in January, 1907. 
The partnership lasted until 1930 when 
Ives retired from business and spent the 
balance of his life in musical composition. 
Ives looked after the production and 
Myrick’s activities were with the clerical, 
home office and outside contacts. 

In the first year of business the agency 
paid for $1,800,000. In the last year of 
their partnership the agency had in force 
$450,000,000. Some of the letters which 
Mr. Ives drafted in accenting the neces- 
sity of the insured meeting specific needs 
are still being used by general agents 
of companies. They like the direct attack 
Mr. Ives used, in which he graphically 
brought ‘home the sense of responsibility 
to dependents, and they were also char- 
acterized by simplicity and clarity. 

The contents of eleven bound volumes 
of photostat copies of manuscript sheets 
of Ives’ music are now at the American 
Music Center in New York, and nine 
similar ones are at the music division 
of New York Public Library. Four others 
are in the Library of Congress. 


F. S. Quillan Advanced 
On Prudential Staff 


HEADS OFFICE ADMINISTRATION 





Ronald G. Stagg Resigns as Vice Presi- 
dent to Return to Lincoln 


National Life 





Francis S. Quillan has been designated 
to head the General Office Administra- 
tion department of The Prudential, suc- 
ceeding Vice President Ronald G. Stagg, 
who is resigning to return to the Lin- 
coln National Life of Fort Wayne, Ind. 

Second Vice President Quillan, who 
had been connected with Planning and 
Development department since 1954, will 
take over his new duties on February 14. 
A native of Block Island, R. I., Mr. Quil- 
lan joined The Prudential after graduat- 
ing from Brown University in 1933. He 
has held important posts with the comp- 
troller’s, Ordinary policy, debit policy, 
general office administration and plan- 
ning and development departments. He 
was elected second vice president in 
1948. 

Mr. Stagg joined The Prudential in 
1952 after serving as president of North- 
western National Life of Minneapolis. 
Previously, he had been for many years 
with the Lincoln National as actuary 
and second vice president. 





Wins United Benefit Award 


Abraham Stock, of Philadelphia, was 
awarded the President’s Plaque of 
United Benefit Life by N. Murray Long- 
worth, president of the company. Mr. 
Stock, who wrote $1,246,811 in life insur- 
ance in Philadelphia last year, flew to 
Omaha to receive the award at the com- 
pany’s home office. 


Business Men’s Advances Nine Officials 





Back row, left to right—B. V. Alton, J. Clarke Wittlake, E. A. Carlson, D. H. Arm- 
strong, George M. Aldridge. Front row—W. D. Grant, John G. Phillips, C. M. 
Barricklow and John W. Sayler. 


John W. Sayler, CLU, vice president 
in charge of sales of Business Men’s 
Assurance, was elected to the board of 
directors at the recent annual meeting 
of stockholders. Mr. Sayler has been 
associated with the BMA since 1932 and 
has served as vice president since 1947. 
He is a graduate of the American Col- 
lege of Chartered Life Underwriters and 
is currently a member of the board of 
directors of the Life Insurance Agency 
Management Association. 

W. D. Grant, CLU, vice president in 
charge of reinsurance and a member of 
the board of directors, was elected to 
the finance committee. He is the son of 
the late W. T. Grant who was chairman 
of the board and founder of the com- 
pany, and now takes Mr. Grant’s place 


on the finance committee. He was elected 
to the board of directors in 1948 and 
has been vice president since 1951. 

C. M. Barricklow was named vice 
president in charge of the Group depart- 
ment. From 1938 to 1948 he was a sales 
representative of the company and joined 
the home office as a sales assistant in 
1948. He has been serving as assistant 
vice president since 1953. 

In addition, John G. Phillips, CLU, 
was named assistant vice president; 
George Aldridge, assistant secretary, 
and D. H. Armstrong, director of sales 
service. 

J. Clarke Wittlake, assistant to the 
president; E. A. Carlson, assistant sec- 
retary, and B. V. Alton, director of per- 
sonnel, were made members of the 
administrative committee. 


C. G. Ashbrook President 
No. Amer. Life, Chicage 


PAUL McNAMARA CHAIRMAN 








Actuary Harold Hornberger and Secre- 
tary H. O. Cedarholm on Board 


of Directors 





The board of North American Life, 
Chicago, has elected Paul McNamara 
chairman and Charles G. Ashbrook pres- 
ident. 

Mr. McNamara, son of the founder 
John H. McNamara, joined the company 
in 1916, became vice president in 1927, 
executive vice president in 1944 and presi- 
dent in 1951. Mr. Ashbrook, a graduate 
of Denison University, class of ’21, went 
with company immediately after his 
graduation, was named vice president in 
1944 and executive vice president in 1951. 
He ‘has been on the board of directors 
since 1938. Mr. Ashbrook is a past chair- 
man of A. and H. section of Life Insur- 
ance Agency Management Association 
and is currently chairman of the agency 
advisory committee, H. and A. Under- 
writers Conference. 

Three new board members are Harold 
Hornberger, actuary; H. O. Cedarholm, 
secretary; and Daniel J. Uhrig, president 
of American Bakeries Co. 

The company paid for $33,040,000 last 
year and has total life insurance in force 
of $190,256,000. Its total assets are $37,- 
000,000. At end of 1954 the company 
had a total of $1,607,500 in A. and H. 
premiums, a 15.87% gain during the year 

A cash dividend of 10% on the com- 
pany’s capital stock was declared. 


G. Reilly, C. Grady Made 
V.P.’s of Midland Mutual 


Election of G. Emerson Reilly as vice 
president and actuary and Charles W. 
Grady as vice president and comptroller 
has been announced by Midland Mutual 
Life of Columbus, O. 

Mr. Reilly has been associated with 
the company since 1925, shortly after his 
graduation from University of Towa. 
First an actuarial clerk, he was ad 
vanced to assistant actuary in 1931, as 
sociate actuary in 1946 and actuary in 
1950. 

Mr. Grady has served as comptroller 
of Midland Mutual since 1950. He 
joined the company in 1924, was named 
assistant auditor in 1938 and auditor in 
1942. He is a graduate of Franklin Uni 
versity Law School and a member of the 
Ohio Bar. 


The Midland Mutual also has an 
nounced the appointment of Fred C. 
Pixley as assistant manager of the 


mortgage loan department. 





Phoenix Mutual Awards 


The Chicago LaSalle agency of 
Phoenix Mutual Life of Hartford, man- 
aged by Robert K. Schott, has been 


awarded the directors’ cup of the com- 
pany for its 1954 record of sales and 
services, according to D. Gordon Hunter, 
agency manager and vice president. The 
cup is awarded each year by vote of 
the board of directors to the agency 
demonstrating the highest attainment in 
agency objectives and excelling in the 
factors of successful management. 

A new high in volume of paid business 
was reported by the Chicago LaSalle 
agency, with a gain of 21% over 1953. 
Presentation of the Directors’ Cup was 
made by Clifford L. Morse, director of 
agencies, and William L. Hunt, superin- 
tendent of Midwest agencies. 

Runner-up honors in the. group of 
larger agencies went to New. York 
Downtown, managed by Alvin H. Polley, 
Ir. CLU, and in the group of smaller 
agencies to the Worcester, Massachusets, 
agency managed by H. Bennett Webber. 
Outstanding achievement plaques were 
awarded to the Newark, Milwaukee, and 
Kansas City agencies. 
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Great-West Life’s 


Record New Business 


$393 MILLION PLACED IN_ 1954 





Managing Director Manning Reports on 
Company’s Operations; Assets at 
$513 Million 





The Great - West Life placed a record 
$393,000,000 of new business during 1954 
and ended the year with $2,685,000,000 
of insurance in force. Assets stood at 
$513,000,000. It was the fourteenth year 
in succession in which new business ex- 
year’s total. The 
presided over 
was_ held 


ceeded the previous 


company’s annual meeting, 


by Joseph Harris, president, 
February 1 at Winnipeg. 

According to the summary of 1954 op- 
erations the company paid out $4,000,- 
000—the largest sum paid out in one year 
—to policyholders and beneficiaries. In 
addition, a further sum of $31,000,000 was 
added to policyholders’ reserves. 

Accident and Health coverage reached 
its highest level for a single year with 
premium income of $14,700,000, almost 
$3,000,000 more than 1953. 


Managing Director Manning’s Comments 


In his address to the meeting, H. W. 
Manning, vice president and managing 
director, referred to the marked expan- 
sion in the field of voluntary health in- 
surance and pointed out that the com- 
petitive system and the free enterprise 
way have worked well. For example, he 
said, an estimated 110 million people in 
Canada and the United States now have 
hospital expense coverage. 

Mr. Manning predicted that 1955 would 
be another good year for the life insur- 
ance industry. The price level was re- 
maining relatively steady and other eco- 
nomic factors pointed to a_ growing 
capacity to buy. 

Mr. Mz inning, reviewing the company ’s 
1954 operations, said assets had_ in- 
creased by $36,000,000 during the year 
to pass the half-billion dollar mark. De- 
spite a decline in the general interest 
rate, the company increased its net rate 
of interest to 9.93%. The comparable fig- 
ure in 1933 was 3.76%. Net income from 
investments during the year was $18,- 
000,000. 

Total incorne from all sources reached 
the record figure of $95,000,000. Premium 
income alone amounted to $77,000,000— 
an increase of almost $8,000,000 over the 
1953 figure. As a result of the year’s 
operations and earnings, the company 
was able to increase its contingency re- 
serve and surplus by $2,797,000. Together 
with capital they now total $27.900,000. 

During the year more than $50,000,000 
were invested in mortgages. Mortgages 
and sales agreements now total $177,000,- 
000 or 34.6% of the total assets. In addi- 
tion, more than $5,800,000 were invested 
in income-producing real estate. 





CLU Institute Scholarship 
In Memory of Paul Speicher 


An annual CLU Institute scholarship, 
a memorial gift of friends of the late 
Paul Speicher, has been announced by 
the poard of directors of the American 
Society of Chartered Life Underwriters. 
The scholarship will be available each 
year for a period of years to a profes- 


sional full-time teacher of insurance 
who is also a CLU, to be used for 
tuition and expenses in attending the 


Society’s CLU Institute which is held 
each summer. 

Paul Speicher, prominent in the life 
insurance business for many years, was 
president of the Insurance Research 
and Review Service of Indianapolis. 
Mr. Speicher died on May 14, 1952. 

The scholarship fund consists of gifts 


made by relatives and friends of Mr. 
Speicher. Details of the scholarship 
plan were developed by American So- 
ciety officers and the Institute Board 
and proposed to the Society’s Board 
of Directors when they last met in 


September. 


Appointed Chairman of LAA 
Eastern Round Table 


DONALD E. LYNCH 


Donald E. Lynch, director of public 
relations, Mutual Benefit Life, has been 
named chairman of the 1955 Eastern 
Round Table conference of the Life Ad- 
vertisers Association, it was announced 
by A. H. Thiemann, New York Life, 
president of the Life Advertisers Asso- 
ciation. 

The Eastern Round Table will be 
held at the St. Moritz Hotel, New 
York, on March 17-18. The conference 
attracts approximately 125 advertising, 
public relations, sales promotion and di- 
rect mail men and women of life insur- 
ance companies on the east coast of the 
United States and Canada. 

Mr. Lynch joined Mutual Benefit in 
August, 1953, after several years as di- 
rector of public relations at the Life 
Insurance Agency Management Associa- 
tion in Hartford. Before entering the 
public relations field, he was a Washing- 
ton newspaper correspondent, covering 
the White House and the Senate. Mr. 
Lynch is the author of several public 
relations booklets, and has written arti- 
cles in the Public Relations Journal, a 
publication of the Public Relations Soci- 
ety of America. He also is a lecturer 
on the subject at Rutgers University. 





LIFE INSURANCE 








RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





General American Group 


Men at Detroit, Birmingham 

In a series of moves since the first 
of the year to step up Group field sales 
and service in industrialized sections of 
the country, General American Life has 
announced the establishment of an en- 
larged Group office in the Detroit area 
with the transfer of Ronald E. Tobey 
to Detroit, and the assignment of David 
B. Morse to Birmingham. Previously J. 
Robert Gilbert had moved from the 
home office to open up new Group terri- 
tory in northern California. 

Mr. Tobey became associated with 
General American Life in June, 1953, 
following his graduation from William 
Jewell College. He is an executive sales 
trainee in the company’s Charted Career 
Training Program and was assigned to 
the Pittsburgh office after a period of 
intensive home office training. In De- 
troit he will be associated with Robert 
A. Guy, Group representative. 

Mr. Morse, another Charted Career 
trainee, joined General American Life 
in April, 1954, and will represent the 
company in the field for the first time 
in ve where he will be asso- 
ciated with Group representative Robert 
Dale. Mr. Morse was graduated from 
St. Louis University and served as a 
second lieutenant in the Air Force. 





Promoted by Confederation 


These appointments announced — by 
Confederation Life involving its four 
main operating areas — investment, 


agency, actuarial and administrative fol- 
low: 

Pr, B: 
associate treasurers; R. E. 
sistant treasurer. 

C. R. Scarrott, superintendent, Group 
sales; G. A. Paquet, CLU, director of 
field training; D. M. Fortune, field train- 
ing supervisor. 

S. M. Farwell and W. Learmonth, 
assistant solicitors; P. oo supervisor 
of planning; D. E. "Watts has been made 


Brooks-Hill and A. J. Trusler, 
©. Malone, as- 
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1905-1955 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 


@ Over 3 Billions of Life Insurance in Force 
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T HERE was a young fellow named Noyes 
Who was loaded with avoirdupois. 

His broker said, “Tsk! - - - 

You can get Preferred Risk; 

Continental is kind to fat boys.” 


Of course, some people are too heavy 
even for us. But 5’0”, 174 Ibs. has:a 
good deal when he gets our Under- 
writers Preferred policy (minimum 
amount $12,500, please). He can get 
Disability Income or Non-Can A & H 
too. Ask us for details. 


Samuel D. Agency, Inc. 
Continental Assurance Co. 
4 oO S A N Chicago, Ill. 
76 William Street, New York 5, N. Y. 
WH 3-7680 














H. D. Josephson Agency 


Leads Connecticut Mutual 


In recognition of outstanding organi- 
zation development during 1954, five gen- 
eral agencies have been announced as 
winners of the President’s Organiza- 
tion Trophies by Peter M. Fraser, presi- 
dent of Connecticut Mutual Life. They 
are the James F. Ramsey agency, Chi- 
cago; Norris E. Williamson agency; 
Denver; Melzar C. Jones agency, Los 
Angeles; Halsey D. Josephson agency, 
New York, and Floyd A. Rosenfelt agen- 


cy, Toledo. ; 
This marks the fourth consecutive 
year that the Josephson agency has 


won the President’s Trophy, and _ the 
Jones agency has won it in three of 
the past five years. 

The leading agencies in production 
of new business were also announced 
by Connecticut Mutual. For the sixth 
consecutive year the Josephson agency 
led the list, placing more than $16 mil- 
lion in new life insurance with the 
company. 

Others among the company’s top five 
according to 1954 volume include the 
Henry C. Hunken agency, Chicago, $12 
million; the Jones ‘agency, Los Angeles, 
and the John M. Fraser agency, New 
York, both $10% million, and the Ram- 
sey agency, Chicago, $9% million. 

Largest percentage increase in new 
business during 1954 was recorded by 
the Edward B. Bates agency, Los An- 
geles, with a 67% rise. Other top in- 
creases were chalked up by the Thomas 
F. Barrett, Jr., agency, Washington, 
63%; Douglas B. Houser, Jr., agency, 
New Orleans, 50%; Williamson agency, 
Denver, 49%; David B. Fluegelman 
agency, New York, 34%, and Ramsey 
agency, Chicago, 32%. 





Life of Georgia Director 


Mrs. Fay Hammond Sheffield of At- 
lanta was elected a member of the board 
of directors of Life Insurance Co. of 
Georgia. She succeeds her late husband, 
George Sheffield, on the board. Mr. 
Sheffield, who was also secretary of the 
company, died last October. 

Mrs. Sheffield is a native of Kosiusco, 
Miss., a graduate of Randolph-Macon 
College, Lynchburg, Va., and a_ post 
graduate of Columbia U ‘niversity, New 
York, She and Mr. Sheffield were mar- 
age in 1926, and she has made her home 

Atlanta since. 
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Which beats 
faster... 


a drummer or 
YOUR HEART? 


When a march . . . such as “The Stars and Stripes 
Forever” . . . is played in standard marching time, the 
bass drummer beats his drum around 70 times a minute. 


Your heart, however, beats even faster . . . about 72 
times a minute or more than 4,000 times an hour. More- 
over, your heart, unlike the drummer, never gets a chance 
to rest, save for a fraction of a second between beats. On 
and on it beats to pump about 240 gallons of blood 
throughout the body every hour, year in and year out. 


Multiply the heart’s hourly output of work by the days, 
months and years that it functions during an average life- 
time, and you will realize how wonderfully sturdy and 
efficient the healthy heart is. 


The heart also has remarkable reserves of strength and 
recuperative powers. Even after it has been seriously im- 
paired, the heart is often capable of continuing its work 
for years . . . if care is taken not to overburden it. 


Yet, despite the strength of the heart, diseases of this 
organ lead all other causes of death. There are many reasons 
why fatalities from heart disease have mounted. For ex- 
ample, more and more people are living to older ages 
when hearts naturally lose their ability to carry on. 


If you would keep your heart working efficiently through- 
out life, never wait for symptoms to jolt you into giving 






it the consideration it deserves. Indeed, if you are approach- 
ing middle age, now is the time to help your heart by 
following such safeguards as these: 

1. Have regular, thorough health examinations. These 
are important not only for detecting heart trouble 
early, but also for detecting other diseases that could 
affect the heart. 


2. Slow down after 40. Make a determined effort to elim- 
inate hurry, bustle and over-exertion from your daily 
life. If you want to continue sports, don’t overdo 
them. 

3. Don’t overeat. Mortality from heart disease occurs 
one and one half times more often among overweight 
people than among those of normal weight. This is 
reason enough for keeping your weight down. 

4. Get the rest you need. Plenty of sleep and relaxation 
contribute much to both your physical and mental 
health. When you relax, so does your heart. 


Should heart disease occur, it should not necessarily 
mean the end of useful, rewarding activity. In fact, even a 
damaged heart may outlast a much stauncher heart that 
is abused, providing a person really takes care of his or 
her heart and protects it against undue strain. 








COPYRIGHT 1955—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Mapison AVENUE, NEw York 10, N. Y. 


This advertisement is one of a cont.nuing ser cs 
sponsored by Metropol tan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circu.at.on 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, Nationa) Geograph'c. 
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Sun of Canada Wrote 
$700 Million in ’54 


$239 MILLION GROUP INSURANCE 


President oe Raents More Than 
$6 Billion In Force; Assets Amount 
to $1,876 Million 


Montreal—More than six billion dok 
lars of life insurance in force, and new 
business during 1954 amounting to 
nearly $700 million—an increase of $120 
million over the 1953 figure—are among 
the outstanding figures in the 84th an- 
nual report of Sun Life Assurance Co. 
of Canada released by George W. 
sourke, president. The new _ business 





was the largest sold last year by any 
Canadian company, much of it being in 
the United States where Sun Life has 
36% of its business in force, and 
branches in major cities from coast to 
coast. Included in the new business fig- 
ure was $239,619,000 of Group insurance, 
representing an increase of $68,841,000 
over the 1953 figure. Mr. Bourke an- 
nounced new dividend scales which, for 
the sixth consecutive year, will result 
in a considerable increase in the total 
amount to be paid in dividends to the 
holders of participating policies. The 
company will pay out a total of approxi- 
mately $26,000,000 in dividends in the 
year ahead, an increase of more than 
$2,000,000 over the previous year. 


Reports Large Payments 


Other important figures of the report 
include $41,365,000 paid to beneficiaries 
of deceased policyholders and $92,985,000 
paid to living policyholders and annui- 
tants. The $134 million paid in 1954 
brings the total paid by the company 
since its organization in 1865 to $2,866 
million. The assets of the company now 
stand at $1,876 million, an increase of 
$46 million over 1953. Sun Life mortgage 
loans increased by more than any other 
type of investment, and by the end of 
the year the company had $323,000,000 
invested in mortgages, mostly in indi- 
vidual homes. 

The Sun Life of Canada, with 93% of 
its total business in force in the United 
States, Canada and Great Britain, has 
46% of its invested assets in the United 
States alone. 

Mr. Bourke, in his report, expressed 
optimism for Canada’s continued pros- 
perity. “A year ago I told you that | 
looked forward to 1954 with every con- 
fidence,” he declared. “That confidence 
proved to be justified and is in no way 


me 99 


lessened for 1955. 


Lee Nashem Agency’s Gain 

The Lee Nashem agency in New 
York of the Mutual Benefit Life fol- 
lowed up an $8,000,000 year of 1954 with 
$1,015,000 of paid-for in January, 1955. 
The $8,000,000 of paid-for in 1954 rep- 
resented nearly $2,000,000 of increase 
over 1953. The Lee Nashem agency has 
increased annual paid-for production 
from $1,400,000 since Mr. Nashem took 
over January, 1948. 

o 
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WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
"Canada Life’’ 


NAMED IN OKLAHOMA CITY 





American Bankers Selects R. H. Single- 
ton as Managing General Agent; Heads 
Own Agency; Practicing Lawyer 


The appointment of R. H. Singleton, 
head of his own agency in Oklahoma 
City since 1950, as supervising general 
agent in that area for the American 
Bankers Life of Florida is announced by 
James G. Ranni, president of the com- 
pany. This is another step dn its midwest 
expansion program. 

Mr. Singleton, native of Oklahoma and 
graduate of Central College, served from 


1942 to 1946 in the U. S. Naval Air Corps 
as lieutenant and bomber pilot. He then 
attended Oklahoma College of Law, 
passed the bar examination and was 
admitted to practice law in Oklahoma 
in 1950. He is civicly active. 





P. B. McHaney to Address 
LAA Workshop Luncheon 


Powell B. McHaney, president of Gen- 
er ral American Life, will deliver the 
“commencement address” at the closing 
luncheon of the Life Advertisers Asso- 
ciation’s 1955 Workshops. 

The two 1955 Workshops, editorial 
and sales promotion, will be held con- 
currently at the Hotel Sheraton in St. 
Louis from April 3 to the noon luncheon 
on April 8. These “schools” which will 
be held for the third time, are a part of 
LAA’s cooperative and non-profit pro- 
gram for helping new LAA members 
gain valuable training and experience 
and at the same time serving as a re- 
fresher course for the more experienced 
LAA member. 

Under the direction of Gordon Hull, 
Mutual Benefit Life, the Workshops will 
be manned by experienced insurance 
personnel and by outstanding guest lec- 
turers from the related fields outside the 
industry. 
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of Continental 
chi January 27-28, 
President Roy Tuchbreiter make 
first announcement that the company has 
passed $3 billion in force. It is the first 
life insurance company organized under 
re of Illinois to achieve that figure, 


; Milwaukee, is new 
president of General Agents and Mana- 


is vice president, 


Among directors of the as- 
r 1955 is Dwight G. 
Herkness-Peyton-Bishop, 


In the awards to outstanding agencies 


FOR 50 YEARS 
aM WTWAL TRUST 


PRODUCERS HAVE ENJOYED THE 





Left to Right; Vice President Raymond H. Belknap; Maurice C. Chier, president- 
elect, General Agents and Managers Association; President Roy Tuchbreiter; 
Executive Vice President Howard C. Reeder; David A. Carr, retiring 
president of G.A.M.A. 


in cities of more than a million popula- 
tion winners were David A. Carr agency, 
New York, Brown and Brown, Chicago; 
Wilshire Insurance Agency, Los An- 
geles; and Jean Avard, Inc., Canada. 
In cities of more than 500,000 but less 
than 1,000,000 population, winners were 
Philip C. Belber, Newark; Edward J. 
LeClair, St. Paul, Continental Insurance 
Agency of Hawaii, Ltd., and Income In- 
demnity Agency, Canada. National vol- 
ume leaders awards were made to David 
A. Carr, first; H. Malcolm Teare 
Agency, New York, and Philip C. Bel- 
ber. National premium leader awards 
went to David A. Carr, first; H. Mal- 
colm Teare agency, second ; and § Samuel 
D. Rosan agency, New York, third. Non- 
cancellable A. and H. honors were won 
by Mr. Carr and Robert L. Blue. 

Branch offices honored were Chicago 
for largest paid volume; San Francisco, 
second; and Pittsburgh for largest paid 
non-cancellable. Outstanding new agen- 
cies of the year awards went to Donald 
L. Daniels, Boston; Sander-Tubbesing, 
St. Louis; and William J. Adams, Can- 
ada. Persistency of business honors 
were won by Harness-Payton-Bishop 
and to Calvin, Jackson and Starr, the 
latter in Meadville, Pa. 

An award for “Contribution of the 
Year” was made to Dwight G. Johnson 
for his development of “Philanthropy 
with a Profit,” a flexible plan for Group 
and business insurance based on Conti- 
nental’s Paid-up at 65 with Return of 
Premium contract. 





COMPETITIVE ADVANTAGES OF: 


Low Net Costs 

Flexible Settlement Options 
Net Level Premium Reserves 
A Strong Surplus 


For 50 years, Mutual tout has been soundly and 















“As Faithful as 
Old Faithful’ 


AGENCY OPENINGS NOW 
AVAILABLE 








d ona purely mutual basis 
ios the benefit of its policyholders. 

In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in: 
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SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 
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Booth Pru Gen. Manager of 
Ordinary Policy Dept. 


W. C. Fugate Appointed 

General American Life, St. Louis, has 
announced the appointment of William 
C. Fugate as general agent in Dodge 
City, Kansas. He is a life-long resident 
of Dodge City and has been associated 
there for the past five years with The 
Prudential. 

Mr. Fugate has established offices in 
the First National Bank Building and 
plans to build an agency to cover both 
the city and the wheat-farming country 
surrounding it. 


Confederation Field Changes 

The Confederation Life’s Philadelphia 
division has become Philadelphia-City 
under A. B. Adam and_ Philadelphia- 
Suburban under J. P. Connor, Jr., CLU. 
Chu: 

R. H. May, former district manager in 
Cleveland, has been appointed manager 
of a new branch in Toledo. E. G. Dev- 
lin, CLU, until recently manager of Con- 
federation Life’s Venezuela branch, has 
been made manager of the new Toronto- 
Bay branch in Toronto, 


Wins McEachern Trophy 
Monroe district of Life of Georgia 
has won the company’s J. N. McEachern 
Trophy for production in competition 
with 125 districts in 11 states. The 
trophy, a silver cup, is named for the 
co-founder who organized the life in- 
surance firm in 1891. Maurice E. Hartz- 
jer is manager of the Monroe district. 
Staff managers are Harold E. Shrell and 
G. D. Smith. Cashier of the district is 
Billie L. Gaston. 
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director of advertising and sales pro- 
motion it is announced by Robert E. 
— Murphy, company president. 

Mr. Marsh came to Cal-Western on 
January 1. A resident of Sacramento, 
he had been assistant manager of the 
Sacramento Chamber of Commerce since 
November, 1951. 

In making the announcement, Presi- 
dent Murphy said that the new depart- 
ment head will assume advertising, sales 
promotion and publicity responsibilities 
for both the agency and Group depart- 
ments of the firm. In addition to con- 
Sumer and trade journal advertising, 
Mr. Marsh will edit “El Capitan,” Cal- 
Western’s monthly field force publica- 


Name A Continuous Record 
ur rapid growth, which last year 2 
of Progress Since 1909 


President 


OFFICES IN MORE THAN 70 PRINCIPAL CITIES LOCATED 
IN 36 STATES, the District of Columbia and Hawaii 


BUSINESS MEN’S 
(1 / 1) e 

B.M.A. BUILDING @ UNION STATION PLAZA 
KANSAS CITY 41, MISSOURI 









Saw us pass the billion-dollar mark of 
life insurance in force, has made it de- 
sirable for us to place our expanding 
advertising program under one depart- 
ment,” Mr. Murphy explained. “We feel 
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Phoenix Mutual Life 
Reports Record Year 


NEW BUSINESS $141 





President Holland Tells of Company’s 
Expansion; Assets Reach $679,029,000 ; 
Interest Rate 3.25% 





Phoenix Mutual Life had the best vol- 
ume of new business in 1954 in its his- 
tory of more than a century with $141,- 
816,000 life insurance, B. L. Holland, 
president reported to its policyholders. 
Insurance in force gained $72,845,000 for 
the year and stands at $1,391,268,000. 
Assets showed a gain of $37,620,000_ to 
bring the total to a new peak of $679,- 
029,000. Payments to policyholders 
reached $36, 195,000. The gross yield on 
new investments in mortgages and se- 
curities dropped to 4.17% as compared 
with 4.45% for 1953. The net yield on 
total invested assets for 1954 was 3.25% 
after Federal taxes. 

New Life Insurance Markets 


Concerning the comp: uny’s operations 
President Holland said: “While the pri- 
mary purpose of life insurance always 
will be the direct protection of the fam- 
ily, there has developed an increasing 
awareness of many other areas in which 
life insurance serves a vital function. 
One of these is in the field of business. 
Life insurance is being used to an in- 
creasing extent to protect the financial 
interests of all parties against the in- 
evitable losses occurring upon the death 
of partner, managing stockholder or key 
employe. 

“Another is in the 
pension plans, which are 


area of employe 
expanding 


rapidly. Employers place a high value 
today upon the loyalty of their em- 
ployes. They realize that to build and 


maintain this loyalty they must offer a 
definite retirement program. Policies is- 
sued by your company afford an eco- 
nomical and effective means of provid- 
ing such pensions. During the year the 
company introduced a new life retire- 
ment plan to meet the needs of the 
rapidly expanding pension and _ profit- 
sharing market. 

“A third area is that of estate plan- 
ning. With current tax schedules, 
many people face an acute problem of 
estate conservation. Life insurance is 
the most logical method of providing im- 
mediate funds to prevent needless 
shrinkage resulting from forced liquida- 
tion to meet taxes and administration 
costs. 

Agency Expansion 

“Your company continues to expand 
its agency operations and now has 
sixty-one agencies. The newest agency, 
in San Diego, Calif., was opened in July, 
1954. During the year the first com- 
pany-owned agency headquarters build- 
ing was completed in East Providence, 
R. I. This is a one-story building, com- 
pletely air-conditioned, with excellent 
service facilities for policyholders, in- 
cluding ample parking space. A similar 
building is under construction in Hollis, 
L. 1. Another is being constructed in 
Cleveland, which also will house the 
midwestern headquarters office. In addi- 
tion to furnishing better facilities, it is 
anticipated that these company-owneil 
builgings will mean a real saving in op- 
erating expenses over the years.” 


College Head and Banker 


For Conn. Generals’ Board 

The board of directors of Connecticut 
General Life has sent to the stockhold- 
ers names of two men they recommend 
for election to the board. They are 
President Albert C. Jacobs of Trinity 
College, Hartford, and Reese H. Harris, 
Jr., senior vice president in charge of 
the trust department, Connecticut Bank 
and Trust Co., Hartford. At their first 
meeting following the election, the di- 
rectors plan to elect George E. Bulkley 
to be an honorary director. He has been 
associated with the company since 1897 
as an employe, officer and director. 


MILLION | 


Geo. B. Byrnes Agency Led 
New England Mut. in 1954 


The George B. Byrnes agency of New 
England Mutual Life, 527 Fifth Avenue, 
New York City, led all New England 
Mutual agencies in production in 1954. 
Its total of $21,800,000 was an increase 
of $1,400,000 over 1953. In January, 1955, 
it paid for $6,370,813. This January pro- 
duction was the 55th consecutive month 
in which the agency has paid for more 
than $1,000,000. For some years the 
agency was run by the late C. P. 
(“Pep”) Dawson who was succeeded by 
Lambert M. Huppeler who is now head 
of agencies of New England Mutual 
Life. 

Leader of the agency last year was 
Henrikas Rabinavicius who also led the 
New England Mutual agents of the 
country nationwide, his production being 
2,848,857. Before coming to America 
Mr. Rabinavicius was in the diplomatic 
service of Lithuania. 





DISTRICT GROUP MANAGER 





Rauland C. Fischer Appointed by Massa- 
chusetts Mutual Life in Greater 
Chicago Area 

Rauland C. Fischer has been named 
district Group manager for Massachu- 
setts Mutual Life in the greater Chicago 
area, according to an announcement 
from the company’s home office in 
Springfield, Mass. Mr. Fischer will op- 
erate under the general direction of 
Group Regional Manager Bernhard F. 
Kalb, CLU, and his headquarters will 
continue to be in the Bankers Building 
on West Adams Street, Chicago. 

The new district manager led the com- 
pany’s Group insurance sales force in 
Group Term and casualty premiums this 
past year. He has been with the Massa- 
chusetts Mutual since 1950 and in 1953 
was named the company’s “Group Man 
of the Year” for the previous year. A 
resident of Elgin, Ill, he attended the 
University of Illinois and served in the 
United States Army during World War 
I 





Conn. Mut. Agency Awards 

Nine general agencies of Connecticut 
Mutual Life have been awarded con- 
servation certificates for their outstand- 
ing work in maintaining insurance in 
force during 1954. 

They are: The Timothy B. Ingwersen 
agency, Albuquerque; Stewart H. Welch, 
Jr., agency, Birmingh: um; Jack O’Ban- 
non agency, Buffalo; Harry H. Kail 
agency, Cleveland; Sherry R. Fisher 
agency, Des Moines; Herbert C. Remien 
agency, Grand Rapids; James L. Taylor 
agency, Oakland; Francis P. Beiriger 
agency; Rockford, and the Paul A. 
Hummel agency, South Bend. 

This marks the 16th, and 14th consecu- 
tive, year that the Grand Rapids agency 
has received the award. 











MASSACHUSETTS 
INDEMNITY 
INSURANCE CO. 


BOSTON 


THE FINEST IN 
NON - CANCELLABLE 
DISABILITY INSURANCE 











Insurance to provide income in 
the event of disability is 


THE FOUNDATION OF ALL 
SOUND INSURANCE PROGRAMS 


Add this vital protection to every 
Life Insurance Program 


50 East 42nd Street - New York 


Guardian Life Reports 
Record °54 Operations 


NET EARNINGS UP 31% FOR YEAR 


New Business Sales $140,660,000; Insur- 
ance in Force $1,197,986,000; Net 
Interest 3.56% 


A record high of $8,190,000 in net 
earnings for 1954, up 31.2% over the pre- 
vious year, was reported by President 
James A McLain to the board of di- 
rectors of Guardian Life of America. 

Other results outlined in Mr. Mc- 
Lain’s report which add up to what he 
described as “the best year, in every 
respect, in Guardian’s 95-year history” 
were new highs in benefit payments, in- 
vestment income, sales of new insur- 
ance, total insurance in force, policy- 








holders’ surplus and funds allocated for 


dividends to policyholders in 1955. 
Policyholders and_ beneficiaries re- 


ceived $23,666,000 during 1954, including 


dividends and payments from proceeds 
left with the company in previous years, 
an increase of 5.9% over 1953. Benefits 
paid by the Guardian since its organiza- 
tion in 1860 now total $498.111,000. 

Investment income for the year was 
$13,410,000, 11% more than the 1953 fig- 
ure. The net return on the ,company’s 
invested assets was 3.56%, an increase 
of 17 basic points over the previous year. 

Sales of new life insurance rose to 
$140,660,000, an increase of 6% over 1953. 
Total life insurance in force at the end 
cof the year was $1,197,986,000, an in- 
crease of $76,053,000 for 
A. & H. premiums for 1954 were $332,- 
000, = 1.2% over the previous year. 
Total A. & H. premiums in force at the 
end of 1954, Guardian’s second year in 
the A. & H. field, amounted to $607,000. 

Operating expenses for 1954 were 
$9,673,000, 
the previous year. This increase of 
2.8%, Mr. McLain noted, compares very 


favorably with the 6% increase in new 


business and 6.9% increase in insurance 
in force. 

From net earnings, $5,200,000 has been 
set aside for dividends to life and acci- 
dent and health policyholders in 1955, 
an increase of 13% over the amount set 
aside last year. In addition, 


was added to policyholders’ ‘unassigned 


surplus, raising the surplus to $25,834,000 


on December 31, 1954, or 7.3% of the 
company’s liabilities, 





DISTRICT MANAGERS’ MEETING 

Jefferson Standard Life held a district 
managers’ conference at the home office 
in Greensboro last week. Twenty-nine 
district managers from _ 17 states at- 
tended the conference. Karl Ljung, vice 
president in charge of agency operations 
for the company, who was chairman of 
the three-day meeting, says that one of 
the main purposes of the conference was 
to provide a forum for the exchange of 
ideas for improving methods of recruit- 
ing, training and supervising new agents. 








LOYAL ATKINSON 


Branch Manager 


MU 7-5212 


the year. New 


an increase of $260,000 over 


$2,808,000 


Manhattan Life Increases 
Limits on Group Life 


The Manhattan Life announces in- 
creased Group life insurance limits 
where state law permits. These are the 
new limits: 

No. of Lives—Maximum insurance on any 

one life. 

25 or more—$10,000; $10,000 Accidental Death 

and Dismemberment. 

35 or more—$25,000—$5,000 A. D. and }), 

50 or more—$30,000—Life only. 

The life insurance, plus the A. D. and 
D. will not exceed $30,000 on any life, 



































































In Pacific Mutual’s 
SELECTION Process 


helped Arthur K. 
Coty (Los Angeles) 
determine that he 
could succeed, and 
opened the way for 
his meteoric rise to 
top rank standing 
in the Big Tree 
Leaders Club with- 
in his first year, and 
to production lead- 
ership of the W. W. 
Stewart General 
Agency—one of 
Pacific Mutual’s 
foremost — in his 
third year. 


Quality 
is the dominant 
objective in all of 
Pacific Mutual field 
procedures. 


Martucel 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 + ACCIDENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 19 


GROUP INSURANCE Since 1941 
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RECORDS OF LINDOP AGENCY 


New York Breaks Monarch Life Agency 
Records in Both Life and 
A. & H. Production 


The New York City agency of Mon- 
arch Life, directed by Ralph Lindop, 
has broken some all-time high produc- 
tion records of Monarch agencies. 

In 1954 the agency surpassed its pre- 


RALPH LINDOP 


vious yearly life insurance high volume 
of $4,600,000 with a production of $5,076,- 
000. In December, 1954, the agency paid 
for $1,804,500, six of the Lindop agents 
being among the company’s 10 top lead- 
ers. In 1954 the annual premiums of the 
agency in Accident and Health were 
$241,000. 

The record of the agency in life and 
1 Accident and Health given above were 
all-time figures for the agencies of the 
company. 





Equitable Society Acquires 
Mathieson Bldg., Baltimore 


Ownership of the 34-story Mathieson 
Building, 10 Light Street, Baltimore’s 
tallest, has been acquired by Equitable 
Life Assurance Society. Fidelity-Balti- 
more National has leased back the entire 
building for 65 years and Olin Mathie- 
son Chemical Co. simultaneously leased 
from the bank for a ten-year period all 
of the space it currently occupies. 

The bank and chemical corporation 
jointly acquired ownership of the build- 
ing in 1949 at which time they formed 
the Mathieson Building Corp., in which 
each owned a 50% interest. In the cur- 
rent transaction, Fidelity-Baltimore Na- 
tional first acquired the one-half inter- 
est of the chemical company and then 
sold the building to the Equitable for 
$5,500,000. The main office and head- 
quarters of the bank are now and will 
continue to be located in the building. 





Heads Occidental Branch 


Thomas R. Cantwell, CLU, has been 

appointed manager of Occidental Life of 
California’s new branch office in the 
Vestchester district of Los Angeles. 

He joined Occidental’s Dickson and 
Blevens agency in Los Angeles as field 
Supervisor in 1953. He served as state 
Msurance examiner for the Insurance 
Commissioner of Ohio in 1945 and 1946, 
and was an agent for The Prudential 
and New England Mutual for more than 
three years. 

\ holder of the National Quality 
Award, Mr. Cantwell is a member of 
the Los Angeles Association of Life 
Underwriters and Junior Chamber of 
Commerce. 








Alan H. Anthony Appointed 


“is 
Louisville General Agent 

Alan H. Anthony has been appointed 
manager of the Louisville agency of 
Massachusetts Mutual Life, replacing 
Robert T. Colgan, formerly general 
agent, who has resigned in order to de- 
vote his full time to personal produc- 
tion. 

Mr. Anthony, a graduate of Johns 
Hopkins University, joined Massachu- 
setts Mutual in 1949 as a representative 
for its Baltimore Agency and later be- 
came an agency supervisor under the 
company’s management training pro- 
gram. He is a member of the National 
Association of Life Underwriters and 
is currently serving as a member of that 
organization’s national committee on un- 
derwriter education and training. A Na- 
tional Quality Award winner for four 
consecutive years, Mr. Anthony has 
partially completed the requirements for 
his CLU designation. 





Connecticut Mutual 


(Continued from Page 3) 


out sacrificing services, Mr. Fraser 
pointed out that operating expenses, ex- 
cluding taxes, account for 11.5 cents of 
each income dollar. 


Dividends and Payments 


During 1954, savings in unit cost, plus 
a favorable investment and mort lity e€Xx- 
perience, helped make possible a higher 
dividend scale, under which a_ record 
$19,350,000 is earmarked for policyhold- 
ers this year, the report said. 

“The Connecticut Mutual is owned by 
its policyholders, and all of the earnings 
above those necessary to operate the 
business are returned to its policy- 
holders in the form of annual dividends,” 
Mr. Fraser said. “These dividends are 
distributed equitably as to old and new 
policyholders and as to various types of 
policies. No special class of policies or 
policyholders is given special treatment 
at the expense of others.” 

On a basis of the 1954 record, the 
company directors approved an increase 
in the rates of interest to be allowed 
this year on policy proceeds left with 
the company under income settlement 
contracts to 3.30%, and on dividends left 
with the company to accumulate at in- 
terest to 3.15%. 

Total benefits, including dividends, 
paid during 1954 amounted to $87,621,550. 
Of this, $17,747,678 was paid as a result 
of 2,468 death claims, while more than 
two and one-half times as much, $46,- 
365,231, was paid to living policyholders. 
The remainder represents proceeds of 
policies and funds previously left with 
the company. The amount paid during 
1954 brings total benefits Connecticut 
Mutual policyholders and beneficiaries 
have received in the company’s 109 
years of operation to $1,264,000,000, in- 
cluding uninterrupted annual dividends. 

Looking to the future, Mr. Fraser was 
optimistic for the national economy. 
“The outlook for 1955 is for a definite 
but not spectacular improvement over 
1954,” he said. “Economic stability and 
healthy growth with a minimum of in- 
terruption should be our objective. But 
in our efforts to attain this objective we 
should be reasonable in our expectations 
and realize that the theory of perpetual 
boom is impossible of accomplishment. 

“We should also realize that in the 
future, as in the past, there will be tem- 
porary interruptions in our progress and 
for that reason our record of accom- 
plishment will be somewhat less than 
theoretical perfection,” Mr. Fraser con- 
tinued. “In this connection the govern- 
ment and the people can best serve the 
cause of economic stability and healthy 
growth by endeavoring to avoid or mini- 
mize booms and by facilitating needed 
readjustments as soon as their need 
becomes apparent,” he said. 

“This requires restraint in periods of 
expansion and courage and patience in 
periods of contraction, and at all times 
a proper evaluation of the effect on 
our objective,” he concluded. 


Paid for 56 Lives in January 





W. EBLING 


ROBERT 


Robert W. Ebling, Jr.. CLU, Carr R. 
Purser agency, Penn Mutual Life, New 
York City, paid for $534,000 of life insur- 
ance in January on 56 lives. A Life and 
Qualifying member of MDRT he paid 
for $1,610,500 of life insurance with Penn 
Mutual in 1954. 

January sales of Penn Mutual Life na- 
tion-wide were $42,514,083, an increase 
of 30.6% over first month of last year. 





Lloyd Executive V. P. 


(Continued from Page 3) 

Mr. Hanselman, also a newspaperman 
before becoming associated with The 
Union Central, served on the editorial 
staffs of the Cincinnati Times-Star and 
the Cincinnati Enquirer. He was first 
employed by The Union Central in 1924 
in what is now the sales promotion divi- 
sion of the agency department. 

Mr. DeBuck, a 
New Jersey, joined the company as as- 
sistant comptroller in 1937. Prior to that 
a New York City 
He was elected comp- 


native of Paterson, 


he was employed by 
accounting firm. 
troller in 1938. 

Mr. Fritsch, associated with The Union 
Central since 1929, has served in the 
underwriting division since 1942. He 
worked in the final audit and premium 
note divisions before transferring to un- 
derwriting. 

Here are other highlights from the 
Union Central President’s report: 

The reserve for asset fluctuations, se- 
curity valuation and other contingencies 
at the year end amounted to $9,054,006. 
After paying $1,828,600 to re- -purchase 
capital stock and complete the company’s 
mutualization, and setting aside $4,887,056 
for dividends to be paid to policyholders 
in 1955, the company’s surplus was in- 
creased to $26,440,754 which is $905,037 
more than the amount of capital stock 
and surplus combined at the beginning 
of the year. 

Assets increased from $695,674,403 to 
$715,498,374. In 1954, life insurance in 
force increased $177,081,612 and now 
amounts to $1,862,074,632. During the 
year Union Central paid to policyholders 
and beneficiaries $54,835,211. The amount 
so paid since the organization of the 
company in 1867 is $1,478,359,970. 

“We enter 1955,” concluded Mr. Cox, 
“with an optimistic feeling of assurance 
based upon confidence in our program 
of expansion, in the quality of Union 
Central life insurance, in the capability, 
ambition, determination and loyalty of 
the men and women on our home office 
staff and in our field force.” 


London Life in 1954 
Paid for $391,000,000 


YEAR’S INCREASE OF $20,000,000 


Company Has More Than $3 Billion in 
Force; Large Mortgage Loan 
Portfolio 


The London Life of 
$391,000,000 of life 
approximately 


Canada issued 
insurance in 1954, an 
$20,000,000 


Life policies accounted 


increase of 
over 1953’s total. 
the insurance bought by 

29%. Pur- 


for 67% of 
dividuals. Term plans were 


chases of Ordinary insurance, through 
both Ordinary and Industrial field men 
—represented nearly 80% of the com- 
pany’s total. 

Life insurance in force increased dur- 
ing the year by $243,000,000 and is now 
well over $3 billion. The total of 


amounts paid to or set aside for policy- 


holders and annuitants and their bene 
ficiaries in the life insurance’ branch 
exceeded $60,000,000 for the year, which 


is $5,250,000 more than for 1953, 

In the Group sickness and accident 
branch the insurance on Canadian em 
ployes and dependents increased by 
more than 10%. Benefit payments 
reached a new high mark of $6,500,000 

“In the investment of policyholders’ 
funds to meet future needs,” the com 
pany says, “the major proportion was 
applied to mortgage loans, principally 
effected to provide new dwellings for 
families across Canada. <A _ total of 
$55,000,000 was invested in this way— 
by far the largest amount in the com- 
pany’s experience.” Total mortgage loans 
are now over $221,000,000, and account 
for 47% of the company’s investments. 
The London Life has been one of the 
leading institutions of Canada in = ar- 
ranging of National Housing Act mort- 
gage loans. 

The company has 1,300 field men and 
76 branches in Canada. It does not write 
insurance in the United States. 


STUDY NEW DEVELOPMENTS 
Aetna Life Raabe Hear Talks on Busi- 


ness Life and Estate Planning at 
Three-Day Hartford Meeting 

Leading representatives of the Aetna 
Life Co. throughout the United States 
recently attended a three-day meeting at 
the Hotel Statler in Hartford, to study 
new developments in the fields of busi- 
ness life insurance and estate planning. 
Attending the seminar, which was under 
the direction of Robert B. Coolidge, 
\etna Life vice president, were the 
ranking members of the Aetna Life 
Leaders Club, national honorary organi- 
zation of the company’s top 200 pro- 
ducers, 

With the opening of the meeting, the 
four leading producers last year were 
installed as officers of the 1955 Leaders 
Club: L. B. Poletto, San Francisco, 
president; David P. Faxon, Camden, N. 


J., vice president; Henry A. Kirsch, 
Shreveport, La., secretary; and Joseph 
S. Maryman, Little Rock, Ark., treas- 


urer. 

Speakers at the seminar included Al 
bert Mannheimer, New York attorney 
and an authority on the technical as- 
pects of life insurance programs, and 
Samuel L. Zeigen, president, New York 
Chapter of CLU and associate editor of 
the insurance publication “Query.” 


National Life Promotions 


(Continued from Page 3) 

the selection department for nearly 10 
vears. Both joined the company follow- 
ing service in World War II. 

Mr. Boucher was graduated magna 
cum laude from Norwich University, 
Northfield, Vt. Mr. Fitzimmons, who 
graduated from University of New 
Hampshire, is a Fellow of the Life Of- 
fice Management Association Institute. 
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Pacific Mutual Building 
To Be Ready in October 


The new northern California head- 
quarters building now under construc- 
tion for Pacific Mutual Life in San 
Francisco’s financial will be 
ready for occupancy in October of this 


district, 


year, it has been announced by Asa v: 
Call, the company’s president. Mr. Call 
also stated that interest in the available 
space is so favorable that the original 
plans have been expanded to provide for 
eight stories instead of the contemplated 
five, in addition to a covered rooftop 
terrace area. 

Already leased are the two upper 
floors, to Pacific Lighting Corp. and 
Kern County Land Co., for 15 and 10 
years respectively. Pacific Mutual itself 
will use two flGors, the E. A. Ellis gen- 
eral agency using the second, and the 
third floor caring for the company’s San 
Francisco mortgage loan, Group, dis- 
trict claims, and local administrative 
offices. Three floors are each being of- 
fered for single occupancy leasing. 

Conference and reception rooms on 
the landscaped rooftop terrace are to be 
open for reservation by tenants, and also 
will be made available without charge 
for meetings of recognized San Fran- 
cisco civic and charitable organizations. 

A distinctive feature of the structure 
will be a foyer finished in sculptured 
California redwood and marble. High 
point in the wall decor will be a massive 
nine-foot replica of Pacific Mutual’s em- 
blem, the Wawona Big Tree, to be deep- 
carved in a laminated redwood base by 
Spero Anargyros, well known San Fran- 
cisco sculptor. 

Architects for the building are Loubet 
and Glynn of San Francisco, and con- 
struction is being handled by Mac- 
Donald, Young & Nelson, Inc. 





Workshop for Teachers 

The National Committee for Educa- 
tion in Family Finance, which receives 
its major support from the Institute of 
Life Insurance, will sponsor workshops 
for teachers at 11 leading universities 
this summer. A total of 450 scholarships 
is being offered to educators who will 
attend these graduate training courses. 

Now in its sixth consecutive year, the 
summer workshops are part of a long- 
range program aimed at giving young 
people in the nation’s schools and col- 
leges accurate and useful instruction in 
the management of personal and family 
finances. More than 2,000 teachers and 
school administrators so far have taken 
part in summer workshops, and in on- 
the-job training programs sponsored by 
school systems in cities throughout the 
country. The scholarships awarded by 
the universities to workshop participants 
are made possible by grants to the uni- 
versities by the Institute of Life In- 
surance. 

The colleges receiving this support are 
University of Pennsylvania, University 
of California, University of Connecticut, 
University of Denver, University of 
Florida, Miami University of Oxford, O., 
University of Oregon, Southern Metho- 
dist University, Syracuse University, 
Uniyersity of Virginia and University 
of Wisconsin. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
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President Maclellan Reports an In 
Force Increase of $323 Million; 


Assets Over $100 Million Mark 


R. L. Maclellan, president, Provident 
Life and Accident, Chattanooga, in his 
annual report, announced that insurance 
in force increased by more than $323,- 
000,000 during the past year to a total 
of $1,485,107,187. The company reached 
the billion dollar mark of life insurance 
in force in December, 1952, and during 
the two subsequent years more than 
$485,000,000 has been added to the 
amount. 

Accident and health premium income 
gained more than $4,000,000 during the 
year to reach a record total of over 

Provident’s assets passed the $100 mil- 
lion mark during the year, increasing 
more than $13,400,000 to reach a total 
of $101,073,115. This is a record increase 
for one year, and betters by more than 
three million dollars the best previous 
increase of $10,000,000 in 1953. The 
company’s assets have more than dou- 
bled since 1948, when the figure stood 
at just over $49,100,000. 

More than 550,000 benefit checks were 
made to Provident policyholders and de- 
pendents during 1954, for a total of $41,- 


PRUDENTIAL PROMOTIONS 





Thomas Allsopp 2nd, Jack T. Kvernland, 
Edwin A. Rode Figure in Changes 
Announced This Week 


Thomas Allsopp, 2nd, executive gen- 
eral manager of Prudential’s new home 
office in Jacksonville, Fla. has been 
elected second vice president and returns 
to home office in Newark to be asso- 
ciated with planning and development 
department. He is succeeded as execu- 
tive general manager of the Jacksonville 
(South-Central) home office by Jack T. 
Kvernland who has been general man- 
ager of the comptroller’s department. 
Another appointment announced _ this 
week is Erwin A. Rode, assistant actu- 
arial director, to be assistant controller. 
He will take over Mr. Kvernland’s for- 
mer duties. 





024,813, an increase of 14% over the 
amount paid during the previous year. 

Mr. Maclellan announced that ap- 
proximately 85% of the company’s assets 
are invested in securities and mortgage 
loans. Mortgage loan investments at 
the end of the year totaled $44,810,757 
and the company’s bond account stood at 
more than $40,300,000. Both figures are 
new high marks for the company. 











[fiary 
“| ly 


During the Thousand Islands campaign 
UCLIC men carry a Good Luck Indian 
Head Penny. It’s symbolic of the live-wire 
organization and out-of-the-ordinary serv- 
ice that makes success easier and helps 
them qualify for the great Pow Wow 
(1955 Agency Meeting). 


MU 4-5779 
Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N.Y. 


WH 3-0190 
Cousins and Birnbaum, Inc. 
62 William St., New York 5, N. Y. 


MO 7-5635 
Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


LIFE -—- A.& H. — 





GROUP —- 





It takes more than luck to succeed at 
insurance but why not work with the most 
favorable conditions possible? The G. A.’s 
listed below are pledged to do their ut- 
most to help brokers take advantage of 
UCLIC’s favorable rates and extra-effort 
service. Call them. 


TR 5-8450 
The Weingarten Agency 
26 Court St., Brooklyn 1, N. Y. 


OL 7-1300 
Nathan Eisensmith Agency 
90-38 Parsons Blvd., Jamaica, Long Island 


IV 1-7340 
William Krauss Agency 
233 Fulton Ave., Hempstead, Long Island 


HOSPITALIZATION 






Roy A. Foan, Vice-President and Director of Agencies 


& [ vos CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prosbect Avenue, Mount Vernon, N.Y. 


If you are a full time agent of another company, we solicit your surplus business only. 





SUPERVISOR 


Top grade midtown life insurance 
agency interested in successful pro- 
ducer or experienced supervisor with 
management ability to do all around 
production and supervisory job. Super- 
visor this agency with same contract 
earned over $30,000 in 1954. Confi- 
dential. Box 2277, The Eastern Under- 
“ 93 Nassau Street, New York 38, 











Republic National Life 
Makes Home Office Changes 


_Theo. P. Beasley, president of Republic 

National Life, Dallas, has announced 
promotions and changes in the company’s 
official staff. E. H. Wagner, Ervin \W 
Atkerson, George R. Jordan and Clar. 
ence J. Skelton, all with a number of 
years service as vice presidents, were ad- 
vanced to senior vice presidents. 

Mr. Wagner remains in charge of the 
company’s actuarial department, Mr 
Atkerson in charge of the investment 
department, and Mr. Jordan in charge 
of the Group department. Mr. Skelton 
formerly vice president and director of 
agencies, will assume charge of the re- 
insurance division. Ray E. Button, with 
a total of 32 years experience in the 
reinsurance field will continue as a vice 
president in that division of the com- 
pany. 

Other officers serving in the com- 
pany’s reinsurance division are Roy 
Wehrle, vice president and director of 
reinsurance field service; Jos. W. Brice 
and Thomas H. Austin, ‘assistant vice 
presidents; Robert Brady, secretary and 
actuary; Frank Jeffett, special represen- 
tative; and Frank Brunswick, office 
supervisor. 

Coincident with Mr. Skelton’s trans- 
fer to the reinsurance division, Robert 
P. Hale, formerly associate director of 
agencies for Republic National, is being 
advanced to the position of director of 
Ordinary agencies, assuming over-all re- 
sponsibility in connection with the com- 
pany’s production of Ordinary life and 
accident and health business. Continuing 
to assist him in the company’s agency 
department activities will be Allen Cure- 
ton, director of accident and health sales; 
B. Hix Smith and James Galloway, su- 
pervisors; Lyman King, assistant vice 
president and director of agency train- 
ing, assisted by Charles Walters. 





Wins Ohio State Plaque 


Wayne L. Lewis, general agent in 
charge of the Columbus agency of Ohio 
State Life, has been awarded the Ohio 
State Life Agency Builders Plaque, the 
presentation being made at a dinner 
given by the company in honor of the 
Columbus agency, which led all the other 
agencies of ‘the company throughout the 
United States in the volume of insur- 
ance produced in 1954. 

An Agency’ Builders Plaque is 
awarded by Ohio State Life each year 
to the agency showing the greatest 
progress in respect to new organization, 
production, premium increase, gain in 
insurance in force, etc. 

Also recognized for their production 
leadership in 1954 were Jacob A. Sha- 
wan and Dewey A. Sheidler. 








“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 

Chicago, Iil. 

32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 
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Director of Monarch Life 


RAYMOND C. SWANSON 


Raymond C. Swanson, agency vice 
president of Monarch Life, Springfield, 
Mass., was elected to the company’s 
board of directors at the recent annual 
meeting of stockholders, it is announced 
by President Frank S. Vanderbrouk. 

Following graduation from Doane Col- 
lege, Crete, Neb., in 1932, Mr. Swanson 
became associated with Monarch as a 
field underwriter and has held many 
important posts with the company since 
that time. After a year’s experience as 
a field underwriter, he was appointed 
general agent for Nebraska, South Da- 
kota, Kansas, western Iowa and north- 
western Missouri until 1941 when he 
was appointed West Coast supervisor. 
In these positions, and from 1943 until 
1953 as general agent for Monarch at 
San Francisco, he recruited and trained 
a large number of field underwriters, 
11 of whom now occupy positions with 
Monarch in management capacities. 

In 1953 he came to the company’s 
home office as agency vice president, In 
this position, he has been instrumental 
in instituting a new management train- 
ing program and in enlarging and revis- 
ing Monarch’s extensive field under- 
writer training program. The company’s 
field force has increased 20% in the 
two-year period in which he has been 
agency vice president. 





Minn. Mutual General Agent 


Reginald D. Wells of Weston, Mass., 
has been appointed general agent at Bos- 
ton for Minnesota Mutual Life. Assuming 
his new duties immediately, Mr. Wells 
succeeds F. Ronald Vincent who has 
been serving this area both as Boston 
general agent and New England regional 
Group manager. Because of the current 
expansion in the Group insurance field 
there, Mr. Vincent, who has been with 
the company for six years, will now de- 
vote his entire time to it. He continues 
in the post of regional Group manager. 

Mr. Wells is a native of Ohio and a 
graduate of Kenyon College. He has 
worked in the insurance field in super- 
visory and managerial capacities since 
1929 and has been a resident of Massa- 
chusetts for the past nine years. 





Join Advisory Committee 


Four new members have been elected 
to the General Agents Advisory Com- 
mittee of Connecticut Mutual. They are 
general agents G. Archie Helland, San 
Antonio; Norris Maffett, Philadelphia; 
lhomas N, Moody, Ft. Worth, and 


Charles E. Stumb, Detroit. Serving as 
co-chairmen of the committee this year 
wre general agents Walter K. R. Holm, 
Providence, and James T. Purves, Al- 
any, 





New York Association 
Sales Congress Speakers 


George P. Shoemaker, CLU, general 
agent for Provident Mutual, New York, 
and general chairman of the 35th annual 
all-day sales congress of the Life Un- 
derwriters Association of the City of 
New York, has announced the names of 
several speakers who will appear on the 
program on March 10 at the Hotel 
Astor. Fred G. Kimball, CLU, manager 
of training, New York Life, will have 
for his topic “Are You Planning for 


Failure?”; Thomas T. Martin, Mutual 
Life of New York, Murfreesboro, Tenn., 
will discuss “Keys to Increased Produc- 
tion,” and Will A. Foster, vice presi- 
dent of the Borden Cheese Co., will 
speak on “Opportunity Is Knocking.” 

Chairman Shoemaker will announce 
the remainder of his program in the 
near future. Admission will be $1 and 
the presentation of each member's 
membership card. Admission for non- 
members will be $5, $3.50 of which may 
be applied toward membership if an 
application is submitted within ten days 
after the sales congress. 


PRU LAWYERS PROMOTED 

William C. Maloid and Donald B. 
Munsick, who have been associate coun- 
seis of The Prudential, have been ap- 
pointed assistant general solicitors. Au- 
gust J. Mitchell, Jr., has been named 
assistant counsel. 












MADE DISTRICT MANAGER 
Metropolitan Life has appointed Leo 
F. Waccard manager of its Walden dis- 
trict office in Buffalo, N. Y. He suc- 
ceeds Elgin A, Clark, now on disability 
leave. 
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Did you see this “Ad”? 


lieve is shared by many within the industry. 

Requests for reprints have poured in by 
the hundreds from the public—other hun- 
dreds of requests have come from the in- 
dustry itself, usually with the comment, 
“You've done something that needed doing 
—may we use this material for ourselves?” 

Would vou like to have a copy? We have 
reprinted the ad in booklet form, and 


IT HAS APPEARED in leading newspapers 
from coast to coast—and caused much 
comment wherever it has appeared. 
Actually, “What Every Successful Man 
Should Know... About The ‘Cost’ Of Life 
Insurance” is not a sales advertisement. It 
was published as a public service to all 
buyers of all life insurance to provide a 
better understanding of modern life insur- 
ance—and to express a philosophy we be- 
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Mutual Benefit Life 
Insurance Company 
300 Broadway, Newark, N. J. 
GENTLEMEN: 
Please send me a copy of your 
booklet, “What Every Successful 
Man Should Know... About the 
‘Cost’ of Life Insurance.” 


NAME a 
STREET 
CITY a - 


STATE. 
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Variable Life Income 
Corp.’s Objectives 

GEORGE E. JOHNSON STATEMENT 

Incorporators Include C. Lamont Post, 


Rollin Browne, J. C. Maxwell, W. 
Rodman Parvin and Mr. Johnson 





These are the incorporators of the 
Variable Life Income Corporation, a bill 
to create which was introduced this 
month in the New York State legisla- 
ture: George E. Johnson, CLU, vice 
president and general counsel, Teachers 
Insurance and Annuity Association; W. 
Rodman Parvin, vice president, Guaranty 
Trust Co., New York; Rollin Browne, 
member of Satterlee, Browne & Cher- 
bonnier, law firm; C. Lamont Post, Post 
& Kurtz, New York City insurance brok- 
ers; and John C. Maxwell of Tucker, 
Anthony & Co., stockbrokers. 

Although the payments of Variable 
Life Income Corporation of America 
would be essentially annuities they have 
been called variable life income pay- 
ments to distinguish from the conven- 
tional fixed annuities. As The Eastern 
Underwriter said last week the proposed 
corporation will not issue or sell fixed 
dollar annuities or life insurance nor is 
it affiliated with any life insurance com- 
pany. 

Statement by George E. Johnson 


Mr. Johnson said: “The bill would 
establish only this ‘pilot plant’ operation 
to test the feasibility of broadening the 
investment base for annuities to include 
common stocks. These stocks will be 
purchased by methods assigned to elim- 
inate speculation and produce a sound 
investment. If successful, this corpora- 
tion will for the first time release the 
general public from the restrictions that 
force them to invest all annuity monies 
in low-yielding fixed dollar investments. 

“The variable life income with a com- 
mon stock base should produce more 
dollars when prices are high and fewer 
dollars when prices are low since equity- 
type investments tend to vary with 
changes in commodity prices. Since con- 
ventional fixed dollar annuities perform 
best in times of deflation and the vari- 
able life income performs best in times 
of inflation, the two types of retirement 
income can be used to supplement and 
balance each other. 


Claim Complete Mutuality 


“Complete mutuality will be in effect 
at all times in the Variable Life Income 
Corporation. The participant’s deposit 
will be invested in common stocks, and 
units representing his pro rata share in 
the company at that time will be cred- 
ited. Dividend earnings will credit addi- 
tional units to him. When the life in- 
come payments begin, the company will 
agree to pay the participant a certain 
number of units periodically for life. 
Units will be revalued yearly. The num- 
ber of dollars the units provide will vary 
with changes in the values and earnings 
of the stocks in the fund. Thus retire- 
ment income will consist of purchasing 
power, rather than fixed dollars. 

“The new corporation would be super- 
vised by the Superintendent of Insurance 
and subject to many of the regulations 
applied effectively to life insurance com- 
panies. In addition, a prospectus and 
annual reports to the participants must 
be approved by the Superintendent. 
Only agents licensed by the Superintend- 
ent of Insurance will be permitted to 
sell the variable life income certificates 
that will be issued.” 


Statement of President Salinger of 
New York State Assn. of LU 


President Benjamin Salinger, New 
York State Association of Life Under- 
writers, said that a telephone canvas of 
the association’s executive committee 
disclosed that the changes made in the 
legislative bill introduced last year for 
creation of a variable annuity corpora- 


Equitable of Iowa Increases 

New life insurance paid for in the 
Equitable Life of Iowa during the month 
of January totaled $10,564,110, it was an- 
nounced by Ray E. Fuller, agency vice 
president. This represented a gain of 
$2,223,995, or 26.7% over January, 1954, 
and resulted in the greatest January 
production in the 88-year history of the 
company. Insurance in force was in- 
creased to a new high of $1,367,875,573. 

The Indianapolis agency, J. R. Town- 
send, Jr., CLU, general agent, led all 
agencies throughout the country. 





tion which was not signed by Governor 
Dewey now meet the objections which 
the association had to last year’s bill. 
The New York State Association of LU 
had filed a memorandum with Governor 
Dewey in March, 1954, asking that he 
veto the measure because “the public has 
come to think of the word annuity as a 
stipulated payment carrying with it a 


feeling of certainty, security, comfort 
and the like.” 

On February 1, 1955, Assemblyman 
Justin Morgan introduced a measure 


similar to his last year’s bill but remov- 
ing the term “annuity” from the title 
and text of the bill, which is Assembly 
Intro. 1657. Said President Salinger: 


“These changes in the current bill, 
which create a_ special corporation— 
‘Variable Life Income Corporation’— 


came through the cooperation of the 
sponsors and the state association feels 
that it has now removed the chance of 
misunderstanding when the public buys 
common stocks from this newly created 
corporation as a basis for their ‘variable 
life income.’” Continuing Mr. Salinger 
said: “In this regard, the new bill is 
patterned after the special act of the 
1952 legislature authorizing the issuance 
of certificates to teachers under the 
College Equity Fund where the word 
annuitv does not appear in this law.” 
Also, he said: “The decision to remove 
all objections to this proposal by the 
N. Y. State Association of L.U. does 
not carry with it an endorsement of the 
bill ‘for our interest in it was making it 
as clear as possible that it was not life 
insurance or annuities, and to clear the 
way as far as we are concerned for a 
new experiment in the field of invest- 
ment.’ ” 








EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 

23 Park Row between Ann and Beekman Sts. (look for Blue Canopy). 
Talk business—enjoy meals in reasonable privacy. Luncheons moderately 
priced. Lobster Dinner—$2.75 all day. Table d'hote from $1.60. Kitchen 
open to 9 P.M. Bar till midnight—Mon. thru Fri. 

For special parties—Phone WOrth 2-2514. 

213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 

Both Members of Gourmet's Guest Club and Trip Charge Systems. 








Palmer’s New Book on Time-Keeping 


Of high importance in every business 
office, factory, home, ship and plane is a 
clock. The world would be in chaos if 
people did not also carry individual 
watches, and yet how matiy people know 
how telling time started and how its 
communications has been developed ? 

To answer such questions Brooks 
Palmer of the Horace H. Wilson agency, 
Equitable Society, New York City, has 
written the facts in a beautifully illus- 
trated booklet called “The Romance of 


Time.” This he has done for the Clock 
Manufacturers of America, Inc. For 
years Mr. Palmer has been a collector 


of clocks and other time pieces and is a 
skillful researcher on the subject. A 


couple of years ago he wrote a book on 
clocks which was widely circulated. 

The cover of his new book, “The Ro- 
mance of Time,” is of heavy gold-tinted 
stock with the historic “Hampton Court 
Palace Clock” on the front cover and 
“The Cosmochronotrope” (one of the 
most complicated time machines ever 
made) on the back cover. 

Earliest methods of noting time was 
through observation of heavenly bodies. 
To the Babylonians the number “12” had 
a special significance and that started 
the sexagesimal system—having to do 
with the number 60. Sixty can be di- 
vided by all numbers from 1 through 6, 
by 10, 12, 15, 20 and 30. Eventually, a 
circle was divided into 360 degrees and 
the day was apportioned up to sixty 





Average Size Policies $23,936! 


The two leading Provident life policies in volume of 
sales during the first eleven months of 1954 have an 


average size per sale of $23,936! 


This combination of average size, number of sales, and 
volume clearly indicates the real sales appeal of these 
two plans. And top commissions are paid on both! 


LIFE WITH 
PROVIDENT 





Larger commissions per sale means more income to 


Provident Life Producers. 


PEt 


VIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga 


-«f LIFE ACCIDENT 


SICKNESS 





-Since 1887 





HOSPITAL SURCICAL MEDICAL 


(12 by 5) minutes, the minute being 60 
seconds. 

Mr. Palmer gives in detail the devel- 
opment of time and its application. His 
chapter headings include: “Man Learns 
to Measure Time,” “Early American 
Clockmakers,” “The Birth of Mass Pro- 
duction,” “A Century and a Half of 
Progress,” “American Watches,” “Amer- 
ica Pioneers Modern Electric Time, iw 
Vital American Industry.” 


Earliest U. S. Tower Clocks 


The earliest tower clocks in America 
were in Boston. First of these was in 
the “old” North Church. Benjamin Bag- 
nali, earliest authenticated clockmaker 
of Boston, made the second tower clock 
for the Brick Meeting House in Wash- 
ington Street. Learning clockmaking 
from the Quaker clockmakers of Phila- 
delphia he moved to Boston in 1710. 
Gawen Brown, who located in Boston in 
1749, made the renowned tower clock of 
Boston’s Old South Church at Washing- 
ton and Mills Street. In New York, a 
century after the Dutch landed there, 
Joseph Phillips, an American, made the 
first public clock which was located on 
City Hall, the site of the old Federal 
Hall at Wall Street and Broad, building 
in which George Washington was inaug- 
urated as the first President of the 
United States. 

After devoting pages to the clocks Mr. 
Palmer discusses American watches. 
Earliest production of those watches is 
ascribed to Thomas Harland at whose 
factory in Norwich, Conn., were built 
some of the finest tall clocks. The me- 
chanization of World War II making 
imperative the high speed manufacture 
of timing pieces in huge quantities, has- 
tened the progress of the American 
clock and watch industry to its present 
proportions. 





New Faces Among Million 
Dollar Writers Conn. Mut. 


Twenty-one representatives of Con- 
necticut Mutual Life appear in com- 
pany’s new million dollar group by_plac- 
ing at least $1,000,000 in new life insur- 
ance with the company the last calendar 
year. The new honor group includes 
the company’s top five producers who, 
according to volume, were Robert H. 


Goldsmith, Bates agency, Los Angeles; 
J. Milton Edelstein, Ramsey agency, 
Chicago; Jerome Adler, Josephson 


agency, New York; Samuel S. Herman, 
also of Ramsey agency, and James D. 
Rosenbaum, Kail agency, Cleveland. 
Among those from the East who 
placed a million or more with Connecti- 
cut Mutual in 1954 were Bernard H. 


Zais, Coffin agency, Rutland; Isadore 
Dretzin, Josephson agency, New York; 
Charles S. Rosenthal, Fraser agency, 


New York; Peter J. Sala, John agency, 
Newark; and Daniel P. Hanson, Love 
agency, ‘Hartford, 





Life of Virginia Manager 
Robert L. O’Harra has been named 
manager of Life of Virginia’s Florence, 
S. C. agency. Since 1949 he has been 
associated with Metropolitan, serving 
the last two and a half years as as- 
sistant manager. Mr. O’Harra played 
varsity foodball at the University ©! 
South Carolina and was an Air Force 
pilot in World War II and in Korea. 
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J. Doyle DeWitt Gets 
LL.D. From Drake Univ. 


MAKES COMMENCEMENT TALK 





President of Travelers Companies Tells 
of Growing Social Responsibility of 
Businessman Today 





J. Doyle DeWitt, president of the 
Travelers Insurance Companies, made 
the principal address at the commence- 
ment convocation of Drake University, 


Des Moines, February 6, when he re- 
ceived an honorary Doctor of Laws de- 
gree. Mr. DeWitt, who attended Drake, 
spoke on “Occupation: Businessman.” 

“The businessman of today recognizes 
that a direct relationship exists between 
economic function and social responsi- 
bility,” Mr. DeWitt said. He knows that 
the strictly economic functions of man- 
agement usually have significant social 
consequences and he _ recognizes also 
that the ability to carry out these social 
responsibilities rests on successful eco- 
nomic performance.” 

The Travelers’ president told the grad- 
uates that manifestations of this con- 
cept of management are evident in many 
and diverse fields of social responsibility 
involving national and community citi- 
zenship and cited participation in civic 
and charitable enterprises, and provision 
of welfare and security benefits for em- 
ployes and their dependents as_ evi- 
dences. 

“But we recognize above all,” he said, 
“that the corporate entity has emerged 
as a new social force whose basic drive 
is engendered by individual human be- 
ings. 

Describing communism as a_ force 
which challenges our purposes, methods 
and way of life, Mr. DeWitt recalled 
one of Lenin’s fundamental theories that 
communism would conquer the earth be- 
cause a state-controlled economy could 
out-produce a capitalist economy. 

“We have proven his premise wrong 
to date,” Mr. DeWitt stated, “and | 
think we can continue to do so.” He 
added that such an opinion must be 
predicated on what we can expect of the 
future. 

Lt 18) a rather human tendency,” he 
continued, “to think that the future is 
only an extension of the present. To 
this extent, at least, I believe the busi- 
nessman of ‘today differs from his for- 
bears. He is ready and willing to admit 
that change is a necessary attribute ot 
growth and he bases all his planning 
ona dynamic rather than a static view 
of society.” The Travelers’ president 
said that although vitally concerned with 
the present, the businessman of today 
spends most of his time in the future. 
“While marketing today’s product,” he 
said,’ “he is devising the merchandising 
of tomorrow’s.” 

In conclusion, he told the graduates: 

“The strength of our political and eco- 
nomic democracy lies in our faith in the 
innate value of each individual. It is the 
individual then, who must share the re- 
sponsibility for its success. It is to this 
responsibility that you, our college graa- 
uates are being called.” 





Franklin Life Names 
Page Brokerage Manager 


George P. Page has been appointed 

brokerage manager for the Detroit area 
for Franklin Life of Springfield, Ill, 
according to an announcement by Re- 
gional Sales Director Harry W. Bevan 
in Detroit. 

Mr. Page entered the life insurance 
business with the Western & Southern 
Life after service during World War II 
in the Atlantic and Pacific battle areas. 
In 1950 he was promoted to assistant 
manager for that company. 

In 1952 Mr. Page ~——s his own or- 
ganization, the George P. Page Agency, 
and was associated with the Franklin on 
a brokerage basis. In his present ca- 
pacity he will be in charge of the Frank- 
lin Life’s brokerage operations in the 
Michigan area. 


Promote Harper and Bahls 

The Equitable Life of Iowa has pro- 
moted John P. Harper to be assistant 
general counsel and Carl R. Bahls to be 
assistant auditor. 

Mr. Harper has been associated with 
the company as counsel since 1950 fol- 
lowing 12 years in private practice. A 
native of Des Moines he is a law grad- 
uate of Drake University. Mr. Bahls 
joined the company in 1948 following 
graduation from University of Colorado. 
He became auditing assistant in 1954. 

New members of board of trustees of 
the company are Ruben A. Rath, Water- 
loo, Iowa, chairman of Rath Packing 
Co., and Frederic B. Whitman, San 
Francisco, president of Western Pacific 
Railroad. 





London Life New Features 


Announcing new features for 1955 the 
London Life of Canada says they will 
include a new class of whole life poli- 
cies for amounts of $10,000 and over, 
the low cost feature also extending to 
endowment plans; a new and _ higher 
scale of policvholders’ dividends effective 
for 1955; and a new income disability 
provision which extends coverage of dis- 
abilities commencing up to age 60 for 
men and up to 55 for women. 


Life of Virginia School 

Life Insurance Co. of Virginia will 
hold a school for its mid-western com- 
bination managers, February 13-18, at 
the Netherland Plaza Hotel in Cincin- 
nati. This is the third regional school 
conducted this year by Life of Virginia 
for its combination managers. 

In January, schools were held at Vir- 
ginia Beach, Va., and at Columbia, S. C. 
The Virginia Beach school was attended 
by managers from Virginia, Georgia, 
Alabama and Florida. The school in 
Columbia was attended by managers 
from Louisiana and the Carolinas. 

These five-day schools are accelerated 
courses in agency management. Classes 
are conducted by home office depart- 
ment heads and field managers. The text 
used is LIAMA’s new  publication— 
“Managing a District.” 





Promote Bernard Springer 

The Security Life and Accident of 
Denver announces the appointment of 
Bernard Springer to the position of 
assistant manager of the sales promo- 
tion department at the home office. He 
entered insurance as an agent in 1946 
and is a graduate of Southern Methodist 
University, Institute of Insurance Mar- 
keting and LUTC. 





ASSISTANT CASHIER 


Well established life agency in New 
York City, downtown, has an opening 
for an alert woman to assist cashier. 
Desirable surroundings. Box 2290, The 
Eastern Underwriter, 93-99 Nassau 
Street, New York 38. 











Earl Harkness Chairman of 


Savings Bank Life. Fund 


Election of Earl Harkness, president 
of The Greenwich Savings Bank as 
chairman of the Savings Banks Life 
Insurance Fund of New York was an- 
nounced by Clarence B. Plantz, presi- 
dent of the Fund. At the same time 
Joseph A. Kaiser, president of The Wil- 
liamsburgh Savings Bank, was elected 
vice chairman. 

Savings Banks Life Insuré ince Fund 
was organized in 1940 and is managed by 
a board of seven trustees, appointed by 
the Superintendent of Banks with the 
consent of the Governor. 

There are now 42 issuing banks and 
25 agency banks for savings bank life in- 
surance. At December 31, 1954, policies 
aggregating $260,106,794 were outstand- 
ing in the hands of 177,322 policy and 
certificate holders. j 











“The Greatest Good To 
The Greatest Number’ 


Guided by Abraham Lincoln's principles, The Lincoln National Life 
Insurance Company constantly strives to extend its service to the largest 
proportion of applicants. Not only does Lincoln National insure preferred 
risks; it has for more than 40 years offered sound protection at reasonable 


rates to the physically impaired and to those in hazardous occupations. 













men. 


The 


This broadening of the agents’ 
market by bringing life insurance 
to those who need it most is an- 
other reason for our proud claim 
that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 


Indiana 
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Appoint James T. Cavanaugh 

Appointment of James T. Cavanaugh 
as associate director of agencies in the 
Prudential Insurance Co.’s New England 
regional headquarters in Boston is an- 
nounced by Paul B. Palmer, vice presi- 
dent. Mr. Cavanaugh will assist T. Gib- 
son Smith, director of agencies, in su- 
pervising the company’s 27 district 
offices in the New England states. Mr. 
Cavanaugh joined Prudential as an agent 
at New Haven in 1936, staff 
manager in 1939 and manager of the 
company’s Holyoke district in 1943. He 
was in that post until his present ap- 


became 


pointment, 


Penn Mutual’ s Business 
In 1954 $401 Million 


Penn Mutual Life’s 1954 new business 
of $401,543,362 exceeded that of any pre- 
vious year, representing an increase of 
$42,693,942, a gain of 12% over 1953’s 
all-time high, it was announced by Pres- 
ident Malcolm Adam. Insurance in force 
reached a new peak of $3,587,890,110, an 
increase of $194,285,621. More than 55,- 
500 policies were issued, bringing the 
number of policies in force to 853,991 on 
the lives of over 600,000 policyholders. 

‘he average new policy amounted to 
$7,233 compared with $6,969 in 1953 and 
$6,394 in 1952 

Assets reached a new peak of $1,519,- 
679,209, an increwse of almost $62,000,- 
000. The net rate of interest earned by 
the company on its investments, before 
Federal income taxes, was 3.40%. This 
compares with 3.29% in 1953 and 3.20% 
in 1952. 

Benefits paid to policyholders and 
beneficiaries amounted to $91,201,591, 
averaging over $7,600,000 per month, more 
than half to living policyholders. A_ to- 
tal of $2,217,000,000 has been paid in 
benefits since the company’s founding in 
1847 

Total 


amounted to 


investments made during 1954 
approximately $200,000,000, 
of which more than $102,000,000 was in 
corporate securities and $73,500,000 in 
mortgage loans. Investments in real es- 
tate totaled over $19,000,000 compared 
with $8,500,000 invested in 1953. Almost 
$21,000,000 was invested in Turnpike and 
Bridge Revenue Bonds, and approxi- 
mately $4,000,000 was invested in Cana- 
dian Provincial Bonds 

The company’s net operating income 
was $21,301,155, a gain of $1,562,742 over 
the comparable figure for 1953. $16,100,- 
000 was set aside for 1955 dividend pay- 
ments to policvowners. 


General American New 
Business $292 Million 


(Gseneral American Life set new life 
insurance sales records in 1954 as pro- 
duction exceeded $292,000,000. Ordinary 
life sales passed the $67 000,000 mark, an 
increase of 12% over 1953, and 1954 
initial Group coverage topped $225,000,- 
000, including the company’s share of the 
government Group insurance program 

Accident and Sickness sales were up as 
1954 figures surpassed those of the pre- 
vious vear by 7%. 

President Powell B. McHanev report- 
ed to policyholders at the annual meeting 
that as of December 31, 1954, total life 
insurance in force amounted to $1,824,- 
127,950, an increase of $267,859,568 over 
1953 

Reflected in General American Life’s 
record $67 million ordinary production 
for 1954 were increased production rec- 
ords in all 36 states and territories in 
which the company operates. The firm 
had 22 agencies with production of a 
million dollars or more last year. 

The company paid out in claims of all 
types to policyholders and beneficiaries 
a total of $24,112,937.41. In addition, divi 
dends and experience rating credits paid 
to policyholders amounted to $5,566,000, 
an increase of $500,000 over the previous 
year 





Fidelity Mutual Life’s 
Agency Building Awards 


Seven general agents of Fidelity Mu- 
tual Life of Philadelphia received the 
company’s 1954 agency building award, 
according to company announcement. 
The awards were presented to the win- 
ners during the company’s recent agency 
building conference in Philadelphia, 

Three of this year’s winners have re- 
ceived the award continuousfy since its 
inception in 1951. They are: J. T. Flana- 
gan, Jr., Philadelphia; George A. Hatzes, 
Washington, D. C.; and E. H. Meyers, 
Jr., Detroit. 

Two general agents received the 
award this year for the second time: 
George N. Charuhas, Miami; and Wil- 
liam G. Pierce, CLU, Philadelphia. Re- 
ceiving the award for the first time were 
George W. Kenney, Jr., Los Angeles, 
and H. N. Lyon, CLU, Oakland. 

Given each year in recognition of 
agency development during the preced- 
ing calendar year, the award identifies 
the agency as a progressive growing or- 
ganization among the company’s gen- 
eral agencies and in its own community. 
Qualification is based on added man 
power and certain minimum attainments 
for new life underwriters in their first 
and second years under contract. 





ALL LINES .... 
ALL POLICIES ... 


ALL BENEFITS ... 


ALL RISKS. .... 





EMPIRE STATE... 


Equipped for Outstanding Brokerage Service 


WRITING 
- Life, Accident & Health, Hospital and Group. 
- Preferred, Limited Pay, Endowment, Savings 
Plans, Retirement, Reducing Term for 
Mortgage, Juvenile. 
- Premium waiver, Double Indemnity, Family 
Income, Family Maintenance. 


- We will write substandard on ANY 
POLICY WE ISSUE. 


We have an excellent agency contract for Surplus Line Producers. For details, write: 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 
Home Office: Jamestown, N. Y. 
M. O. Doolittle, President 
NEW YORK OFFICE: 60 EAST 42nd STREET 








NAMED ASSISTANT MANAGER 


Calvin G. Sleeman, for three years 
agent for Metropolitan Life, has been 
appointed assistant manager of Occi- 
dental Life of California’s Detroit branch 
office. 

Mr. Sleeman studied at Wayne Uni- 
versity and is a World War II veteran. 
He is active in his community’s youth 
program and is a member of the High- 
land Park Junior Chamber of Commerce. 
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Field Supervisor for 
Bankers Life of Iowa 





FLOYD T. POWELL 


Floyd T. Powell has been promoted to 
the position of field supervisor for Bank- 
ers Life, Des Moines, He has been 
a special agent in the company’s Los 
Angeles agency since 1951. Mr. Powell 
will move to Des Moines to assume his 
new duties. 

In his second year with Bankers Life 
he was a member of President’s Club, 
the company’s top honor organization. 
He also qualified for the National Qual- 
ity Award in 1954, and was a member 
of the Career Club last year. 

Born in Billings, Mont., Mr. Powell 
attended schools in his home state and 
in Nebraska. He attended high school 
in Minatare, Neb., and was graduated 
from the University of Nebraska in 1931. 
He is a member of the Sigma Chi fra- 
ternity. 

Before joining Bankers Life, he was 
an engineer for Lockheed Aircraft, and 
managed a sales organization of his own 
in Burbank, Calif. 


lowa. 





General American Awards 


General American Life has announced 
that its achievement awards for out- 
standing individual performance in 1954 
will go to Elmer S. Rosenthal and 
Francis B. Perdue, both of the com- 
pany’s 16 million dollar St. Louis sales 
organization; to A. W. Bourke, Dallas; 
and to William Strauss, Jr., Houston. _ 

Mr. Rosenthal, a lifetime member ot 
the Million Dollar Round Table and a 
President’s Club qualifier every year 
since he joined the company in 1947, 
won the life volume leader award. 

Mr. Perdue, who had been under con- 
tract since September, 1953, won the 
recruit of the year award for top life 
volume production in his first contract 
year. 

Mr. Bourke, who has long been one 
of the company’s top A. & S. men, led 
the race for the accident and sickness 
leader award and was the winner for 
1954. Mr. Strauss, a six-time President's 
Club qualifier, won the Group leader 
award. 
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Second List of MDRT Qualifiers 


The second list of qualifiers for the 
1955 Million Dollar Round Table was re- 
leased this week by George B. Byrnes, 
CLU, general agent of New England 
Mutual in New York, who is chairman 
of the 1955 Round Table. 

The list includes 260 qualifiers whose 
applications were approved between De- 
cember 31, the cut-off date for the first 
list and January 31. These are divided 
among the five MDRT classifications as 
follows: Life and Qualifying, Repeating, 
86; Life members, 44; Life and Qualify- 
ing, first time, 41; Qualifying and Re- 
peating, 37; Qualifying, first time, 52: 

The list announced this week plus the 
first list of 273 qualifiers brings the to- 
tal through January 31 to 533. This com- 
pared with 407 applications approved 
through January 31, 1954. Total number 
of qualifiers for the 1954 Round Table 
was 1,492 and it is expected the number 
will be even larger this year. Closing 
date for filing applications is March 15. 

This week the executive committee 1s 
meeting at Sea Island, Ga. to continue 
work on plans for the 1955 meeting of 
the Round Table, to be held at the 
Greenbrier Hotel, White Sulphur 
Springs, W. Va., June 27 - 30. } 

Following are those whose qualifica- 
tions were approved in the period De- 
cember 31-January 31. 


Life & Qualifying (Repeating) 


J. Max Abramowitz, CLU, Lincoln National, 
Baltimore; David Adelman, Mutual Benefit, New 
York; David W. Ashley, CLU, Northwestern 
National, Ft. Worth; Paul Audet, CLU, Pruden- 
tial Assur. Ltd., Quebec City; William Aydelotte, 
CLU, Travelers, Schenectady, N. Y.; 
Barr, Mutual Life of 'N.. Y., Chicago; Sam 


Roy Collins, New York Life, San Francisco; 
John P. Costello, CLU, Southwestern Life, Dal- 
‘las; Michael P. Coyle, CLU, Phoenix Mutual, New 
York; Fred B. Ensminger, Independent, Detroit; 
Neville H. Evely, CLU, Prudential Assur. Ltd., 
England, Toronto; George M. Galt, Massachu- 
setts Mutual, Pittsfield, Mass.; Henry Ginsberg, 
Gulf Life, Miami; Joshua B. Glasser, Conti- 
ental Assur., Chicago; Russel G. Gohn, Phila- 
relphia Life, York, Pa.; Shelley S. Goren, CLU, 
Mutual Life of N. Y., New York; Lusk G. 
Hardy, CLU, Imperial Life, Toronto; Richard 
A. Harrison, Franklin Life, Sacramento; . 
Grice Hunt, Provident Life & Accident, Green- 
ville, S. Car.; Jack Isaacson, Metropolitan Life, 
Chicago; Gustave Jay, CLU, Independent, New- 
ark; Newton H. Johnson, Independent, Toledo; 
E, Leigh Jones, CLU, Massachusetts Mutual; 
Detroit; Herbert P. Jones, Atlantic Life, Pitts- 
burgh; Josef Ernest Josephs, CLU, New York 
Life, Charlotte, N. Car.; Herbert Paul Karls- 
ruher, CLU, New York Life, New York; Nathan 
Karnibad, | Massachusetts Mutual, Savannah; 
Nate Kaufman, Indianapolis Life, Shelbyville, 
Ind.; John T. Kehoe, Jr., Southwestern Life, 
Dallas; John Kellam, CLU, National Life of 
Vt. New Canaan; William J. Kinnally, North- 
western Mutual, Milwaukee; Maurice, J. Koch, 
CLU, Northwestern Mutual, Cincinnati; Paul E. 
Lachance, Prudential Assur. Ltd., Quebec City. 
Lonnie Langston, CLU, Southwestern Life, 
Lubbock, Texas; Robert A. Lauer, CLU, North- 
western Mutual, Cincinnati; Frank Lazarus, Paul 
Revere Life, Providence; E, L. Leonard, New 
York Life, Winston-Salem, N.C.; H. R. Linden- 
berger, Ohio National Life, York, Pa.; Maurice 
Linder, Travelers, New York; Eugene T. Loth- 
gren, CLU, Northwestern Mutual, Providence; 
Harry R. McCoy, CLU, Penn Mutual, Phila- 
delphia; Tom McCreary, New York Life, San 
Francisco; John L. McDowell, CLU, New 
York Life, New York; Kenneth R. Mackenzie, 
CLU, New England Mutual, Boston; Louis 
Matusoff, Kansas City Life, Dayton; R. Clint 
Meadows, National Life of Vt., Binghamton, 
N. Y.; J. Dudley Miller, Mutual Life of N. Y.. 
Chicago; Frank Nathan, CLU, New York Life, 
Los Angeles; Donald C. Newton, CLU, Con- 
necticut Mutual, Syracuse; Frederick B. North- 
rup, Jr., Mutual Benefit Life, Syracuse; Albert 
} Palmer, Massachusetts Mutual, Miami; 
Charles C. Peck, Canada Life Assur., Toronto; 
Clarence E, Pejeau, CLU, Massachusetts Mu- 
tual, Cleveland; Milton Perlman, CLU, Inde- 
dependent, Chicago; Richard R. harr, New 
York York Life, Rancho Santa Fe, Cal.; Leigh 
T. Prettyman, CLU, Northwestern Mutual, Mus- 
kegon, Mich.; Carl D. H. Prussing, Connecticut 
General, San Francisco; Allan F. Raynor, CLU, 
London Life. Toronto; Nelo E. Rhoton, New 
ork Life, Flagstaff, Ariz.; A. Everett Riley, 
New York Life, Kansas City; Austin D. Rinne, 
Northwestern Mutual, Indianapolis; Clay E. Rob- 


erts, Atlas Life, Tulsa; Harry M. Roberts, CLU, 
Southwestern Life, Dallas; Peter J. Sala, CLU, 
Connecticut Mutual, Newark; Robert L. Scharff, 
Northwestern Mutual, St. Louis; Robert O. 
Segal, Independent, New York; Max Seigler, 
Great-West Life, Montreal; Richard Sephton, 
Mutual Life Assur., Vancouver, B. C.; Bryan C. 
Stangle, _California-Western States, Seattle; 
Wayne M. Trostle, Massachusetts Mutual, Cleve- 
land; Robert E. Watson, Occidental Life of 
Calif., San Francisco; Clyde R. Welman, CLU, 
National Life of Vt., Montpelier, Vt.; Jack 
Wolff, Southwestern Life, Houston; Bernard H. 
Zais, CLU, Connecticut Mutual, Burlington, Vt. 


Life 


M. Lee Alberts, Equitable Life Assur. Soc., 
Chicago; Philip T. Aubin, Connecticut General, 
Chicago; Harold L. Barnett, Northwestern Mu- 
tual, New York; Milton M. Bernstene, New York 
Life, Chicago; Charles S. Bray, Victory Life, 
Topeka; Robert B. Brown, CLU, College Life 
of America, West Lafayette, Ind.; Lloyd H. 
Bunting, Equitable Life Assur. Soc., New York; 
William H. Burns, Independent, Philadelphia; 
Guy S. Burtis, Connecticut General, Chicago; 
Mrs. Eunice C. Bush, Mutual Life of 'N. Y.. 
Baton Rouge, La.; Robert S. Caulkins, Connec- 
ticut Mutual, Cleveland; Quan Lun Ching, CLU, 
Prudential, Honolulu, Hawaii; Paul. F. Clark, 
CLU, John Hancock, Boston; Cecil Frankel, 
Equitable Life Assur. Soc., Los Angeles; Irving 
Freed, New York Life, New York; Paul E. Gar- 
rett, Ohio National Life, Spokane; Albert R. 
Hahn, Northwestern Mutual, Philadelphia; Ralph 
H. Henshaw, CLU, Franklin Life, Philadelphia; 
Dan A. Kaufman, CLU, Northwestern Mutual, 
Chicago; Don C. Kent, Equitable Life Assur. 
Soc., Detroit; Morris Landwirth, CLU, Massa- 
chusetts Mutual, Peoria, IIl.; erman Lasker, 
Mutual Life of N. Y., Eau Claire, Wis.; Thomas 
A. Lauer, CLU, Northwestern Mutual, Joliet, 
Ill.; Stanley N. Murphy, Penn Mutual Life, 
Jackson, Miss.; Lowell ewman, Penn Mu- 
tual, Ft. Wayne, Ind.; Gerald W. Page, CLU, 
Provident Mutual, Los Angeles; Bertram Parker, 
Southwestern Life, Corpus Christi, Texas; Wil- 
liam P. Parr, CLU, John Hancock, Baltimore; 
Robert K. Powers, CLU, Massachusetts Mutual, 
Spokane; Frank G. Rollinger, Massachusetts Mu- 
tual, Sioux Falls, S. Dak.; Samuel D. Rosan, 
Continental Assur., ‘(New York; Adam Rosenthal, 
General American, St. Louis; William I. Russell, 
Northwestern Mutual, Detroit; Harold N. Sloane, 
CLU, Continential Assur., New York; Caleb R. 
Smith, Massachusetts Mutual, Asheville, N. Car.; 
Stuart F. Smith, Connecticut General, Hartford; 
Daniel Spooner, Independent, New York; Sam- 
uel C. Steinman, Northwestern Mutual, Chicago; 
Barry B. Stephens, Massachusetts Mutual, Los 
Angeles; M. Glenn Tuttle, Lincoln National, 
Miami; Jerry Wertheimer, United Fidelity Life, 
Dallas; S. B. Campion Wood, CLU, Travelers, 
Philadelphia; J. Kenneth Wyard, John Hancock, 
Peoria, Ill.; Earl Zebley, Independent, Wynne- 
wood, Pa. 


Life & Qualifying (First Time) 


Robert Howell Bible, Prudential, Morristown, 
Tenn.; Leon M. Blum, Southwestern Life, Gal- 
veston; John F. Bond, Mutual Benefit, St. Johns, 
Mich.; Max S. Caldwell, Connecticut Mutual, 
Salt Lake City; Ewing Carruthers, CLU, Massa- 
chusetts Mutual, Memphis; Robert Casey, North- 
western Mutual, Dayton; Maurice R. Coulson, 
CLU, Penn Mutual, Wichita; Michael P. 
D’Addabbo, Connecticut General, New Britain, 
Conn.; Leonard S. Dahlman, Prudential, New 
Orleans; Robert B. DuVal, CLU, Home Life, 
Baltimore; William T. Fleming, Phoenix Mu- 
tual, Philadelphia; James D. Fluker, National 
Life—Vt., Atlanta; Bill W. Frederick, National 
Life—Vt., Atlanta; Joe H. Gerson, Equitable 
Life Assur. Soc., Atlanta; Hal. T. Gillen, North- 
western Mutual, Newark; Paul Goodman, New 
York Life, Los Angeles; O. Alfred Granum, 
Northwestern Mutual, Amery, Wis.; Syd Hoare, 
Canada _ Life, Vancouver, B.C.; Clifford E. 
Hoenk, Northwestern Mutual, South Bend; Philip 
F. Howerton, Connecticut Mutual, Charlotte, 
N.Car.; Maurice A. Kennedy, Indianapolis Life, 
Noblesville, Ind.; William J. Keyes, Security 
Life and Trust, Greensboro, N. Car.; Charles 
T. Kingston, Jr., Union Mutual, Hartford; Pat- 
rick F. Koenigsberger, Mutual Life of N. Y., 
Beverly Hills; Andrew P. Lee, Union Mutual, 
New York; Richard N. Link, Minnesota Mu- 
tual, Los Angeles; Donald C. McCune, Fidelity 
Mutual, Pittsburgh; James L. McGookey, New 
York Life, Castalia, Ohio; William L. Me- 
Kechney, Northwestern Mutual, Chicago; Tom 
McNiel, Mutual Life of N. Y., Dallas; Wilbur 
S. Marshall, Northwestern Mutual, Colorado 
Springs, Colo.; Meadows, Jr., Jefferson 
Standard, Corpus Christi, Texas; William H. 
Muldowney, Equitable Life Assur. Soc.. Grand 
Rapids; John Mulock, Mutual Benefit, Belleair, 
Fla.; Harold S. Norman, Provident Life & Ac- 
cident, Detroit; J. Donald Plunkett, CLU, Provi- 
dent Mutual, Reading; Wilbur S. Pratt, CLU, 
Northwestern Mutual, Hartford; James D. 
Rosenbaum, Connecticut Mutual, Cleveland; 
Emanuel Spack, New York Life, Kansas City; 
Herbert E. Whalen, Jr., Northwestern Mutual, 
Dayton; R. Edwin Wood, CLU, Phoenix Mu- 
tual, San Francisco. 


Qualifying (Repeating) 


Edward J. Adams, Equitable Life Assur. Soc., 
Akron, Ohio; Richard M. Baker, Mutual Bene- 
fit, Los Angeles; Donald C. Ballou, CLU, Na- 
tional Life—Vt., New Canaan; John A. Bellows, 
Jr., CLU, Northwestern Mutual, Tucson, Ariz.; 
Richard G. Bowers, New York Life, Keokuk, 
Iowa; Waverly H. Branch, Jefferson Standard, 
Chapel Hills, N. Car.; Robert F. Brown, Mu- 
tual Life of N. Y., Sacramento; Roland J. Bur- 
son, Massachusetts Mutual, Rochester, N. Y.; 
George B. a. Jr., Aetna Life, Cleveland; 
R. na Creed, Southwestern Life, Wichita Falls, 
Texas; Joe W. Davis, Volunteer State Life, Chat- 
tanooga; E. Floyd DuPree, Provident Life & 





EXECUTIVE CASHIER 


Woman with an abundance of experience 
in large life insurance agency procedure is 
available for a connection in New York 
City or adjacent territory. Excellent refer- 
ences. Box 2291, The Eastern Underwriter, 
93-99 Nassau Street, New York 38. 











Connecticut General Life’s 
Morristown District Office 


Connecticut General Life, Hartford, 
will open a district office in Morris- 
town, N. J., Manager R. Barry Greene 
of the company’s Newark branch office 
announced. The new office will be lo- 
cated in the Bell Building. 

The Morristown office will be headed 
by Robert A. Staples of Madison, N. J. 
He will be assisted by Alan Warder, 
Newark, George T. Crawford, Sparta, 
and John Howe and Walter Cooper, 
both of Chatham. 

Mr. Staples joined Connecticut Gen- 
eral more than 10 years ago. After 
management experience in the com- 
pany’s Group insurance offices in Bos- 
ton and Kansas City, he joined the New- 
ark office as Group insurance manager. 
He became an agent with the Newark 
branch office in 1952. 





Accident, Greenville, S. Car.; C. Ted Ermlich, 
Ohio National, Alliance, Ohio; Ray K. Farris, 
CLU, New York Life, San Jose, Calif.; Tames 
L. Feder, Mutual Life of N. Y., New York; 
Herman Fishman, Franklin Life. Detroit; Wil- 
liam B. Feldenheimer, Aetna Life, Portland, 
Oregon; William H. Gaither, Jefferson Stand- 
ard, Charlotte, N. Car.; Robert S. Gay, Pruden- 
tial, Detroit; Clarence J. Heldman, CLU, Pru- 
dential, Cincinnati; Frank R. Horner. CLU. 
Northwestern Mutual, Madison, Wis.; Howard 
M. Katzen, Mutual Trust, New York; G. K. 
Lawrence, Southwestern Life, Vernon, Texas; 
Albert Lloyd, New York Life. New York; Frank 
J. Longo, Occidental Life—Calif., Los Angeles; 
C. A. Bern MacRury, Great-West Life. Van- 
couver, B.C.; S. Russell Mickle, CLU, Connec- 
ticut Mutual, Charlotte, N. Car.; Russell T. 
Mutschler, Prudential, Merchantsville, N. J.; 
John Pennington, State Mutual, Buffalo; Guy 
Poliquin, CLU, Prudential Assurance, Montreal; 
Arthur S. Potwin, Connecticut Mutual, Portland, 
Oregon; Harry A. Rife, New York Life, Detroit; 
William Rosenfeld, Lincoln National, Greenville, 
S. Car.; Mrs. Wilma E. Schaefer, New York 
Life, Key West, Fla.; Karl H. Schmidt, CLU, 
National Life of Vt., Akron; Samuel M. Selek- 
man, New York Life, Pittsburgh; Philip A. Wat- 
son, Northwestern Mutual, Chicago. 


Qualifying (First Time) 


James C. Alley, New York Life, Los Angeles; 
Jack Arkin, New York Life, Honolulu, Hawaii; 
Rudolph Arkin, CLU, Massachusetts Mutual, 
Washington, D. C.; Paul Arst, CLU, Prudential, 
Baton Rouge, La.; Eric W. Ashley, Canada Life 
Assur., San Francisco; Charles W. Baechel, 
Mutual Life of N. Y., Akron; Proctor B. Baker, 
New York Life, Newark; Samuel T. Barnes, 
New York Life, Orlando, Fla.; R. Neil Bene- 
dict, New York Life, Kansas City; James W. 
Brakebill, Provident Life & Accident, Memphis; 
Robert C. Brand, CLU, National Life—Vt., New 
Canaan; Marvin Bridges, Prudential, Spring- 
field, Mo.; Matthew Cantor, New York Life, 
Philadelphia; Dante S. Caputo, CLU, New York 
Life, New York; Charles Ronald Daman, CLU, 
Northwestern Mutual, Lansing, Mich.; Hadsell 
Stone Easton, CLU, Home Life, Cleveland; 
Frank A. Flory, Massachusetts Mutual, Adrian, 
Mich.; Rollo O. Fox, Commonwealth Life, Louis- 
ville; Bernard L. Frazer, John Hancock, Dixon, 
Ill.; Jack B. Frohman, CLU, Northwestern Mu- 
tual, Cincinnati; Philip A. Gibson, CLU, New 
York Life, Arlington, Va.; J. A. Ginn, Jr., CLU, 
New York Life, Palatka, Fla.; Samuel M. Ham- 
burger, New York Life, New York; Morris 
Handler, New York Life, New York; Douglas 
|. Hannah, Massachusetts Mutual, Springfield, 
Mass.; Bart Hodges, CLU. New York Life, 
Austin, Texas; Gordon S. Hosmer, New York 
Life, Syracuse, 'N. Y.; Donald A. Hughes, New 
York Life, Miami; Louis L. Ingram, United 
Services Life, Denver; Phil D. Jensen, CLU, 
Beneficial Life, Provo, Utah; Glen J. Johnson, 
CLU, New York Life, St. Paul; Jeffie C. John- 
son, Provident Life & Accident, Chattanooga; 
Arthur R. Kapner, Connecticut Mutual, Albany; 
W. A. “Shorty” Kennedy, CLU, Manufacturers 
Life, Winnipeg, Manitoba; Clayton L. Kolvoord, 
Kansas City Life, Los Angeles; Vincent An- 
thony Liberto, Sun Life Assur., Laurel, Miss.; 
Edward Muellor, CLU, Mutual Benefit, Phila- 
delphia; John F. Miller, CLU, Prudential As- 
sur. Co. Ltd., Halifax, N.S. Canada; Franklin 
M. Nice, CLU, Provident Mutual, Reading,. Pa.; 
Richard Charles Oaks, CLU, Canada Life Assur., 
Kingston, Ont., Canada; Edward M. O'Keeffe. 
National Life—Vt., New York; Mitchell Jones 
Paine, Jr., National Life—Vt., Valdosta, Ga : 
Philip M.  Philibosian, Prudential, Oakland, 
Calif.; F. Preston Pulliam, New York Life. 
Arlington, Va.; Melvin H. Ridges, CLU, New 
York Life, Salt Lake City; Joe Rogers, New 
York Life, Honolulu, Hawaii; Robert D. Smith, 
Massachusetts Mutual, Dayton; William M. 
Smock, Provident Life, St. Paul; H Kendall 
Stegeman, Jr., Connecticut General, Cincinnati: 
Frank E. Sullivan, American United Life, South 
Bend, Ind.; Fred J. Summer, Prudential, Sacra- 
mento; Berry B. Taylor, Southwestern Life, 
Cleburne, Texas. 








EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 





SUN LIFE 
OF CANADA 


Head Office — Montreal 
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ATOMIC ENERGY COMMITTEE 
OF NEW YORK LIFE 


Because of the necessity of protecting 


investments already made by New York 
Life in important segments of the na- 


tional economy, and the necessity it 
feels for keeping a close watch on all 
scientific and industrial developments so 
as to make the best possible new in- 
well as to protect those 
the New York Life has 
formed a permanent investment depart- 
ment atomic 
personnel of which includes representa- 
of the company’s in- 


vestments as 
already made, 


committee on energy the 
tives of all phases 
vestment operations. 

\ll of the large companies in the in- 
surance field—life, fire, marine, casualty 
and surety—have for time had 
their organizations keep- 


some 
executives in 
ing tab on the electronics situation most 
affiliation with the ac- 
but have not had an 


of whom have 
counting divisions, 
committee 
guidance to investment officers. 

The functions of the New York Life 
self- 


atomic energ formed as a 


committee include a program of 
education for committee members so that 
the committee will be an effective re- 
atomic energy information, 
and for reference on atomic energy mat- 


ters coming to the company’s attention. 


1 site TV of 


The committee also has a certain direc- 
tive and coordinating function over the 
considerations of business 
matters in this field. The New York 
Life hgs also become a member of the 
Industrial Forum, an association 


company’s 


Atomic’ 
of business organizations concerned with 
and its use. 

In ‘discussing the committee in an 
Nylic Review, Richard K. 
Paynter, Jr., executive vice president of 
New York Life, 
other comments, 


atomic energy 


article in 


makes these, 


relative to the commit- 


among 


tee: 

Under the auspices of this committee. 
we ‘have discussed various aspects of 
atomic energy and its future with 
many of the major industrial companies 
and electric power companies involved 
in the development and application of 
nuclear power. We have many more 
discussions planned and will maintain 
constantly the contacts made. 


Individual members of the committee, 
often in conjunction with our investment 
executives, have talked personally with 
many scientists and engineers affiliated 
with university, industrial and govern- 
ment nuclear f facilities, Committee mem- 
mers actively participate in activities of 
the national scientific and technical so- 
cieties and organizations, and regularly 
attend those sessions concerned with 
atomic energy and the nuclear sciences. 

As atomic energy is real and here to 
stay a real problem is to foresee in just 
what ways it will be important and when 
it will become so. It will undoubtedly 
play its major role as a prime source 
of power. Power will be obtained from 
the atom in the heat, Mr. 
Paynter says, and the heat will be used 
to produce electricity by means of the 


form of 


conventional turbine - generator equip- 
ment. It appears that there is agree- 
ment among scientists and engineers, 


that electricity 
atomic energy 


Mr. Paynter continues, 
will be 
at costs of from 5 to 7 mills per kilo- 
hour within the next five to 15 
“This would make electricity from 
energy fully competitive with 
power-generating, conventional 
Inasmuch as atomic 


generated from 
watt 
years. 
atomic 
many 
fuel plants, he said. 
energy power-generating 
large and expensive, they will probably 
fit into the present public utility power 
electricity distributing 
and evolutionary 


units will be 


generating and 
systems in an orderly 
manner, and will not cause revolutionary 
disruption. Continuing Mr. Paynter said: 

From one pound of coal may be ob- 
tained a maximum of about four kilowatt 
hours of energy. From one pound of ma- 
terial such as hydrogen, some 79 mil- 
lion kilowatt hours of energy may be 
obtained by atomic processes. These 
two figures are, of course, theoretical, 
but the point is this—in atomic energy 
materials. there are millions of times 
more energy than in conventional fuels. 


The trick is to get the energy out— 
economically. Even a very little im- 
provement in an atomic energy process 


means an additional release of a tremen- 
dous amount of energy. 


Horace W. Brower, president of Oc- 
cidental Life of California, has been ap- 
pointed to the Council of 
George Pepperdine College, Los Angeles. 


President’s 





JOHN A 


. MAYER 


John A. Mayer, former president of 
Reliance Life of Pittsburgh and also an 
executive assistant of the late John A. 
Stevenson when the latter was president 
of Penn Mutual Life, has been made a 
director of the W. Grodes Snyder Co., 
which produces steel equipment. Mr. 
Mayer, who is vice president of Mellon 
National Bank & Trust Co., is also a 
director of Lincoln National Life. 


co - e 


A. John Cohen, well known insurance 
producer, has opened ‘his own general 
agency in Boston under the name of A. 
John Cohen Insurance Agency, Inc. at 75 
Federal Street. The new general agency 
is representing several fire, marine and 
casualty companies, as well as one of the 
larger life insurance companies. Mr. 
Cohen has been in insurance since 1928, 
obtaining his training with the Travelers 
in New York and Boston. 


* * * 


Don F. Sorensen, manager of Occiden- 
tal Life of California’s news bureau, was 
nominated to the board of directors of 
the Los Angeles Junior Chamber of 
Commerce. — is tantamount to 
election. Mr. Sorensen served as chair- 
man of the group’s promotion committee 
during 1954 as well as being active on 
the advisory committee of the Los An- 


geles open golf tournament which is 
sponsored by the L. A. Jaycees. 
x ok Ok 


Wilmer M. Hammond, retired general 
agent of Aetna Life, Los Angeles, was 
one of five laymen of the Protestant 
Episcopal Church who were awarded the 
Bishop’s Award of Merit by Bishop 
Francis Eric Bloy of the Los Angeles 


Diocese. 
* * * 


Louie E. Throgmorton, vice president 


and director of public relations, Repub- 
lic National Life, Dallas, will address 
the Municipal Association of South 


Carolina at Columbia, S. C., February 21. 
He will speak before the annual meeting 
of the Kansas State Teachers Associa- 
tion at Pittsburg, Kans., April 

a ne 


Frank P. Aschemeyer, vice president 
and general counsel, General American 
Life, St. Louis, has been appointed to 
membership on the new St. Louis County 
Board of Police Commissioners. Mr. 
Aschemeyer served as a commissioner 
of the Missouri Supreme Court from 
January, 1950 to April, 1951, when he 
returned to the General American Life. 





E. A. W. Paterson, who at the end of 
this month will succeed D. K. McDonald 
as manager of London Assurance in 
Canada (the latter retiring), commenced 
his insurance career in Winnipeg with 
Osler, Hammong & Nanton, Ltd., and 
later was with Oldfield, Kirby '& Gardner 
Ltd. He served the London Assurance 
at Toronto for some years after return- 
ing from war service and was in ch: irge 
of Ontario operations before moving to 
Montreal as assistant manager. 


* * * 


Michael J. Scott, formerly assistant 
district manager of John Hancock at 
Long Island City, L. I., has been assigned 
to the Greater New York territory as 
regional supervisor. He is a graduate 
of American Institute of Banking in New 
York City. 

x * x 

Louis S. Brooke, secretary and treas- 
urer of Retail Credit Co., Atlanta, and 
Mrs. Mary Frazier Wright of Atlanta 
were married this month. 


* * * 


Carrol M. Shanks, president, The Pru- 
dential, has been named by the Univer- 
sity of Washington as “its most dis- 
tinguished alumnus for 1955.” Mr. 
Shanks, a Washington graduate in 1921, 
will receive the University Alumni As- 


sociation’s “Alumnus Summa Laude Dig- 
natus” award at commencement exer- 
cises in June. 

* x 


Richard B. Evans, president of Colonial 
Life, was elected vice president of the 
board of trustees of the East Orange, 
N. J. General Hospital. A resident of 
East Orange, Mr. Evans is also trustee 
and president of the Community Chest 
of the Oranges and Maplewood, past 
president of the Chamber of Commerce 
of the Oranges and Maplewood and a 
member of the executive committee of 
the New Jersey Heart Association. 

* ok x 

W. E. Darby, president, 
Line Insurance Co., was elected “Man 
of the Year” in a popular vote contest 
conducted by the Arkansas Democrat, a 
Little Rock daily paper. The National 
Old Line commenced business in August, 
1945, and when Mr. Darby became its 
president it had $11,000,000 in force. At 
end of last year this had increased to 
$154,000,000. J. Herbert Graves, vice 
president of the company, was former 
Arkansas Insurance Commissioner. 

x Ok Ok 


Wilfrid Leng, world manager of the 
Ocean Accident and Guarantee and 
deputy manager of the British General, 
will retire on April 30. He has been 42 
years with the organization. He is to be 
succeeded by F. E. P. Sandilands, now 
assistant manager of the Ocean. 

x * x 

Dwight L. Clarke, retired president 
and present member of Occidental Life 
of California’s board of directors, has 
been appointed to the board of directors 
of the President’s Associates of Occi- 
dental College in Los Angeles. 

ee, ey oe 

Frank A. Rowland, executive head of 
Life Office Management Association, and 
Mrs. Rowland, are on a vacation trip to 
Europe. 


National Old 


* * * 


Merwin C. McDonald has purchase 
the J. E. Burrow Insurance agency 1 
Lyons Falls, N. Y. Mr. McDonz uld has 
been associz ited with the Burrow agency 
for the past _ and is a veteran of! 
World War 

x Ok Ok 

John Moyler, Jr., director of public 
relations and assistant vice president 0! 
Life Insurance Co. of Virginia, was re 
cently elected director of the Young 
Men’s Christian Association in Ric! 
mond. 
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Swiss Re.’s American Affiliates 


At the annual meeting of the Swiss Re- 
insurance Co. in Zurich, Chairman Hurli- 
mann made a worldwide survey of rein- 
surance experience in 1953. What he said 
of affiliated companies of Swiss Re. which 
is of particular interest to American insur- 
ance men read in part as follows: 


The Swiss Re. has had a branch in the 
United States since 1910 which until a 
few years ago was only admitted for fire 
reinsurance. This fact led us to obtain 
a participation in the European General 
Reinsurance Co. of London, which was 
intended to carry on casualty reinsur- 
ance, third party and allied lines in the 
United States and to found the North 
American Reassurance Co. in New York 
for life reassurance business. 

The “European of London” was found- 
ed at the beginning of the second decade 
of this century by a group of private 
interests and an insurance company, and 
we subscribed 10% of the share capital, 
receiving at the same time a small pro- 
portion of the business. Various person- 
alities and companies operating in Eng- 
land, Germany and Belgium also acquired 
a small number of shares. When it be- 
came apparent that the management was 
in inexperienced hands we were invited 
to take over control. 

After the beginning of the war in 
1914 an opportunity arose to acquire to- 
gether with English friends various 
blocks of shares. The company devel- 
oped very satisfactory until, during the 
second world war, as a result of difficul- 
ties in the provision and transfer of 
funds, it seemed advisable to place the 
management in the hands of an Amer- 
ican company. In order to put this 
into effect we acquired the entire share 
capital of the “European of London” 
and transferred its business to the North 
American Casualty and Surety Reinsur- 
ance Corporation of New York. This is 
today one of the largest American re- 
insurance companies. In 1953 its pre- 
minum income for own account was $33,- 
191,000 and it effects considerable retro- 
cession to the Swiss Re. Its assets total 
$60,549,000 and in 1954 it pays a dividend 
of 12%. 

_ The North American Reassurance Co. 
in New York carries on life assurance. 
It was founded in 1923. At the end of 
1953 it had a portfolio of life assurance 
In force to the extent of roughly $600,- 
00,000. The assets totaled $41,446,000. In 
1950 it doubled its share capital from 
its own resources. For a long period of 
years it has been paying a dividend of 
10%. For 1953 no dividends will be 
listributed because the company requires 
Its available funds for the financing of 
new business. 

_Legal requirements in the United 
States led to the foundation in 1918 of 
the European Reinsurance Co. of Zurich 
Only in this way was it possible to re- 
'rocede to the Swiss Reinsurance Co. 

















that part of the sums reinsured by the 
North American Reassurance Co. which 
exceeded its retention. To complete the 
picture as regards the United States | 
must add that an American company was 
formed in association with the branch, 
namely, the North American Fire and 
Marine Reinsurance Corp., which was 
founded during the second world war so 
that the existing reinsurance portfolio of 
the branch could be transferred to that 
company if difficulties should be placed 
in the way of the former’s continuing 
activities. This necessity did not arise, 
but the company continues to exist and 
receives business from the branch in 
order to ensure that it has a sufficient 
premium basis without which its license 
could be withdrawn. During the war, 
too, it was able to carry on certain busi- 
ness of a special nature. It has a pre- 
mium income for own account of $1,101,- 
000 and assets amounting to $4,204,000. 

The Swiss Re-North American Corpo- 
ration in New York was founded after 
the last war and its management has the 
task of coordinating our interests in the 
United States. 

The shares of the American companies 
are placed in a Trust in which they are 
administered for the Swiss Re., or, in the 
event of latter no longer being in a posi- 
tion to act freely, in favor of its share- 
holders. 

The building up of this extensive or- 
ganization in the United States required 
larger resources but enabled us to ac- 
quire extremely valuable business and to 
invest in a hard-currency country in 
which a worthwhile average return can 
still be obtained. 

The total of the investments of these 
companies, together with our free assets 
in dollars, is so large that it long since 
seemed advisable for us to employ a 
financial expert in New York, who, to- 
gether with our investment department 
here, controls our investments and acts 
as adviser to the managements of the 
American companies. 

A year ago we founded the Cana- 
dian Reinsurance Company in Toronto 
with an investment of Can. $2,000,000. 
Canada is developing rapidly and has 
without doubt a great economic future. 
We hope that during the coming years 
we shall build up a valuable portfolio 
there. 

This is the full picture of our rein- 
surance organization on the North 
American Continent. 

[After commenting on the company’s 
association with the Mercantile & Gen- 
eral Reinsurance Co. of London, the 
Bavarian Reinsurance Co. of Munich 
and the Cie. Francaise de Reassurances 
Generales of Paris, through which it 
continues to receive a substantial vol- 
ume of business, Mr. Hurlimann spoke 
of the home (Zurich) associate com- 
pany, The European General Reinsurance 
Company.]: 

This company was founded in Decem- 
ber, 1918, to accept life, accident and 
third-party retrocessions from our Amer- 
ican affiliates which could not be trans- 
ferred to the “Swiss Re.” because the 
latter was entered in the United States 


through its branch for fire reinsurance 
and was not permitted to be active in 
any other branches. This obstacle has 
been removed in the last few years ex- 
cept for life reassurance. The interests 
of the two Zurich companies were so 
closely interwoven that it long since 
seemed desirable to acquire the shares 
of the “European, Zurich” entirely for 
the “Swiss Re.” in order to avoid the 
risk of conflcting interests. For two 
years now the “European, Zurich” has 
been entirely owned by the “Swiss Re.” 
and in this way can be of valuable serv- 
ice to us. Its premium income for own 
account in 1953 totaled fr.41,300,000 and 
its assets fr.131,400,000. 


* * 


Vinton Edward McVicker 


The Wall Street Journal has assigned 
coverage of insurance news to Vinton 
FE. McVicker whose beat has been pub- 
lic utilities. He will also continue to 
cover that field. 

An Ohio man, Mr. McVicker is a 
graduate of Ohio State University where 
he edited the campus daily paper in his 
senior year. Before going to college he 
had had experience on a newspaper in 
Jackson, Ohio. While still in college he 
did some work on the Columbus Citizen. 
For a time he was an agent of Con- 
necticut Mutual in Columbus. Later, he 
joined staff of Columbus Citizen where 
he was for 20 years and for last ten 
years of that time he was in charge of 
Ohio for Scripps-Howard newspapers. 

In July, 1953, he joined the staff of 
Wall Street Journal as a reporter of 
public utilities news. 


* * * 


MacDonald New Canadian Manager 
of London Assurance 


Advices from Great Britain tell of 
these changes which have been made in 
personnel of companies: 

D. K. MacDonald, manager for Canada 
of London Assurance Group, will retire 
on February 28 after 30 years with the 
organization. He will be succeeded by 
E. A. W. Paterson, at present assistant 
manager. Mr. Paterson will also be 
president of the Citadel Insurance Co. 
G. C. English has been made assistant 
manager for Canada, and J. K. Lindsay, 
branch manager of the newly-formed 
Montreal branch. 

The announcement is also made that 
the London Assurance Group has ac- 
quired a building at 255 St. James Street 
West, Montreal, which will house the 
Canadian head office and the Montreal 
branch. 

The following appointments have been 
made at head office of Atlas Assurance 
in London: 

W. A. Speirs to be overseas fire su- 
perintendent; W. F. Alford Smith to be 
overseas accident superintendent. S. B. 
Davis has been advanced to home fire 
manager; L. C. Pallett to be home fire 
superintendent; and W. A. T. Harper to 
be assistant accident manager. 


* * * 


Mortgage - Loan Insurance for 
Hospitals 


Congressman Charles A. Wolverton 
has introduced several bills having to do 
with public health. 

One of these bills would create a 
Health Facilities Mortgage Insurance 
Fund. The amount of contingent insur- 
ance liability would be limited to $200,- 
000,000, except that with the approval 
of the President of the United States, 
such amount may be increased by addi- 
tional amounts aggregating $150,000,000. 
Mortgages on qualified health facilities 
would be insured (subject to 10% co- 
insurance) up to 80% of the value of 
such facility. Interest would be fixed 
at 5% with a maximum of 6% if the 
Secretary finds the higher interest rate 
necessary. 

Title II of the bill would set aside 
for a period of two years after the 
date of the enactment of the bill not 


- TLUC CACTTDN 





less than $40 million of the total insur- 
ance liability authorized by the bill for 
the insurance of mortgages covering 
health facilities used primarily in con- 
nection with the operation of group 
prepayment health service plans. This 
reservation is designed to make certain 
that a sufficient share of the fund will 
be available to encourage the extension 
of group practice prepayment health 
plans. 

The principal objective of the bili 
(H.R. 397), is to encourage the flow 
of private capital into the construction 
and equipment of hospitals and medical 


facilities. The bill, would supplement 
the Hospital Construction Act. 
* ok * 


Praise for Middle Class 


Dr. Gilbert Murray, one of the intel- 
lectual and educational leaders of Great 
Britain, in a talk made in January at 
Oxford University highly praised “the 
middle class.” One comment he made 
was this: 

“One of the troubles about Europe 
is that so many countries have not got 
a middle class. The result is a conflict 
between the rich and the poor. The 
situation results in perpetual strife. A 
great mass of the people are vaguely 
discontented though they go on all right 
until some one calls attention to their 
unfortunate lot. We (the British) have 
not only a middle class, but something 
more remarkable—a highly intelligent 
and competent middle class doing the 
government work of the country. This 
means a high standard of competence, 
and implies a certain moral standard.” 


J 


New IBM Products 


In the 43 annual report of Interna- 
tional Business Machines Corp., covering 
the year 1954, Chairman and President 
Thomas J. Watson, Jr., said the corpora- 
tion’s net income for 1954 after taxes 
had been paid was $46,536,000. 

New products added to the IBM reg- 
ular line in 1954 include an electronic 
data transceiver, a device which trans- 
mits data from punched cards at one 
location to remote locations by means 
of telephone, telegraph, or radio cir- 
cuits; a ticket converter, providing 
automatic conversion to punched cards 
of data contained in retail price tick- 
ets; an improved numeric accounting 
machine; an alphabetic interpreter which 
reads and prints punched card data at 
a high rate of speed with increased 
flexibility and scope of applications; 
a typewriter card punch and typewriter 
card printing punch, facilitating prepa- 
ration of punched cards as an automatic 
by-product of a typing operation; and 
a new electric typewriter. 

Two new Electronic Data Processing 
machines were announced also. In 1954 
the corporation also developed an im- 
proved magnetic tape recorder, a cathode 
ray tube output recorder and other 
improvements of existing equipment re- 
flecting technological advances. 


* * * 


British View of National Board 


The lengthy article about the last 
annual meeting of the National Board 
of Fire Underwriters which Post Maga- 
zine of London printed in December is 
regarded as one of the finest descrip- 
tions of the operations of an insurance 
industry organization ever written by 
an outsider. That a long range observer, 
3,000 miles distant, could do such an un- 
derstanding and comprehensive and un- 
usually accurate job as The Post 
Magazine did in this instance runs 
parallel with some of the great articles 
in magazines of national circulation 
written about corporations or other 
business institutions by crack reporters 
or journalistic economists. 

The Post Magazine’s article so favor- 
ably impressed General Manager L. A. 
Vincent of National Board, that he sent 
it around to the staff of the organiza- 
tion for review. 
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Hanover Fire Aims 
To Expand Activities 


CAPITAL INCREASE PLANNED 





Boost to $5,000,000 Will Enable Company 
to Write Casualty and Multiple 
Lines President Sammons States 
The Hanover Fire of New York will 
hold its 103rd annual meeting of stock- 
holders at 111 John Street, on March 7, 
to elect a board of 15 directors and to 
act on a proposal to increase the au- 
thorized capital of the company from 
$4,000,000, of 400,000 shares of $10 par 
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F. ELMER SAMMONS 


value each, to $5,000,000 divided into 
500,000 shares of $10 par value per share. 
In a letter to stockholders of the 
Hanover Fire President F. Elmer Sam- 
mons states: 
Sammons Explains Program 


“In September, 1950, the certificate of 
incorporation was amended, pursuant to 
authority granted by the stockholders, 
to add new powers to write multiple line 
insurance. It is contemplated that if the 
proposed amendment is adopted the in- 
crease in capital funds will enable the 
company to expand its activities in the 
casualty and multiple line fields as well 
as maintain its strong position in fire 
and related fields of insurance. 

“It is recommended by the board of 
directors of your company and the man- 
agement thereof that the amendment to 
the certificate of incorporation permit- 
ting the issuance of such additional 
shares of stock be approved by the 
stockholders, for it is believed that in 
doing so the best interest of the com- 
patty will be served. 

“Subject to registration under the Se- 
curities Act of 1933, said 100,000 shares 
of capital stock will be offered for sale 
to stockholders in the first instance in 
satisfaction of their pre-emptive rights 
on the basis of one new share for each 
four shares held, The subscription price 
will be determined immediately prior to 
the offering date, which is expected to 
be in the latter part of March. The 
board has authorized the management 
of the company to enter into an under- 
writing agreement with a group of un- 
derwriters represented by The First 
Boston Corp. and R. W. Pressprich & 
Co., whereby, subject to certain terms 
and conditions, any of the said 100,000 
shares not subscribed for by stockhold- 
ers will be purchased by such under- 
writers,” 


Sees 





Great American Group 
Assets Up $43,475,553 


TOTAL $291,727,140 DECEMBER 31 





Surplus Rose 
Net In- 
in 1953 


Consolidated Capital, 
$37,811,242 to $136,852,427; 
come About Same as 





Consolidated admitted assets of the 
Great American Group as of December 
31, 1954 amounted to $291,727,160, an 
increase of $43,475,553, according to the 
annual report to stockholders released 
by Chairman D. R. Ackerman. The con- 
solidated capital and surplus increased 
$37,811,242, to $136,852,427. These figures 
are based on security values prescribed 
by the Insurance Commissioners. If ac- 
tual market values had been used, there 
would be a further increase of slightly 
in excess of one million dollars. 

Net premiums written by the group 
for 1954 totaled $124,137,524, an increase 
of 2.6%. As a result of the hurricane 
losses, the underwriting profit was re- 
duced to $734,727 comnared to $2,468,856 
in 1953. The ratio of losses and loss 
expenses incurred to premiums earned 
was 59.0% in 1954 and the ratio of un- 
derwriting expenses to premiums written 
was 40.2% 

Higher Investment Income 


Net investment income earned exclu- 
sive of profit or loss from sale of securi- 
ties amounted to $8,421,458, an increase 
of 7.5% over 1953. The appreciation in 
the investment portfolio amounted to 
$35,188,505 using Commissioners’ values. 

Chairman Ackerman in his report 
states that the three hurricanes produced 
net losses to the Group of approximately 
$5,000,000. In snite of these catastrophic 
losses, the net income after Federal 
income taxes and provision for minority 
interests for 1954 amounted to $7,663,- 
614, approximately the same as for the 
previous year, or $2.67 per share for 
1954 as compared to $2.68 for 1953. 

The Great American Group comprises 
the Great American Insurance Co., 
Great American Indemnity, American 
National Fire, Detroit Fire & Marine, 
Massachusetts Fire & Marine and 
Rochester American. 





Among the many top insurance executives attending the 50th anniversary dinner 
of the well known Joseph Golub Agency of New York, held January 28, at the 
Park Lane Hotel, were the following at the head table: 

Left to right: Walter J. Christensen, vice president, Loyalty Group; Philip 
Barnes, vice president, Fire Association of Philadelphia; John R. Barry, president, 


Corroon & Reynolds Group; 


3ert Golub, head of the Joseph Golub Agency, who 


presided; William B. Rearden, executive vice president, Loyalty Group, and George 
Inselman, president, Marine Office of America. 





Glendening Heads NYFIRO 


° ° 
Governing Committee 

Members of the New York Fire Insur- 
ance Rating Organization at their an- 
nual meeting at 85 John Street Febru- 
ary 8 elected the following to serve 
terms of three years each on the gov- 
erning committee: 

A. L. Polley, vice president, Hartford 
Fire; R. R. Wilde, executive vice presi- 
dent, American Equitable; F. E. Sam- 
mons, president, Hanover Fire; H. W. 
Miller, president, Commercial Union 
lire; Henry Pitot, United States man- 
ager, Roval Exchange Group. 

At its organization meeting after the 
membership meeting, the governing com- 
mittee elected John Glendening, vice 
president of the Home, as its chairman, 
and W. L. Nolen, United States manager 
of the North British & Mercantile, as 
vice chairman. 

The governing committee also reap- 
pointed Sumner Stanley as secretary and 
C. P. Cullen as treasurer. Mr. Stanley 
also is general manager. 
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The Phoenix Ins. Co. 

The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co. 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 
Reliance Ins. Co. of Canada 





Goode Maine State Agent 
For Boston and Old Colony 


Paul E. Goode, special agent for the 
Boston and Old Colony Insurance Com- 
panies in Maine, has been advanced to 
state agent in charge of the multiple 
line service office at 477 Congress Street, 
Portland. 

Mr. Goode joined two companies in 
August, 1951, having previously traveled 
Maine for another company. He is chair- 
man of the Pine Tree State Field Club 
rules and forms committee. Associated 
with Mr. Goode at the Portland office is 
Special Agent Leo W. Pratt. 





AIU Italy in Third Place 


Among Foreign Insurers 


AIU Italy, representing the National 
Union Fire and New Hampshire Fire, is 
now in third place among foreign insur- 
ers in volume of premiums written. This 
statement was made by Dr. Giovanni 
Fraschini, general manager of AIU Italy, 
on a recent visit to New York. 

Dr. Fraschini said that while AIU 
Italy started business in 1950, the two 
leading foreign insurance companies, one 
French and one Swiss, started operating 
in 1911 and 1903 respectively. He thinks 
that the reason for the success of his 
company is, the combination of American 
insurance experience and know-how ad- 
justed to the Italian market. 

About 40% of the portfolio is motor 
car insurance, a field of insurance in 
which the U. S. has been the leader, he 
pointed out. The remainder of the port- 
folio consists of 30% marine, 30% fire 
and general casualty. 

Dr. Fraschini added that in Italy, most 
policies (with the exception of marine 
and auto insurance) are written with a 
ten-year contract, and even then, if one 
doesn’t give six months advice before 
cancellation, the contract is renewed, for 
another two years. For this reason, it 1s 
difficult for new companies to establish 
themselves in the market. 





Albany Field Club Meets 


The Albany Field Club held its first 
meeting of the new vear at Jack’s Res- 
taurant, Albany, N. Y., recently. Richard 
Troy, Royal-Liverpool Group, _and 
Robert Cameron, Insurance Co. of North 
America, submitted their resignations. 

Five new members, John Shuttle- 
worth, Edward Ball, Charles Bean, ] 


Thomas Qunital, and Robert Peel, all of 
pro- 


the Boston Insurance Co., were 


posed for membership. 
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W. Leslie Lewis Dies; 
Sec’y of Agricultural 


DIRECTED ADVERTISING DEPT. 





Also Was Sales Promotion Manager and 
Personnel Director; Had Been With 
the Company Over 20 Years 





W. Leslie Lewis, secretary of the 
Agricultural Insurance Co. of Water- 
town, N. Y., and also advertising and 
sales promotion manager and personnel 
director, died suddenly February 2 of a 
heart attack at his home. He was 59 
years of age and one of the best known 
figures in the insurance advertising 
world. He likewise held the post of vice 
president of the Hungerford-Holbrook 
Co., printing concern in Watertown. 
On the evening of his death he was 
stricken while reading a magazine in 
bed and passed away within five min- 
utes. 

Although in poor health, Mr. Lewis 
“felt fine’ and was in his usual health 
when he retired to bed shortly after 
10 p.m., February 2, and decided to read 
a favorite magazine. Mrs. Lewis was 
with him when he was suddenly stricken 
and died. 


At Desk on Day of Death 


Mr. Lewis was at his desk and per- 
formed his usual duties all day Wednes- 
day and when he returned home from 
the insurance offices shortly after 5 p.m. 
he felt as well as usual. There was no 
indication of any serious illness. 

Surviving him, besides his wife, Mrs. 
Anna G. Hamlin Lewis, are his mother, 
Mrs. Edith Wood Brooks Lewis; his 
sister, Mrs. Helen B. Walsh, Arlington, 
Va.; two daughters, Mrs. Richard S. 
(Marion M.) Merrill, Fayetteville, and 
Mrs. Louis H. (Frances Ann) Simpson, 
Jr., Topeka, Kan., and two grandchil- 
dren. 

His father, Professor Calvin Leslie 
Lewis, of Clinton, who had been pro- 
fessor of rhetoric and oratory at Hamil- 
ton College since 1908, died suddenly in 
Deposit, N. Y., while on a visit in June, 
1935. He was 67 years old. 

Mr. Lewis had been afflicted with 
high blood pressure and a heart condi- 
tion for a long period. His serious ill- 
ness began- on the night of December 
17, 1953, when he was stricken with a 
heart attack at his home. 

As a result of that illness, Mr. Lewis 
was on leave of absence from his duties 
for months and eventually was able to 
work at the office on a part-time basis. 
After treatment in the House of the 
Good Samaritan in August, 1954, he re- 
sumed his usual duties at the insurance 
company offices in September and ap- 
peared at his office regularly since then. 

Born November 17, 1895, in —— 
N. Y., Mr. Lewis received an A.B. 
gree from Hamilton College in 1917. 
During World War I he was an infantry 
captain and later became a member of 
the American Legion. He served in 
the advertising department of Henry 
Disston & Sons in Philadelphia and af- 
terwards vice president of the Moser & 
Cotins advertising agency at Utica, N. Y. 
He went with the Agricultural in 1933 as 
advertising and sales promotion mana- 
ger, became also personnel director in 
1945, and secretary in 1947. 

Mr. Lewis was one of the veteran 
members of the Insurance Advertising 
Conference from the standpoint of years 
of membership, was long active in its 
programs and served on the executive 
committee. 





Blackburn Asst. V. P. 
Northern of New York 


The Northern Insurance Co. of New 
York has appointed Alvin D. Blackburn 
assistant vice president in charge of the 
central division. He has been executive 
special agent in the central division and 
prior to that was suburban New York 
State agent for the Northern. 





Ins. Society Faculty Sees 
Electronics “Drama” 


COMPUTING WONDERS KIDDED 





Also Hear Admiral Conolly, President 
of Long Island University; King 
Praises Faculty Work 





The seventh annual faculty dinner of 
the Insurance Society of New York 
School of Insurance was held at the 
Drug and Chemical Club January 27. 
President Edward King of the Society 
thanked the members of the faculty for 
their unselfish work during the year. 
Principal speaker was Admiral Richard 
L. Conolly, U.S.N. (Ret.) who is presi- 
dent of Long Island University. 

During the evening the banqueteers 
went to the board rooms of New York 
Board of Fire Underwriters where they 
watched a humorous skit directed by the 
Society’s electronics committee It was 
entitled “Electronica” and was a “demon- 
stration” of the wonders of the com- 
puting machine. It all hinged about 
“Hurricane Mary.” Paul Synor, presi- 
dent of the Insurance Accountants As- 
sociation, and secretary of North British 
& Mercantile, asked for pertinent statis- 
tics in the area of the hurricane’s path 
and they were computed with amazing 


rapidity by the electronics machine. In 
fact, the theme of the evening was “To- 
morrow is here today.” Mr. Synor, in his 
capacity of chairman of the school’s elec- 
tronics committee, and James W. Brasie, 
representing the computing machine 
manufacturers, developed the theme. 
Also talking during the evening was John 
Finelli, new third vice president of Met- 
roplitan Life who is in charge of elec- 
tronic installation for that company. 


Admiral Conolly’s Talk 


Topic of Admiral Conolly was “On- 
Service Professional Education.” He said 
that an insurance man should be broad- 
ly educated if he is to rise in his pro- 
fession. Not only at the start, when a 
good foundation is established, but 
throughout his career he must continue 
his education. 

A concerns “in-service” education 
Admiral Conolly said that most education 
is in that category. “As long as one is 
serving in a profession one is either 
learning by experience, or by study, or 
by a combination of the two, which is 
the best method of all. Education is a 
regenerative process. By the practice of 
one’s profession one is continually con- 
fronted with problems where a defi- 
ciency of knowledge or understanding 
of method is involved. This prompts one 
to welcome the opportunity for study so 








ways recommend any assured whose business 
requires shipping by rail, motor truck, or other 
means of transportation to protect his mer- 
chandise under a transportation floater. Prompt 


BOSTON INSURANCE COMPANY 


Manufacturers, dealers, 
merchants, and distrib- 
utors depend a great 
deal upon railroads and 
truckmen for delivery 
of their products. 
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All is going well when 
suddenly an accident 
occurs—the next min- 
ute, cargo is scattered 
over the landscape and 
the delivery schedule 
is shot to pieces. 


Wide-awake agents al- 
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loss recovery is thus secured from the insurer, 
instead of waiting for settlement by the carrier. 


Fieldmen of the Boston and Old Colony are 
always ready to assist agents on any unusual 
transportation risk. 
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OLD COLONY INSURANCE COMPANY 
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Starts Monday, March 7, for 
Brokers’ Examination on June 16 
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COrtlandt 7-7318 
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that an analysis of the problem can be 
mi: ade and the correct answer formulated. 
“Inevitably one must find some means 
of educating one’s self in the larger 
aspects if one is ever to progress to 
larger responsibility,” he concluded. 


GLENS FALLS CHANGES 


Rutledge Special Agent at Boston; 
Hayes Succeeds Dignan as Boston 
Claims Megr.; Bush Agency Supt. 
George D. Mead, 

Glens Falls Group, 

ment of Edward M. 


president of the 
announces appoint- 
Rutledge as special 
agent in charge of the territory serviced 
by the company’s Boston office. 

Mr. Rutledge is a native of Green- 
wich, N. Y., a veteran of World War II, 
and was graduated from Holy Cross 
College. He completed the company’s 
home office training program, and served 
in branch offices located in Indianapolis 
and Detroit. Later he became special 
agent serving the northeastern New 
York and southern Vermont territories, 
a position he has held until his present 
promotion. 

James H. Dignan, claims manager of 
the Boston office, is retiring at his re- 
quest under the company’s pension plan 
on March 1, He will be succeeded in 
his claims activities by Robert V. Hayes, 
who has been associated with the claims 
department of the Boston office for 
several years. 

C. Irving Bush, formerly manager of 
the company’s branch office in Albany, 
N. Y., has been appointed agency super- 
intendent of the office production de- 
partment. He will supervise the New 
England states and .the territory serv- 
iced by the Albany branch office, suc- 
ceeding Vice President Henry Cowles, 
who will assume additional home office 
administrative responsibilities. 


Brokers’ Forum Feb. 23 
On Office Management 


Office management problems and ways 
of solving them, will be the theme of 
the forthcoming educational forum of 
the Greater New York Insurance Bro- 
kers’ Association, to be held February 23 
at 7 p.m. in the grand ballroom of the 
Hotel Prince George, 14 East 28th Street, 
New York City. 

Armand Lowell, chairman of the asso- 
ciation’s forum committee and modera- 
tor for the evening, has announced that 
the panel will be made up of four insur- 
ance brokerage and agency office system 
specialists. Mr. Lowell, a student of 
management problems, is manager of 
D. S. Friedman & Co. 

Other members of the panel are: 
Steve Cordan, manager, Walter Kay 
Associates: Marvin Slater, Joseph Golub 
Agency; Fay Elkins, Monroe Flegen- 
heimer, Inc., and Douglas Goldberg, 
manager, Martin M. Goldberg. The 
forum will also feature a question aid 
answer period. 
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Local Agents’ Fine Services In 
Aiding Hurricane Claimants Told 


Many articles have been published in 
recent months on the extensive damage 
caused by the _ hurricanes, “Carol,” 
“Edna” and “Hazel,” in the Eastern 
states of the country last year, on the 
huge amount of dollar loss incurred by 
insurance companies, on the need for 
higher insurance rates and on the fine 
services rendered by adjusters in han- 
dling the tremendous number of claims. 
Little has been written about the role 
of the local insurance agent in _ this 
great drama which challenged the best 
that insurance could offer. The services 
of agents to windstorm claimants should 
go far toward proving that commissions 
paid to agents by assureds are fully 
justified. 

The Massachusetts Association of In- 
surance Agents recently determined that 
the role of the producer should no 
longer be submerged and that if bou- 
quets are being passed around for fine 
service rendered the local agents should 
also be on the receiving line. In an 
excellent description of the local agent’s 
part in the hurricane catastrophe Editor 
J. Theodore Burke of the “Massachu- 
setts Agency Bulletin” of the MAIA 
presents the following: 

“Nowhere, early or late, have we 
heard a word about the cost of the 
hurricanes of last August and Septem- 
ber to the insurance agents of Massa- 
chusetts and nearby states. No figures 
are available on the ‘loss.’ 

“The cost of the hurricanes has been 
staggering to many local agents, never- 
theless. Whether it is expressed in dol- 
lars, or in hours of overtime work, or 
in terms of blood pressure and wear and 
tear on the nervous system, the local 
agent’s share of the catastrophes of 1954 
deserves recognition. 


Agents’ Services Invaluable 


“There was not only the extra work 
for local agents and agency staffs. When 
they put in long hours, working nights, 
and Sundays, and holidays, to speed 
claim payments, agents were only doing 
their job. When they helped to explain 
the extent and limitations of coverage 
to customers and claimants they were 
performing a necessary function. The 
independent local agent was invaluable, 
to insurance companies and the public 
alike, when he served as a diplomatic 
intermediary between claimant and ad- 
juster, the one sometimes confused and 
over-anxious, the other harassed and 
over-worked, with consequent strain on 
good relations. 

“But while the local agent was per- 
forming these services for his customers 
and his companies, he was not getting 
a penny of extra pay. He had his com- 
mission when the policy was paid for, 
but his services go on to expiration and 
beyond. While rendering service, he was 
perforce neglecting selling, the function 
that brings in the commission in the 
first place. More than that, many agents 
were forced to neglect collections, too, 





Mutual in Massachusetts 
To Sell Package Forms 


The Merchants and Farmers Mutual 
Fire of Worcester, Mass., ‘has voted a 
charter to take advantage of new laws 
permitting the package sale of insurance. 
Reelected at the annual meeting were 
Clifford A. Peterson, president and treas- 
urer; Alexander B. Campbell, vice presi- 
dent; Lottie B. Crawshaw, secretary; 
Eugene W. Esten and Edgar E. Samp- 
son, Jr., assistant secretaries, and Edna 
V. Harris, controller. 

Hurricanes Carol and Edna resulted in 
2,500 claims with an aggregate gross loss 
of $350,000, compared to 297 tornado 
claims with an aggregate loss of $387,000. 
Net losses in both the tornado and hurri- 
canes were smaller because of reinsur- 
ance the company has, it was reported. 


with resulting extra work in the clos- 
ing months of the year, if not outright 
loss in dollars of commissions and even 
in earned premiums. 


Loss of Income for ,Agent 


“For many a New England agent the 
months of September and October, 1954, 
were total losses as far as financially 
productive effort is concerned. Far be- 
yond the effect of the hurricanes on 
contingent commissions, they represent 
real financial loss to the agents. But 
this loss will never show in the totals 
of losses for the catastrophes, insured 
or otherwise. 

“Perhaps these lost dollars will not 
prove to be a loss at all, when all is 
said and done. No, we are not thinking 
of the profit to the agent in the sale 
of additional extended coverage after 
the hurricanes. Nor even of the in- 
creased commission dollars which may 
result from needed E.C. rate boosts. It 
is not as simple as that. 

“There will be a real net gain, how- 
ever, for the local agents who met the 
test of the hurricanes. The dollars may 
be slow in showing up on the ledgers, 
but the real reward is already there, 
inside, Inside the agent’s own breast are 
the confidence and _ satisfaction that 
come from a job well done. Inside the 
hearts and memories of his customers, 
too, including those who never before 
had the opportunity to see him demon- 
strate just what a local agent does to 
justify his essential place in the great 
business of insurance.” 





Auto Rate Reductions 


Announced for Oregon 


Reductions in fire, theft and collision 
automobile insurance which will mean 
an estimated savings of some $156,000 
for Oregon motorists have been ap- 
proved by Robert B. Taylor, Oregon In- 
surance Commissioner. The revision 
downward were made by the National 
Automobile Underwriters Association on 
behalf of its company members of ap- 
proximately 175 doing business in Ore- 
gon. 

The new rates are retroactive on all 
policies issued on or after December, 
1954. Thev provide a reduction of about 
6% on $100 and $50 deductible collision 
insurance in Portland and = approxi- 
mately 51%4% for the rest of the state. 

Rates on fire theft and comprehensive 
insurance have been cut approximately 
15%. The cuts apply to both private 
passenger and commercial automobiles. 

There are now some 75 independent 
companies doing business in Oregon, 
who do not belong to NAUA and conse- 
quently have not subscribed to the re- 
ductions. They are soon expected to re- 
vise their rates to meet the competition 
of the members of the association. 





HODSE SPECIAL IN ARK. 

The North British Group announces 
appointment of Edward J. Hodge as spe- 
cial agent in Arkansas, succeeding George 
W. Lewis, resigned. Mr. Hodge is a 
graduate of Tulane University. He 
started in fire insurance in 1950, and was 
associated with a large general agency 
in New Orleans for three years. 


AETNA OFFICE IN MEMPHIS 

Opening of a new office in Memphis 
because of expanding business of the 
Aetna Insurance Group in western Ten- 
nessee is announced by Rush W. Carter, 
vice president and manager of the west- 
ern department. The office, at 1720 
Sterick Building, will be under the 
supervision of Special Agent James A. 
Haugen. He was a special agent in Ohio 
before being transferred in January, 1950, 
to the Nashville office. 


NEW FIRE-FIGHTING METHOD 


Dry Chemical Extinguisher Knocked 
Down Flames From Ember Fires 
Reducing Greatly Use of Water 
A new technique in fire-fighting was 
demonstrated in California providing 
initial proof that ember fires in indus- 
trial plants, barns and small homes may 
be successfully extinguished with only a 
small amount of water. Fire officials 
said it will have important civilian de- 
fense implications for fighting industrial 
and home fires in areas where the water 
supply has been cut off or is normally 

short. . 

The technique that was shown in- 
volved an initial attack on a large 60x 60 
foot burning barn with dry chemical fire 
extinguishers. The chemical —which is 
specially-treated baking soda — knocked 
down the flames within 30 seconds, after 
which water was quickly applied to 
douse the embers and prevent re-igni- 
tion. 

The test was later repeated against a 
fire in a small two-room house, and was 
equally successful. Permission was given 
by the owners to burn the buildings to 
make room for a new housing develop- 
ment in Santa Rosa. 

Chief George Magee of the Senta 
Rosa Fire Department, who conducted 
the tests in conjunction with engineers 
of the Ansul Chemical Co. of Marinette, 
Wis., estimated that less than 200 gal- 
lons of water was required to complete 
the extinguishment. This, he said, is 
perhaps only one-tenth of what might 


have been required to extinguish the 
fire had it been attacked with water 
alone. 


Joe Holmes was the Ansul represen- 
tative who knocked down the fires with 
the dry chemical. He estimated that only 
110 pounds of the chemical was used 
out of a 350-pound capacity. He fought 
the fire alone, although an assistant 
carrying a 30-pound portable unit was 
present in support. He used a nozzle 
that was adjusted to expel the chemical 
in a straight, rather than a fan-shaped, 
stream. The water was expelled by 
Santa Rosa firemen through two 2%4- 
inch fig nozzles. 





Mountain Field Club and 
N. H. Women Meet Feb. 14 


The Mountain Insurance Field Club of 
Manchester, N.H., will meet at noon on 
February 14 at the Manchester Country 
Club. This will precede a dinner meeting 
of the New Hampshire Insurance Wom- 
en’s League to be held at the club that 
evening. 

T. Winston Keating, president of the 
New Hampshire Agents’ Association, will 
talk on hurricane loss adjustment prob- 
elms. President Lawrence E. Billings of 
the field club will report on his visit 
to the Eastern Underwriters Association 
in New York. At the women’s meeting 
in the evening Dorothy Alexander will 
speak on mental grooming for business 
and social success. Dancing will follow 
the speaking program. 

The Mountain Insurance Field Club 
is active in numerous directions in pub- 
lic relations. It maintains a film library, 
with sound films available for use at 
civic meetings; provides speakers on in- 
surance for civic, grange, church, and 
other group meetings; is active in Fire 
Prevention Week campaigns; provides 
material for Clean-Up Week campaigns; 
maintains a library of reference material 
on specialized insurance subjects, and 
once or twice each year the entire mem- 
bership conducts a fire prevention in- 
spection of a town in New Hampshire 
or Vermont. 





BELLE HOREY DIES 

Belle Horey, one of the founders and 
vice president of the B. E. Horey & 
Co., Inc., Buffalo, N. Y., insurance pro- 
ducers, died January 30 at her home. 
Miss Horey and her sisters, Blanche E. 
and Maude E. Horey, founded the firm 
30 years ago. Miss Horey is survived 
by her two sisters. 





Boston Appoints Currie 
In N. Y. Suburban Field 


The Boston Insurance Company has 
named Edwin W. Currie special agent for 
suburban New York reporting to the 
New York branch office, 85 John Street, 
He previously traveled the territory 
for another company. He attended New 
York University and was graduated from 
Drake Business College. 

Mr. Currie will make his headquarters 
at 173 Jerusalem Avenue, Massapequa, 
Nassau County, Long Island. 








This merchant is a fine fellow, but 
indecisive, hard to close. I hadn’t been 
able to convince him that he should 
insure his net profits through Use and 
Occupancy. 

‘Now, here’s some ammunition for 
you’, the Pacific National special 
agent told me. From his notes he cited 
loss records + dates, places, names of 
other merchants who'd been spared 
financial hardship by emergency in- 
come from U & O. “It might have 
been you”’", we reminded our prospect. 
Sold! 

Pacific National’s men get around. It’s 
a good policy to take advantage of 
their broad experience. 


AND IT’S A GOOD POLICY FOR 
- AGENT, BROKER AND ASSURED 
THAT BEARS THIS SEAL 


PACIFIC 
NATIONAL 
FIRE INSURANCE 
COMPANY 
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AUTO RATES CUT IN COLORADO 





NAUA New Rates and Premiums for 
Material Damage Risks to Result in 
$770,000 Saving to Assureds 
Revisions in rates and rules have been 
led in Colorado by the National Au- 
tomobile Underwriters Association on 
behalf of its member and_ subscriber 
companies and approved for use effective 
February 7. The new rates and pre- 
miums for automobile material damage 
coverages result in an estimated annual 
saving to Colorado policyholders of ap- 

proximately $770,000. 

Private passenger comprehensive pre- 
mium revenue is decreased approxi- 
mately 12%. The private passenger $50 
deductible collision premium revenue is 
reduced 534%, and the $100 deductible 
collision reduced about 6%. 

The private passenger collision classi- 
fication plan is modified to provide for a 
20% lower collision premium than would 
otherwise be applicable to Farmers’ pri- 
vate passenger automobiles, owned 
either individually or by farm family co- 
partnerships or corporations. 

Commercial local hauling fire, theft 
and comprehensive rate and premium 
revenue is reduced by approximately 4%. 
Commercial local hauling collision is 
granted an estimated reduction of 11%. 

Commercial intermediate and long dis- 
tance hauling fire, theft and comprehen- 
sive rate and premium revenue is re- 
duced an average of 44%4%; whereas, col- 
lision premiums for these classes of 
commercial vehicles remain unchanged. 





New Hampshire Boosts 
Extended Cover Rates 


Extended coverage rates were in- 
creased as much as 125% on New Hamp- 
shire dwellings, 20% on factories and 
33% on mercantiles last week, as that 
state followed the rest of New Eng- 
land in acting on the bad windstorm 
loss record. The rates filed by the New 
Hampshire Board of Underwriters were 
effective January 31, but renewals of 
policies expiring up to March 17 may be 
written at the old, lower rates. 

The new dwelling rate for E.C. No. 4 
will be 18 cents, an increase of 125% over 
the old 8-cent rate. According to the 
New Hampshire Board, experience for 
the years 1947 through 1954 justified a 
24-cent rate. 

The 18-cent rate applies to dwellings 
and farm dwellings throughout the state, 
except in the higher-rated seacoast area. 
The rate for farm buildings is 35 cents, 
an increase of 119% over the old 16- 
cent rate. Apartment houses of over 
four families are increased from 8 cents 
to 18 cents. There is no increase in 
the 4-cent rate for extended coverage on 
fire-resistive dwellings. Along the sea- 
coast, the rate for dwellings, both year- 
round and seasonal, went up 117%, from 
12 to 26 cents. 





Minn. Governor Proposes 


Higher Insurance Fees 


The insurance industry got a_pre- 
view of what the new administration in 
Minnesota has in mind for it when 
Governor Orville Freeman presented his 
budget message to the state legislature. 
What the industry saw it did not like 
too well; for the governor has proposed 
several new insurance taxes and in- 
creases in present fees and taxes. Here 
are a few of the recommendations af- 
fecting insurance companies and agents: 

Fees for filing amendments to articles 
of incorporation. increase from $10 to 
$20; abstracts of annual statements, from 
$10 to $20; amendment to by-laws, $5, a 
new fee; general fees for each certificate, 
raised from $1 to $2.50, and for each 
copy of paper on file in office raised from 
20 cents per folio to 25 cents and from 
$1 to $2.50 for certifying ; for receiving 
and forwarding service of process, raised 
from $2 to $3 

Licenses of domestic company agents 
Would be raised from 50 cents to $2 and 
licenses from foreign company agents 
from $2 to $5. 





We Believe in the American Agency System! 





Much has been said recently about the fate of the American Agency 
System. We believe that it has a fundamental place in our insurance 
economy. We believe it will survive. We believe our agents are capabic 
of convincing the public of its value. 


We believe that our Group is one of the best equipped to assist agents 
in convincing the public of the value of their services. 


In the Royal-Liverpool Insurance Group— 


YOU HAVE fieldmen, all of whom are multiple line service gradu- 
ates. They can be of valuable assistance to you, and are anxious 
to help whenever and wherever you need them. 

YOU HAVE thoroughly trained Aviation, Brokerage, Foreign, 
General Cover, Marine, Special Service, and Public Utility staffs 
at your disposal through our fieldmen. These facilities are in addi- 
tion to the usual Claims, Loss Prevention and Engineering, and 
Payroll Audit services. 

YOU HAVE new and effective selling aids to help you boost sales. 
These selling aids and techniques are constantly being expanded 
and revised to keep up with the latest trends and your needs. 

YOU HAVE proven, money-saving formulas on modern agency 
management through an Agency Systems Department which has 
sparked over 3000 agencies to better operation and production. 
YOU HAVE educational facilities in our Agents’ School in New 
York, a most highly regarded source of insurance training. 

YOU HAVE an extension of these educational facilities in our 
insurance correspondence course, which has been called “the best 
in the business” and has graduated over 2600 producers. 


YOU HAVE over 200 strategically located Regional, Field, Serv- 
ice and Claims offices at your service. This means quicker produc- 
tion and underwriting decisions and prompt claims adjustments. 
YOU HAVE science at work to simplify and speed our clerical 
services to you. Our electronics department is studying the latest 
devices to help us realize the service potential these electronic 
marvels make possible. 


These and many more facilities, plus our readiness to go far beyond 
the routine, are concrete evidence of our belief that an agent’s pro- 
fessional counsel and services are of infinitely greater value than the 
jottings of an order-taker behind a counter. 


ROYAL? LIVERPCOL 


(Vp Prruzance Group , “) 


CASUALTY ® FIRE * MARINE SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. » THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA * NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 





Annual Drive for Funds 





JOHN K. COWPERTHWAITE 


John K. Cowperthwaite, president of 
Fox & Pier, Inc., will again head the 
Fire & Casualty Insurance Division in 
the Legal Aid Society’s annual drive 
for funds, it is announced by Henry 
S. Wingate, president of the Interna- 
tional Nickel Co. of Canada, Ltd., gen 
eral chairman of the campaign. 

Mr. Cowperthwaite is a director of 
Brady Security & Realty Corp. He is a 
member of the Downtown Association, 
the New York Yacht Club, Seawanahaka 
Corinthian Yacht Club of Long Island, 
and Outrigger Canoe Club of Hawaii. 

The Legal Aid Society, founded in 
1876 to protect the rights of those un 
able to pay for necessary legal services, 
maintains seven offices throughout New 
York City, serving more than 60,000 cli 
ents during the past year. For 1955 the 
sum of $430,000 is needed. 


Smith Heads Missouri Assn. 


Earle J. Smith, North British & Mer- 
cantile, Kansas City, Mo., was elected 
president of the Missouri State Fire 
Prevention Association at the January 
meeting of that organization held at 
Jefferson City, recently. President Smith, 
who has been vice president of the or- 
ganization, and the other officers elected 
at the January meeting, will take office 
at the June meeting. The other new 
officers are: vice president, Bruce E. 
Westerling, Springfield Group, St. Louis, 
who has been the secretary, and secre- 
tary John La Peire, Phoenix of Con- 
necticut, St. Louis. 

Douglas Brooks, Home Insurance Com- 
pany, St. Louis, was selected to serve as 
acting president until the June meeting, 
filling out the unexpired term of Presi- 
dent Richard R. Taylor, America Fore, 
who recently was transferred from St. 
Louis to Cleveland. 


STARTS FIRE-CASUALTY DIV. 

Insurance Co. of Oregon at Portland, 
has started a fire and casualty division 
to be headed by Larry C. Nelson as a 
vice president and division chief. He 
comes from the Insurance Co. of Texas. 
This means that the Oregon company 
will add fire and allied lines, inland ma 
rine, auto, general liability, burglary and 
plate glass. 


N. Y. COOPERATIVES MEET 

More than 250 delegates attended the 
73rd annual convention of the New York 
State Central Organization of Coopera 
tive Fire Insurance Companies at the 
Hotel Syracuse, Syracuse, N. Y. Harry 
P. Cooper, Jr., secretary of the National 
Association of Mutual Insurance Com 
panies, spoke on mutual management. 
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NAIA Sees Narrow Interpretation 


Of Tax Rule on Spreading Income 


Jational Association of Insurance 
Agents, following issuance of the long- 
awaited regulations interpreting Sec- 
tions 452 and 462 of the Internal Rev- 
enue Code of 1954, will present further 
arguments to the U. S. Treasury De- 
partment and the Internal Reveue Serv- 
ice on Section 452 during the 30 days’ 
interim period provided before final 
adoption of the regulations. NAIA coun- 
sel believe that Section 452, dealing with 
the spreading of “prepaid income,” has 
been interpreted narrowly and that in 
the present form is not clear cut that 
the regulations are sufficiently broad to 
provide f or inclusion of insurance agency 
taxpayers. 


The N 


Tye Retained as Tax Counsel 
NAIA President Joseph A. Neumann, 
in furtherance of this position, has an- 
nounced that Charles Tye of Joseph 


Froggatt & Co., New York, has been 
retiined as special tax counsel. 
Mr. Tye, well known as a lecturer 


and author, is regarded as a leading au- 
thority on insurance taxation. Previous 
to his present position which entails ex- 
ecutive supervision of the tax account- 
ing operations of Joseph Froggatt & Co., 
he has served as special attorney, Office 
of Chief Counsel, U. S. Treasury De- 
partment, and has been tax counsel for 
the Royal-Liverpool Group and_ the 
Maryland Casualty. 

He was recently appointed a member 
of the advisory committee of the Fed- 
eral Crop Insurance Corporation by 
Agriculture Secretary Benson and was 
formerly chairman of the joint tax com- 


mittee of the National Board of Fire 
Underwriters and the Association of 
Casualty and Surety Companies. 


In connection with Section 462, the 
NAIA has reiterated its opinion that in- 





2nd Edition of Bennett’s 
History of Agents’ Assn. 


By special arrangement between the 
National Association of Insurance 
Agents and the National Underwriter 
Co., oe wre r, a second edition of “His- 
tory of the National Association of In- 
surance Agents,” by the late Walter H. 
Bennett, is now available. 

The first edition was sold out shortly 
after the National Association meeting 
in Chicago in October, where Mr. Ben- 
nett personally autographed hundreds 
of copies. This turned out to be his last 
public appearance. After his sudden 
death in November, the National Asso- 
ciation executive committee, in recogni- 
tion of the demand for copies, arranged 
for the new edition as a tribute to Mr. 
Bennett. It will contain a special pref- 
ace by President Joseph Neumann and 
the rosters of officers, executive com- 
mittee men, etc., will be enlarged to in- 
clude this year. 

The second edition is limited. Orders 
may be placed with the National Under- 
writer Co., 420 East Fourth Street, Cin- 
cinnati 2, Ohio. The single copy price 
is $5.75, and immediate delivery may be 
had with prompt orders. 


CHARLES W. TYE 

surance agents who maintain their ac- 
counting records on an accrual basis are 
eligible for inclusion under this section 
and that they may set up the “reserve 
for estimated expenses” allowed under 
that section. NATA counsel advise local 
agents that they will have the option of 
deducting a reasonable addition to a 
reserve for estimated expenses in the 
year that commissions are received 
which reflects the amount that they may 
be expected to repay on account of later 
cancellations. 





Lumley, Dennant & Co. Forms 
New Jersey Corporation 


Lumley, Dennant & Co., Inc., New 
York, president of which is Rex Den- 
nant, has formed a New Jersey corpora- 
tion under the name Lumley, Dennant 
& Co. of New Jersey, Inc. It has opened 
an office in Elizabeth, manager of which 
is Robert Spering who has been with 
Lumley, Dennant & Co., Inc., for the 
past 2% years. Production will be han- 
dled by Henry Meyer who will divide 
his time between the New York and 
Elizabeth offices. 

Mr. Spering, who was educated at 
Seton Hall College, started his insurance 
career with Maryland Casualty in its 
Newark branch office. He had four 
years of underwriting experience there. 
He then joined Manufacturers Casualty 
as an underwriter in its home office 
and from there went with Lumley, Den- 
nant & Co., Inc. 

Mr. Meyer’s insurance career started 
with the Royal-Liverpool Insurance 
Group in 1928 where he did underwrit- 
ing. Thereafter he served the Fidelity 
& Deposit and the United States F. & G. 
in various capacities, specializing largely 
on production. His Lumley, Dennant 
duties embrace managership of its life 
insurance department. 

Lumley, Dennant & Co. of New Jer- 
sey, Inc., is equipped to service the 
domestic, surplus and excess line needs 
of New Jersey brokers. 





Louise Merna Partner 


In Auburn, N. Y. Agency 


Mosher & Barry, 40 year old promin- 
ent insurance agency of Auburn, N. 
has made Mrs. Louise W. Merna an 
active partner, thus making the concern’s 
new name, Mosher, Barry & Merna. 

Mrs. Merna, a graduate of Academic 
High and Auburn Business Schools, has 
been associated with insurance for some 
25 years. She is a member of and has 
held office in the Insurance Women of 
Auburn and the Federation of New York 
Insurance Women’s Clubs. 





KY. AGENTS’ MEETING 

Maurice Herndon, Washington, D. C., 
representative of the National Associa- 
tion of Insurance Agents, will be the 
keynote speaker for the district meeting 
of the Kentucky Association at Kenlake, 
near Paducah, May 16 and 17, next. At 
a central Kentucky district meeting, Lex- 
ington, Ky., May 23 and 24, to be held 
at the Phoenix Hotel, M. Boedeker, of 
the Royal Exchange, will be the key- 
noter. 





EE he REE eae 
Ee ee Sperm. nee 


Sedge Bap et 


sey 


FIRE e INLAND & 
OCEAN MARINE e AUTO 
PHYSICAL DAMAGE e 
BURGLARY « BONDS e 
GLASS ¢ DISABILITY 








“We've got 
a little list...” 


It’s really no secret. Lots of brokers 
know about our mailing list —They’re 
on it. Perhaps the information we send 
to them regularly can’t be classified 
“Top Secret” either, but they tell us 
that it’s valuable and interesting stuff. 

Among the things we mail, “Points 
& Viewpoints,” our house bulletin, goes 
out once a month to that little list. By 
the way, may we add your name to it? 
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Syracuse Women Meet; 


Courses in Six Cities 

Virginia Davies, vice president of the 
Syracuse Insurance Women’s Associa- 
tion, installed 40 new members during the 
January meeting. The Syracuse Women 
is the largest club in the Federation of 
New York Insurance Women’s Clubs. 

The New York Fire Rating Organiza- 
tion of Syracuse, under the direction of 
Henry Betts, district secretary, assisted 
by Harry Morss, are conducting educa- 
tional courses, which will start with a 
discussion of the latest New York stand- 
ard dwelling forms. 

The rating organization is currently 
conducting similar courses in Auburn, 
Binghamton, Buffalo, Rochester, Elmira 
and Utica, all of which cities ‘have a 
large number of members in the Federa- 
tion. Irene Dickinson, president of the 
federation, is a member of the Syracuse 
Women’s Association. 


Albany Women Meet 


The Insurance Women of Albany held 
its first meeting of the year on January 
27, in Jack’s Restaurant. The club had 
as guest speaker, John E. Knauf, at- 
torney. Mr. Knauf, a member of the firm 
of Ainsworth & Sullivan, spoke on the 
subject of “Workmen’s Compensation 
Procedures in New York State.” This 
talk was in line with the educational 
program that is on the club’s agenda. 


. TORONTO AGENTS ELECT | 

B. F. Walters has been elected presi- 
dent of Toronto Insurance Agents’ As- 
sociation in Toronto, Ont. The group 
represents some 200 fire, automobile and 
casualty insurance agents. Other officers 
are Rae Hearne and William Case, vice 








presidents; Stephan Curtis, Edward 
Everatt, Vincent E. Wilson, John G. 


Porch, Edward H. Hall, Harold Bicker- 
staff, directors. 


OPENS ATLANTA OFFICE 

John C. Paige & Co., Boston insurance 
firm established in 1876, with offices in 
New York City, Portland, Me., and Los 
Angeles, has announced opening of an 
office at 10 Pryor Street, in Atlanta, Ga. 
The new office will be under manage- 
ment of Beach M. Clark, vice president, 
a native of Columbia, S.C 


FULTON WOMEN GIVE COURSE 

The Insurance Women of Fulton 
County, N. Y., carrying out the course 
sponsored by the Federation of New 
York Insurance Women’s Clubs, are 
holding weekly sessions. Louis Cornette 
of Gloversville, associated with the Gen- 
eral Adjustment Bureau in Johnstown, 
started the course last week by giving 
a talk on claims. 
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Secretary North Star Re. 


Andersen Fireman’s Fund 


Special at Newark Office 


The Fireman’s Fund Group has ap- 
pointed Dennis D. Andersen as fire 
special agent, assisting Fire Manager 
Philemon Hoadley in the group’s New- 


Kern Joins Reinsurance 


Brokers in Minneapolis 

W. H. Kern has resigned from the 

General Reinsurance Corp. to join the 

A. E. Strudwick Co., Minneapolis rein- 
surance brokers. 


Co., and Employers Reinsurance Corp., 
Mr. Kern went with the General Rein- 
surance at the branch office in Kansas 
City, Mo., as assistant to the vice presi- 
dent. His duties consisted of under- 
writing and servicing of casualty rein- 
surance accounts in the middlewest and 
southwestern area. 












ark, N. J., office effective February 7. 
Mr. Anderson joined the Fireman’s Fund 
in 1951 in its Boston office and subse- 
quently was assigned to the Newark 
office as an underwriter. 
He was later recalled to 


Following service with R. B. Jones and Mr. Strudwick, in making this an- 
Sons, Inc., Kansas City Fire and Marine nouncement, has pointed out that Mr. 
- Kern’s association with the A. E. Strud- 
wick Co. represents contination of an 
expansion of fire and casualty reinsur- 
ance brokerage services for insurance 
companies in the central states. 





office where he has received specialized 
training in the underwriting, production 


the Boston and loss departments. 
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sted Ratliff State Agent for eae 
. London & Lancashire Cos. 
and- United States Manager Gilbert Kingan 
of the London & Lancashire Group an- 
ntly nounces appointment of Carl S. Ratliff 
urn, as state agent for Kentucky and Ten- 
nira nessee with office at 327 Starks Building, 
ea Louisville, succeeding Joe D. Smith who 
era- has resigned and will return to the Ken- 
the tucky Inspection Bureau. 
use Mr. Ratliff, a graduate of the Uni- 
versity of Kentucky, has had _ several 
years experience in adjusting and field 
work in the territory. 
eld 
ary : ; 
“0% Minnesota Agents Hold 
rm Midyear Meet Next Week 
the Past presidents of the Minnesota As- 
1011 sociation of Insurance Agents will be 
his honored at the 18th midyear conference 
nal at the Leamington Hotel, Minneapolis, 
da. February 17 and 18. Of the 47 who have 
headed the association since it was or- 
s ganized in 1898, 23 are still living and 
“i they will be special guests at the mid- 
By year banquet. 
up The complete program is announced by 
nd C. A. Bardessono, Hibbing, president, 
ers and George W. Blomgren, secretary. 
a General theme of the conference is “A 
C Matter of Policy” with two addresses, 
_ two breakfast meetings and two panels. 
“ Emil G. Lederer, Chicago, chairman 
ot the midwest territorial conference of 
the National Association of Insurance This is America Fore’s current national advertise- 
om Agents, will speak on “Agency Manage- 
a ment and Agency Production” at the ment. It is one of a public relations series designed to 


opening session February 17, and will be 


Os follow Sdwi Moran, New c ° ° P 
o owed by Edwin B. Moran, New York inform the public about capital stock insurance and the 








Ms City, secretary, National Association of 
Ge Credit Men. This will be a practical talk ; , 
ee on insurance in relation to credit. These importance of the services of the agent and broker. 
It, will be the only two formal addresses 
of the conference. Appearing in: 
E 
n * THE SATURDAY EVENING POST x LIFE 
e ; rg a H. DISHER DIES ; ee 
W Joseph H. Disher, claims manager o 
e the Glens Falls Insurance Co. in Buffalo, * NATIONAL GEOGRAPHIC *% TIME * NEWSWEEK 
e N. > ig on his 58th birthday Febru- 
\- ary 1. He joined the Glens Falls organi- 
’ atid An ES on a ata aden. *& SUCCESSFUL FARMING »* BETTER FARMING 
g “arlier he had been claims adjuster for 


the Phoenix Indemnity Co. 
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Rights of Hull, Cargo in Collision 
Under Laws of U. S. and England 


By SHELDon A. VoGEL 
Bigham, Englar, Jones & Houston 


Sheldon A. Vogel, New York attorney and associated with the marine insurance and 
admiralty law firm of Bigham, Englar, Jones & Houston, recently addressed members 
of the newly formed ocean marine forum group on hull and cargo aspects of the “both- 
to-blame” collision clause. He traced the historical development of present day rights and 
cited leading court decisions. His swmmary of this important subject follows in two 


parts: 


Part I 


Any discussion of the rule of division 
of damages should begin with recogni- 
tion that the concept of negligence as 
a basis for liability only began to appear 
in the common law of England about 300 
years ago. Prior to this period and dur- 
ing the 17th Century it was sufficient 
if damage or hurt was done to a 
person through an intentional or acci- 
dental act. Procedurally, the action was 
termed one for trespass. 

Thus, if you were to be assaulted in 
the 15th Century in England, and in rais- 
ing your stick to defend yourself, you 
hit a man behind you, damages were 
recoverable by the injured person; even 
as late as 1803 Crose, J. in Leamne v. 
Bray stated: 

“Tooking into all the cases from the 
Year Book in the 21 H. VII down to the 
latest decision on the subject, I find the 
principle to be that if the injury be done 
by the act of the party himself at the 
time, or he be the immediate cause 
of it, though it happen accidentally or by 
misfortune, yet he is answerable in tres- 
pass.” 

Provisions of Ancient Sea Codes 


It is therefore not surprising to find 
in the ancient sea codes rules requiring 
both vessels to divide the damages in 
cases of accidental collision. 

In the most famous Code of all, that 
of the Isle of Wisby (1505), if a vessel 
under way collided with a vessel at an- 
chor, the former was liable in full un- 
less the master and crew swore that it 
was accidental—in such case the offend- 
ing vessel paid only one-half. 

In the Codes of Wisby, the Han- 
seatic Towns and the Netherlands, if a 
vessel dropped an unbuoyed anchor 
which caused damage to another vessel 
in the shallow waters of Northern Eu- 
rope, it paid full damages, unless the 
buoy was accidentally carried away—in 
such case it paid one-half. 

The Ordinances of Louis XIV divided 
the loss 50/50 in accidental collisions. 


Idea Behind Division of Damages 


The idea underlying the principle of 
dividing the damages in accidental col- 
lision seems to have been that collision 
was a common peril or misfortunte of 
the sea to be shared equally—in some 
Codes it was treated as a form of gen- 
eral average. 

However, when the concept of neg- 
ligence began to appear in the common 
law, and, as was to be expected, spread 
to the Admiralty, the latter was hard put 
to jystify applying the rule of division 
of damages when the negligence was 
found against one or both vessels, since 
negligence had never been a part of the 
Codes. 

Undoubtedly, the development in the 
common law of the doctrine of contribu- 
tory negligence, which conflicted with the 
idea that a maritime collision was a 
common peril or misfortune of the sea, 
gave impetus to the adoption of division 
of damages—and in the 18th Century 
we find the rule being applied in cases 
where both vessels are to blame and in 
a case where neither was at fault. 

By 1854, the rule of dividing the 
loss when both ships were at fault 
was well settled law in England. 


U. S. Adopts Rule of Division 
In the United States, the Constitution 


conferred upon our Federal courts Ad- 
miralty jurisdiction but was silent as to 
the law to be applied therein. Aside from 
Congressional enactments, the maritime 
law of the United States in the words 
of Justice Story was said to be: 

“... that maritime jurisdiction, which 
commericial convenience, public policy, 
and national rights, have contributed to 
establish, with slight local differences, 
over all Europe; that jurisdiction, which, 
under the name of consular courts, first 
established itself upon the shores of the 
Mediterranean, and, from the general 
equity and simplicity of its proceedings, 
soon commended itself to all the mari- 
time states; that jurisdiction, in short, 
which collecting the wisdom of the civil 
law, and combining it with the customs 
and usages of the sea, produced the 
venerable Consolato del Mare, and still 
continues in its decisions to regulate the 
commerce, the intercourse, and the war- 
fare of mankind.” (DeLovio v. Boit, 
Fed. Cas. 3,776.) 

Thus, in 1854 (Schooner Catherine V. 
Dickerson, 17 How. 170), the Supreme 
Court of the United States adopted the 
rule of division of damages in a both-to- 
blame collision as being the well recog- 
nized law of the sea—previously for 
many years the district and circuit 
courts had followed this rule based on 
the English decisions. 


Rights of Cargo in Both-to-Blame 


As to the rights of cargo in a both-to- 
blame situation, the years of 1861 in 
England and 1876 in the U. S. represent 
the turning of the ways. In England 
the common law had for years (and still 
does) permitted a person injured by two 
tortfeasors contributing to the same 
injury to recover his damages in full 
from either. This is a well-established 
principle both within and without the 
Admiralty and springs from easily rec- 
ognizable concepts of justice—that as be- 
tween two tortfeasors the innocent vic- 
tim should be able to recover its dam- 
ages from either, leaving the tortfea- 
sors to settle the apportionment of the 
damages between them. 

Nevertheless, in the case of The Milan, 
Lush Adm. 388, an English Admiralty 
Court established the rule that a cargo 
owner could only recover one-half of ‘his 
damages from the non-carrying ship in 
a division of damages resulting from a 
both-to-blame collision. This rule has 
been severely criticized in England as 
being unjust, unsound and not based on 
any principle whatever. 

Cargo was therefore deprived of one- 
half of its damages, since during this 
period the owner of the carrying ves- 
sel was free to insert in a bill of lading 
clauses exonerating it from its common 
law liability as an insurer of its cargo, 
subject to the exceptions of Acts of God, 
public enemies, inherent vice or loss 
caused by the shipper. Prior to about 
1870 no limitation was placed by the 
courts on freedom of contract between 
merchants and carriers, due obviously 
to the limited interest of the public at 
that time. 


Responsibilities of Carriers 


However, after 1870, when commerce 
and transportation expanded at a rapid 
rate, the courts of the United States 
began with increasing regularity to strike 
down provisions of bills of lading ex- 
onerating the carrier from liability for 
its own negligence. Not so in England, 
where by such clauses English ship- 


owners up until approximately 1920 were 
able to relieve themselves from liability 
for their own negligence. 

The courts of other European nations 
were also prone to uphold such clauses 
as would be expected wherever the ship- 
owning influence was paramount to that 
of the shipping or export interest. In 
1893, in the United States, there was 
enacted the Harter Act, which, in its 
famous Section 3, provided: 

“If the owner of any vessel trans- 
porting merchandise or property to or 
from any port in the United States of 
America shall exercise due diligence to 
make the said vessel in all respects sea- 
worthy and properly manned, equipped, 
and supplied, neither the vessel, her 
owner, or owners, agent, or charters, 
shall become or be held responsible for 
damage or loss resulting from faults 
or errors in navigation or in the man- 
agement of said vessel . . .” 

Interesting enough, when this bill was 
first introduced, it was merely for the 
purpose of precluding by statute the in- 
sertion of clauses by carrier exonerat- 
ing itself from liability for its own 
negligence. Nevertheless, in a way which 
remains a mystery to this day, the bill 
was passed with Section 3 above. In 
England, however, it was not until 1924 
that a Carriage of Goods by Sea Act 
was enacted imposing on the carrier cer- 
tain minimum responsibilities while giv- 
ing him certain maximum exemptions 
which he could not increase. 


Effect of Harter Act 


In 1876 the U. S. Supreme Court in the 
case of the Atlas, 93 US 302, rejected 
the principle of the Milan in England 
and permitted innocent cargo to re- 
cover its damages in full from the non- 
carrying ship even if there was con- 
tributory fault on the part of the carry- 
ing ship. Shortly thereafter, in 1893, 
the Harter Act was enacted and as indi- 
cated above, the carrying ship, pro- 
vided it exercised due diligence to pro- 
vide a seaworthy ship, was exempt from 
damage to its cargo caused by the neg- 
ligence of its master or crew in the 
navigation of the vessel. 

The pot was now stewing and in The 
Chattahoochee, 173 US 540 (1899), the 
principle was established that the non- 
carrying ship in a both-to-blame situa- 
tion could include in its claims for dam- 
ages against the carrying ship payments 
made to cargo on the carrying vessel. 
The background for the appearance of 
the both-to-blame clause was therefore 
complete. It was urged in that case that 
to do so would permit cargo in effect to 
recover one-half of its damages from 
the carrying ship contrary to the provi- 
— of the recently-eancted Harter 

ck. 

The Supreme Court rejected this argu- 
ment and held that the sole purpose 
of the Harter Act was to regulate re- 
lations between the carrying vessel and 
its cargo—that the act had no relation 
to a division of damages between joint 
tortfeasors. During the period between 
the decision in the Chattahoochee and 
the appearance of the both-to-blame 
clause in about 1935, shipowners had 
accepted the rule of the court as being 
fair and equitable—this case can be veri- 
fied by a reference to trade magazines 
and journals published immediately 
thereafter. 


(To Be Concluded Next Week) 





APPROVE INTERBUREAU FORM 
The Insurance Departments of the 
District of Columbia, Idaho, and Mon- 
tana have announced approval of the 
Comprehensive Dwelling Policy filing 
made by the Insurance Rating Bureau 
of the District of Columbia, Idaho Sur- 
veying and Rating Bureau, and the 
Montana Fire Rating Bureau, respec- 
tively, National Bureau of Casualty Un- 
derwriters and the Inland Marine Insur- 
ance Bureau as recommended by the In- 
terbureau Insurance Advisory Group. 


Bennett Louisville Manager 
Inland Empire Ins. Co, 


The Inland Empire Insurance Co., Sal; 
Lake City, Utah, which in December took 
over the Louisville Fire & Marine unde; 
an agreement that agents and _policy- 
holders would be paid off, has announced 
that W. K. Bennett has been named 
manager of its Louisville office. He 
served as company secretary of L. F. & 
M. for nine months last year, has been 
with the local company for eight years, 
starting as a Statistician in 1946, and js 
the only former official of L. F. & M. 
retained by the Salt Lake company. 

O. B. Calloway, executive vice presi- 
dent and secretary of the Salt Lake com- 
pany, will also spend several months with 
the Louisville office. The local force js 
reported to have been cut about in half, 
or from around 100 to about 45 workers. 

It has been indicated that underwriting 
of hail insurance, some types of auto 
insurance and inland marine would be 
materially curtailed. Records indicate 
that they are the lines on which the 
Louisville company became insolvent. 





Columbus, Ohio, Meet on 


Insurance Opportunities 


An_all-industry luncheon was _ held 
at the Virginia Hotel, at Columbus, 
Ohio, recently, under the auspices of 
the Stock Fire Insurance Speakers As- 
sociation. Warren Weeks of Tice & Co. 
was the toastmaster. Speakers included: 

George Lynch, educational director, 
Western Adjustment, Chicago, “Oppor- 
tunities in the Adjusting Field.” 

Jack Glandon, president of the Insur- 
ance Board of Columbus, “Opportuni- 
ties from the Local Agency Level.” 

Ray Douglas, Agricultural, Columbus, 
“Opportunities from the Standpoint of 
Company Fieldmen.” 

Joseph R. Jones, Ohio Inspection Bu- 
reau, “Opportunities—Bureau Level.” 





DIRECT PREMIUM TAX BILL 

Senator Friedman has introduced into 
the New York State Senate at Albany 
a bill, S. Int. 425, which would add a new 
Section 552-2 to the Insurance Law to 
impose direct premium tax on unauthor- 
ized foreign or alien insurers, reciprocal 
insurers or Lloyd’s underwriters, for do- 
ing certain specified acts in connection 
with business, with tax of 2%% to be 
paid in form. of stamp affixed to policy. 
It was referred to the finance committee. 





HARRY L. LYNCH DIES 

Funeral services were held at Benton 
Harbor, Mich., for Harry L. Lynch, 73, 
prominent local agent and former city 
manager, who died January 28 at his 
home. Mr. Lynch had been hospitalized 
recently suffering from penumonia and 
was thought to be convalescing satis- 
factorily and returned to his home. 
Déath was attributed to heart weakness 
accentuated by his illness. The only sur- 
vivor is the widow, Erna. 





JOHN W. HANNAN DIES 

John W. Hannan, 61, vice president 
and marine department manager ol 
Frank Gair Macomber, Inc., of Boston, 
died suddenly January 30 in Halifax, 
N. S., where he was adjusting a loss. He 
leaves his wife, a son and a daughter. 
Mr. Hannan was a native of Newion, 
Mass., and had spent almost his entire 
business career with the marine depart- 
ment of the Macomber general agency, 
starting in 1915. 





ORANGE COUNTY WOMEN 
As members are located in several 
towns throughout Orange County, N. Y., 
the Insurance Women of Orange County 
dispenses with meetings during January 
and February. The members are advised 
by the Orca News, the club’s news letter, 
that their plans for the convention o! 
the Federation of New York Insurance 
Women’s Clubs, to be held in Newburgh 

on April 15, 16 and 17, must not lag. 
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Rise In Contracts For New Ships; 
Completion Records Made Last Year 


In 1954 the total number of vessels 
on order in the shipyards of the world 
dropped to a new low since the great 
flood of new building contracts which 
developed at the start of the war in 
Korea, President Walter L. Green of 
the American Bureau of Shipping told 
the annual meeting in New York last 
month. However, he feels that an en- 
couraging note in recent months has 
been resumption of contracting for con- 
struction of new vessels in shipbuilding 
centers of the world. This follows a 
period of two years during which rela- 
tively few orders were placed and many 
existing contracts canceled. 

Mr. Green was reelected president and 
chairman of the board of managers of 
the Bureau. David P. Brown was re- 
elected senior vice president and techni- 
cal manager; Jerome Crowley re- 
elected vice president in charge of fi- 
nance and administration; Alfred Blum 
reelected treasurer and Daniel L. Parry 
reelected secretary. 


Board of Managers 


The following were reelected or 
elected to the board of managers: 
Stephen D. Bechtel, Percy Chubb, II, 
Edward P. Farley, Millard F. Gamble, 
John M. Griser, George Killion, Daniel 
K. Ludwig, Joseph T. Lykes, Norman 
G. Nicholson, Harry G. Schad, Randolph 
Sevier, H. Gerrish Smith, Henry C. 
Thorn, John B. Woodward, Jr., Glenn B. 
Davis. Among .new members elected 
by the Bureau was George Inselman, 
president of the Marine Office of Amer- 
ica. 

New Orders on Rise 

In presenting his review of shipbuild- 
ing activities throughout the world, 
President Green told the members of 
the Bureau: 

“The Bureau has participated fully in 
the resurgence of new orders. During 
the last two months of 1954 contracts 
for classification of new vessels to be 
built were received by us covering 89 
vessels of 503,000 gross tons. Since the 
first day of 1955 we have received ap- 
plications or assurance of applications 
for class on 19 additional vessels of 
353,000 gross tons. This makes a grand 
total of 856,000 gross tons in three 
months. Many more are in the discus- 
sion stage. 

‘T should point out that the volume 
of new orders placed in recent months 
does not constitute any great rush for 
new tonnage such as would be experi- 
enced in the case of an emergency. 
Rather the orders are principally for 
larger vessels to replace in many cases 
two or three smaller and older ships. 
Oil tankers continue to predominate in 
the new orders received by most ship- 
yards. However, an increasing number 
of bulk ore carriers are being con- 
structed and more are in prospect. Tank- 
ships continue to increase in size and 
the indications are that the existing 
45,000 deadweight ton vessels will be 
succeeded by larger ships. A number of 
the new tankships recently ordered will 
be over 35,000 deadweight tons,” Mr. 
Green declared. 

“The principal recipients of the new 
orders have been shipyards in Japan and 
Italy, while yards in the United King- 
dom and Germany have also benefited. 


Postwar Record for Completions 

“Preliminary reports indicate that 
postwar records for the completion of 
new seagoing vessels were established 
in 1954 by the shipyards of at least 
three nations. Leading in production 
with its best total since the war was 
the shipbuilding industry of the United 
Kingdom with an aggregate total of 
about 1,500,000 gross tons. German yards, 
with their best total since the Allies 
permitted the resumption of shipbuild- 
ing in Western Germany, completed 
about 920,000 gross tons. United States 
yards, with a total of 585,052 gross tons, 
ranked third in world production, and 





at the same time established a record 
for a peacetime year in the production 
of major-size vessels in this country. 

“Outstanding total production records 
were established by two individual ship- 
yards. Completing the most gross ton- 
nage in 1954 was the Kieler Howaldt- 
swerke A.G., Kiel, Germany, with 15 
vessels of 171,774 gross tons and 205,000 
deadweight tons. The Newport News 
Shipbuilding & Dry Dock Co., Newport 
News, Va., led all shipyards in the world 
from the standpoint of deadweight ton- 
nage completed with nine vessels of 
163,604 gross tons and 269,366 dead- 
weight tons. The Newport News yard 
also installed more horsepower of pro- 
pelling machinery in merchant vessels 
than any other shipyard, with a total 
of 163,500. 

“In the last few months there has 
been definite improvement in the volume 
of world ocean freight, with attendant 
increases in freight rates. Along with 
this, the world market charter rates 
have increased for both oil tankers and 
dry cargo tramps. Some of the many 
vessels which have been laid up and idle 











FIRE & INLAND MARINE SPECIALIST 


Progressive Buffalo general insurance agency seeks promising 
young man for a new centralized customers service group— 
should have three to five years’ specialized experience and 
enjoy personal and telephone contacts with insureds. Should 
have a demonstrated earning capacity in the vicinity of $5000. 
Beginning salary commensurate with experience. Write, de- 
scribing background and experience to 


F. E. SEYMOUR, INC. 


11 Niagara St., Buffalo 2, N. Y. 

















in various ports of the world have been 
restored to active service,” President 
Green continued. 


U. S. Merchant Fleet at New Low 


“Contrary to the trend in all other 
countries, the United States flag pri- 
vately owned merchant fleet is now at 
a post-war low. Including only ocean- 
going vessels of over 2,000 gross tons, 
this fleet has declined to a total of 1,120 
vessels of 9,605,553 gross tons and 14,- 
203,049 deadweight tons. Of these, 392 
are tankships of 4,159,376 gross tons and 
6,587,205 deadweight tons. The balance, 
728, are dry cargo ships and passenger 
vessels of 5,446,157 gross tons and 7,676,- 
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[’- parent company of the 
of New York was established in York, England, in 1824. 


part of history in the New World. 


The drawing above is reproduced from a mural appearing 
in the Old Court House of Mineola, 

New York. This depicts a scene in 1665 wil 

when the English Governor, Nicolls, in- 
troduced the code of laws known as the 
Duke’s Laws after the Duke of York. 


Island and a part of Westchester were 
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444 deadweight tons. 
“Of interest is the fact that of the 
58. Liberty type warbuilt tankers sold to 
private American interests by the Mari- 
time Commission, only three remain 
under United States registry, the bal- 
ance having been either converted into 
dry cargo ships or transferred to other 
flags. Of the total of about 220 Liberty 
dry cargo ships owned at one time by 
private interests and documented in the 
United States, 165 remained on January 
1. The decline in this segment of the 
privately owned fleet was hastened in 
1954 by a large number of transfers to 
registry in Panama and Liberia. 
Great Lakes Experience 


“A disappointing season from the 
standpoint of ship activity on the Great 
Lakes was experienced in 1954. How- 
ever, a considerably better period is 
anticipated in 1955. Not only was the 
1954 season curtailed, with some ships 
being laid up as early as August, but a 
few remained laid up all year, these 
being principally bulk ore carriers. The 
total ore moved on the Lakes was more 
than one-third less than the record 
breaking 95,000,000 tons handled in 1953. 
At the same time there was a large 
decrease in other cargoes, such as coal, 
grain, limestone. 

“The curtailed activity was due to a 
considerable lessening in the demand 
for steel. This situation was especially 
disappointing in view of the increased 
carrying capacity of the United States 
and Canadian flag fleets which have 
received a number of large new units 
in the last few years, while shipowners 
have also been improving existing ves- 
sels by lengthening and installing new 
higher speed propelling machinery to 
enable the ships to make more voyages 
in the comparatively short operating 
season. At the same time a few of the 
very old bulk carriers were scrapped. 

“Bulk carriers on the Great Lakes 
now total 552 with a carrying capacity 
of 4,473,897 tons—an all time high. Of 
these, 354 of 3,448,147 tons capacity are 
registered in the United States, and 198 
of 1,025,750 tons are Canadian flag. 

“New shipbuilding at present in United 
States and Canadian Great Lakes yards 
is again at a low ebb with only a few 
new contracts in prospect. Some work 
for these plants is under way during 
the current winter season while the 
fleets are laid up. This includes mod- 
ernization moves such as installation of 
one-piece, crane-operated hatch covers, 
tank top renewals and propelling ma- 
chinery modernization. 

“During the post-war years an ever 
increasing fleet of small cargo vessels 
flying the flags of many nations has 
linked the Great Lakes ports with the 
markets of the world. The owners ot 
these vessels are already planning much 
larger ships designed to take advantage 
of the new conditions which will exist 
upon completion of the St. Lawrence 
waterway. Many ports in this area are 
already planning or preparing for this 
new era. This route will, of course, be 
of great value for the importation of 
iron ore to the many steel mills border- 
ing the Great Lakes. 

“But, there will, in addition, be a large 
increase in imports and exports reaching 
the interior of the United States via 
Great Lakes ports at lower freight costs 
than at present due to elimination of 
trans-shipment by rail to or from Atlan- 
tic Coast seaports. Specially designed 


(Continued on Page 28) 
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PICK-UP TRUCK THEFTS 





Small-Time Crooks Attacking Clothing 
Cargoes on Delivery Trucks Pro- 
tection Bureau States 
A warning of greatly increased cargo 
thefts from local pick-up trucks in 
cities throughout the country is sounded 
by the Cargo Protection Bureau, in an- 
nouncing its monthly list of previously 

unreported truck cargo thefts. 

Increased numbers of such thefts, 
widened cargo types attacked, and a 
step-up in the attacks by what appear 
to be new gangs of young thieves were 
highlighted in the bureau’s report. 

“Recent losses indicate an influx of 
new, small-time crooks, hitting locally 
and at smaller loads, in addition to the 
big, seasoned gangs which are still at 
work,” the bureau stated. 

The current loss list, representing 
nearly $500,000 of cargo thefts, included 
an increasing number of miscellaneous 
loads, indicating the random attack, 
without necessary planning for sale of 
the stolen goods, according to the bu- 
reau. Also on the list are such items as 
tools, tires, general equipment, items not 
commonly on the theft lists until re- 
cently. Clothing loads appear to be 
stolen with increasing frequency, also, 
although this has long been one of the 
leading theft targets. 

The bureau reports that shippers and 
truck operators, alarmed at the rising 
theft toll, are turning more and more to 
sound theft prevention and cargo pro- 
tection programs. 





Auto Physical Damage 
Rates Reduced in Wis. 


Revisions in rates and rules have been 
filed in Wisconsin by the National Au- 
tomobile Underwriters Association on 


behalf of its member and subscriber 
companies. The new rates and premi- 
ums for automobile material damage 


coverages result in an estimated annual 
saving to Wisconsin policyholders of 
approximately $644,000 

Private passenger comprehensive is 
unchanged. Private passenger $50 de- 
ductible collision premium revenue is re- 
duced an average of 3%, and the $100 
deductible collision revenue is reduced 
approximately 8%. The private passen- 
ger collision classification plan is modi- 
fied to provide for a 20% lower collision 
premium than would otherwise be appli- 
cable to farmers’ private passenger au- 
seumiblina: owned either individually or 
by farm family co-partnerships or cor- 
porations. 

Commercial local hauling fire, theft 
and comprehensive rate and premium 
revenue is reduced by approximately 4%. 
Commercial local hauling collision is 
granted an estimated reduction of 914%. 
Commercial intermediate and long dis- 
tance hauling fire, theft and comprehen- 
sive rate and premium revenue is re- 
duced an average of 5%; whereas, col- 
lision sremiums for these classes of 
commercial vehicles remain unchanged. 





Bureau of Shipping 


(Continued from Page 27) 


ships for this route will, of course, re- 
alize the maximum benefits and profits. 
The Bureau hopes to participate fully 
in this new development. 


Outlook for the Bureau in 1955 


“On January 1, 1955, 143 seagoing ves- 
sels of 1,809,521 gross tons and one 
large Great Lakes vessel of 12,000 gross 
tons were under construction and/or 
under contract to be classed with the 


addition there were 162 


Bureau. In 
smaller miscellaneous type vessels ag- 


gregating 91,440 gross tons also con- 
tracted for to be built under the super- 
vision of the surveyors to’ class with 
the Bureau, This new construction totals 
306 vessels of 1,912,961 gross tons, which 
is a decline of almost 30% from the ton- 
nage totals of one year ago. On Janu- 
ary 1, 1954, contracts were in existence 
for the construction of 531 vessels of 
2,709,009 gross tons to Bureau class,” 
President Green told the meeting. 

“Of these 306 new vessels being built 
to Bureau class, 142 of 238,715 gross tons 
are on order in United States shipyards. 
This includes 13 ocean going cargo ships 
and tankers of 145,716 tons, one Great 
Lakes bulk carrier, and 128 miscellane- 
ous vessels such as_ tugs, towboats, 
barges, etc. 

“A total of 164 new vessels of 1,674,- 
246 gross tons are now on order in yards 
outside of the United States to be built 
to American Bureau of Shipping clas- 
sification. This is more than seven times 
the amount of tonnage currently under 
way in American yards to Bureau class. 
A number of these will be finished in 
1955, but others will not be completed 
until 1956 and 1957. These 164 new ves- 
sels are being built in 15 countries, and 
include 13 under way in United King- 
dom shipyards, six in France, four in 
Belgium, three in Sweden, 29 in Ger- 
many, six in Mexico, 14 in Trieste, 20 
in Italy, four in Spain, 15 in Holland, 
six in Turkey, 32 in Japan, four in Le- 
banon, four in Israel and four in Taiwan. 

“Exclusive Bureau surveyors are main- 
tained at practically all shipyards at 
which these vessels are being built. 
These new vessels include tankers, re- 
frigerated ships, bulk ore carriers, cargo 
ships, passenger liners, ferries, tugs, 
fishing boats and_ barges. 


502 New Vessels in 1954 Under 


Bureau Supervision 


“A total of 502 new vessels were com- 
pleted in 1954 under the supervision of 
surveyors of the American Bureau of 
Shipping. These aggregated 1,688,866 
gross tons and 2,600,404 deadweight 
tons, and employed 1,441,583 horsepower 
of propelling machinery. This represents 
an increase of almost 20% over the 
gross tonnage of new vessels completed 
to Bureau class in 1953. 

“Of these 502 new vessels, 403 were 
completed in United States shipyards, 
these totaling 736,955 gross tons. This 
included 39 large merchant vessels total- 
ing 585,052 gross tons, and represents a 
slight increase over 1953 when 45 large 
vessels of 570,395 gross tons were com- 
pleted. The balance of 364 were small 
miscellaneous river and harbor vessels, 
principally non-propelled, totaling 151,- 
903 gross tons. 

“A total of 99 new vessels were com- 
pleted to Bureau class in shipyards out- 
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side of the United States during 1954, 
these aggregating 951,911 gross tons. 
This represents a 34% increase in ton- 
nage over the 1953 results, when 74 new 
vessels of 713,637 gross tons were com- 
pleted in these yards to Bureau class. 
Thus, for the second time in the 93-year 
history of the Bureau, more new ton- 
nage was completed to Bureau class in 
shipyards abroad than in United States 
yards. 

“Again, as in recent years, a large 
number, 23, were constructed in Japan, 
while four were finished in Trieste, 16 
in Italy, seven in Great Britain, 17 in 
Germany, eight in Holland, one in Can- 
ada, four in France, one in Turkey, 
three in Spain, one in British Guiana, 
one in Israel, 11 in Lebanon, and two 
in Formosa. In addition, some repair 
and alteration work on existing vessels 
was accomplished in foreign ports under 
Bureau supervision. An increase was 
again experienced, during 1954, in the 
number of surveys conducted by the 
Bureau’s foreign exclusive offices. 


Business in Foreign Ports 


“The Bureau’s business in foreign 
ports during 1954 continued at a steady 
rate, requiring but little expansion of 
the foreign surveying staff. Since the 
January, 1954, annual meeting, a few 
additional exclusive surveyors have been 
stationed in foreign ports. Some addi- 
tional non-exclusive surveyors have also 
been appointed in foreign countries. 

“In addition to the authority pre- 
viously granted to issue load line cer- 
tificates, the Bureau has now been au- 
thorized by the Greek Government to 
issue certificates for Greek vessels based 
on the requirements of the 1948 Inter- 


national Convention for the Safety of 
Life at Sea. ‘ 
“There now exist in class with the 


American Bureau of Shipping, 7,736 ves- 
sels of 39,280,832 gross tons, which is 
an increase of 705,000 tons over one 
year ago. About 30% of these vessels 
are temporarily inactive. To this figure 
there will be added 320 vessels com- 
pleted or under construction on Janu- 
ary 25 in American and foreign ship- 
yards, these aggregating 2,077,461 tons, 
making a grand total of 8,056 vessels of 
41,358,293 gross tons. 

“While a substantial percentage of 
these vessels are foreign owned and/or 
registered, the large majority fly the 
American flag. These figures include 
seagoing tonnage, Great Lakes and river 
craft, both self-propelled and non-pro- 
pelled. During the past year a number 
of existing foreign owned vessels were 
classed by the bureau.” 
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Ky. Holds Another Dealer 
Liable for Bad Brakes 


The Kentucky Court of Appeals has 
for a second time held that a dealer 
permitting a car to go out in bad con- 
dition is responsible. Some months ago 
the Kentucky Court of Appeals upheld 
a judgement involving Gaidry Motors 
Co., Lexington, Ky., charged with letting 
a used car go out with bad brakes, re- 
sulting in an accident. 

The latest decision involved a $10,000 
judgement against the Armour Motor 
Co., Clay City, Ky., wherein one Seldon 
Perkins suffered injuries on account of 
brake failure of a used truck he had 
just purchased. The top state court re- 
affirmed its former decision that dealers 
are liable for dangerous mechanical de- 
fects. 





Clark Succeeds Hussey for 
Marine Office in Boston 


Francis J. Clark has been appointed 
special agent in charge of the Boston 
office of the Marine Office of America, 
succeeding Walter R. Hussey, who re- 
tired February 1. Mr. Hussey’s retire- 
ment, ended a 53-year career in ma- 
rine insurance, the past 18 with the 
Marine Office. He started with Field 
& Cowles in Boston. 

Mr. Clark is a native of Philadelphia 
and graduated from St. Joseph’s Col- 
lege there is 1941. After serving in the 
Army Air Force, he entered insurance 
with the Marine Office in 1946 and was 
special agent at Philadelphia for several 
years before his transfer to Boston in 
1951. He has served as skipper of the 
Mariners Club of Massachusetts. 





Marine Correspondents 
The Board of Underwriters of New 
York announces appointment of the fol- 

lowing correspondents to the Board: 
Merida, Yucatan, Mexico, Lorenzo J. 
Echazarreta (Cetina), No. 542, Depart- 


ment B, Fifty-eighth Street, replacing 
Victor M. Suarez. 

Iquique, Chile, Edgar Robert Lee, 
P.O; Box. 3st. 

Larnaca, Cyprus, E. Cirilli and lr. 
Pantelides, P.O. Box 32, replacing 


Giuseppe and Francesco Cirilli. 
Tocopilla, Chile, J. G. Macfarlane 
(covered from Antofagasta). 
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Aetna C. & S. Offers New 
Low Cost Auto Policy 


FOR CONNECTICUT FEBRUARY 15 





Fixed Payments for Injuries in Addition 
to Death Benefits; $5,000-$10,000 


Maximum Cover 





Aetna Casualty & Surety Co. will in- 
troduce a new low cost coverage provid- 
ing protection for car owners and their 
families injured or killed in automobile 
accidents in Connecticut on February 15. 
The new coverage, which may be added 
to the Aetna’s standard automobile lia- 
bility insurance policy, is the first to 
provide, in addition to death benefits, 


fixed payments for loss of limbs or sight 
and for fractures and dislocations. 

Connecticut is one of several states 
where the new form of insurance, known 
as automobile death and specific dis- 
ability benefits, is being introduced. The 
coverage will be extended to other states 
as soon as approved by State regulatory 
authorities. 


Maximum $5,000-$10,000 Benefits 


Coverage will be available for maxi- 
mum benefits of $5,000 or $10,000 at a 
cost of $3 or $6 for one person and $2 
or $4 for each additional individual. 

In addition to a death benefit, the 
$10,000 coverage includes loss of limb or 
sight benefits ranging from $2,500 to 
aged and fracture and dislocation bene- 

fits up to $350. 

The insurance also provides a_ fixed 
payment of $50 for other hospital-confin- 
ing injuries. When the maximum death 
benefits is $5,000, other benefits are pro- 
portionately reduced. 

In addition to the policyholder and his 
family, the insurance may be written to 
include other relatives who live with 
them. 

The coverage applies anywhere in the 
United States. its territories or posses- 
sions, or in Canada. Protection is af- 
forded for practically every type of au- 
tomobile accident, even when the insured 
is not driving or riding in a car. 





Maryland Files With SEC for 
New Capital Stock Issue 


The Maryland Casualty has filed with 
the SEC a registration statement under 
the Securities Act of 1933 relating to 
an issue of additional capital stock. 

William T. Harper, chairman of the 
board and president of the company, 
Says it is the Maryland’s plan to redeem 
its outstanding $2.10 cumulative prior 
preferred stock with the proceeds of this 
issue. This has already been approved 
by the board of directors at a special 
meeting. 

The new common stock will first be 
offered for subscription to holders of 
the Maryland’s common stock, before 
being offered publicly. 

The preferred stock, which was issued 
in 1946, is now callable by the company 
at a price of $52.50 per share plus ac- 
crued dividends. There are 210,286 shares 
outstanding. 

Such of the new common stock as is 
not purchased by subscription by com- 
mon stockholders will, it is planned, be 
underwritten by a syndicate of invest- 
ment bankers headed by Merrill Lynch, 
Pierce, Fenner & Beane. 

Stanley Trott, president of the Mary- 
land Trust Co., Baltimore, was elected 
a director of the company. Frank W. 
Wrightson, a director, was elected a 


member of the executive committee of 
the board, 





Van Aken Retires From 
L. A. Safety Council 


RECEIVES TRIBUTE FOR WORK 





Given Award of Honor; I. B. Priest 
Among Speakers; J. T. Blalock 


New Council President 





Few men in public life have ever re- 
ceived a greater tribute for their civic 
service than that paid L. W. Van Aken, 
resident vice president of Lumberman’s 
Mutual Casualty Co., on the occasion of 
his retirement as president of the 
Greater Los Angeles Safety Council. 

Nearly 600 city and county officials, 
and civic and business leaders, of 
Greater Los Angeles united in express- 
ing appreciation for the outstanding 
leadership in the safety effort by L. W. 
Van Aken at the annual meeting of the 
Greater Los Angeles Safety Council, 
January 31, at the Hotel Ambassador in 
Los Angeles. 

Ovation for Van Aken 

Ivy Baker Priest, treasurer of the 
United States and speaker of the eve- 
ning, joined with movie stars and other 
guests in a rising ovation as James T. 
Blalock, vice president of Pacific Indem- 
nity Co. and newly elected president of 
the Safety Council presented an “Award 
of Honor” to L. W. Van Aken on behalf 
of the Western Insurance Information 
Service, a public relations organization 
representing the casualty insurance in- 
dustry on the Pacific Coast, for his 
“many contributions to safety and acci- 
dent prevention.” Mr. Blalock is also 
president of Western Insurance Infor- 
mation Service. 

iS Van Aken, who has become 
recognized as the “Ambassador of Good- 
will” for the Kemper Companies has 
been prominent in many civic activities 
in southern California, including the 
Los Angeles Fire & Police Personnel 
Commission, the Los Angeles County 
Art Institute, the Chamber of Commerce 
and numerous other public welfare and 
safety organizations. 


E. W. Miller, Jr. Succumbs 


Edgar W. Miller, Jr., secretary of the 
companies, Royal-Liverpool Group, died 
suddenly February 7 while on a business 
trip in Edgewater Park, Miss. He had 
been in the casualty and surety field 
for more than 25 years. 

Mr. Miller began his insurance career 
with the North American Companies 





and joined the Royal-Liverpool in 1939 
as assistant manager of the group’s De- 
Later he 
the group’s 


held managerial 
Pittsburgh and 


troit office. 
posts in 
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Maryland Casualty Net 
Premiums $96,549,004 


6.04% INCREASE OVER YEAR 1953 





Net Income Totaled $7,447,879; $6,905,345 
Underwriting Profit; Admitted Assets 
Were $179,547,637 





Net premium writings of Maryland 
Casualty Co. for 1954 were the highest 
in the company’s history, amounting to 
$96,549,004 and representing an increase 
of 6.04% over last year, according to the 
annual report to stockholders released 
by William T. Harper, chairman of the 
board and president. 

The company in 1954 also attained its 
largest net income, totaling $7,447,879. 
The company’s operating income for the 
year, before providing for Federal in- 
come taxes, was $11,071,867. 

The company’s profit from its under- 
writing operations amounted to $6,905,- 
346. Income from interest, dividends 
and rents aggregated $4,166,520. 

$445,038 Dividends Paid 

During the year dividends totaling 
$445,038 were paid on company’s pre- 
ferred stock and $2,220,350 on the com- 
mon stock. In December, a quarterly 
dividend of 35 cents per share was de- 
clared on the common stock, which was 
a five-cent increase from the previous 
quarter. 

At year’s end, Maryland’s total ad- 
mitted assets were $179,547,637, a new 
peak. The surplus to policyholders was 
$61,255,684, also a record high. 

The annual meeting of stockholders 
of the company will be held at the home 
office on March 8. 


EMPLOYERS RE. DIVIDEND 


Declare 25% Stock Dividend; Extra 50- 
Cent Dividend; Record Surplus 
High in 1954 
The directors of the Employers Rein- 
surance Corp. have declared a 25% stock 
dividend, an extra dividend of 50 cents. 
Both dividends are payable February 25 

to stockholders of record February 15. 

Also, the stockholders have approved 
an increase in the corpors ition’s capital 
stock to 250,000 shares from 200,000. 

The Employers Reinsurance had rec- 
ord earnings and a new high in sur- 
plus in 1954, according to a statement 
issued by its president, Frank P. Proper. 
Policyholders’ surplus at_ the year-end 
was $13,457,954, a gain of $1, 953,948 for 
the year, compared with a gain of 
$1,426,234 in 1953. 

Mr. Proper declared that if all the 
securities were valued at market, sur- 
plus would have been increased by an 
additional $895,897, Underwriting profit 
was $1,040,399 against $1,012,549 in 1953, 
while investment income rose from 


$1,081,131 to $1,138,829. 


Washington, D. C. offices. 

In January, 1953, Mr. Miller was ap- 
pointed secretary with immediate execu- 
tive supervision of the fidelity and surety 
department. 
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T. N. Boate Named to 
Advisory Committee 


FOR NATIONAL TRAFFIC SAFETY 





Committee Created for Purpose of In- 
terpreting Action Program in Well 
Defined Terms 





Thomas N. Boate, manager of the ac- 
cident prevention department of the As- 
sociation of Casualty & Surety Compa- 
nies, has been named a member of the 
advisory committee of the President’s 
Action Committee for Traffic Safety, ac- 
cording to an announcement, February 
4. This group held its first meeting on 
Wednesday, February 9, in Washington, 
BiG. 

The advisory committee, newly created 
for the specific purpose of interpreting 
the action program in simple and well 
defined terms, is composed of technical 
experts representing more than 20 of the 
leading official and non-official organiza- 
tions in the national traffic safety move- 
ment. 

“The advisory committee will meet to 
define objectives and establish the basis 
of their priority,” Mr. Boate said. “With 
the establishment of priorities, the com- 
mittee should urge all organizations to 
lend their public support and public in- 
formation facilities to achieving them 
and, whenever possible, should serve as 
a coordinating agency for these activi- 
ties. 

Three Important Responsibilities 


“For practical accomplishment, the 
committee must establish an action pro- 
gram recognizing three important re- 
sponsibilities,” Mr. Boate declared. 
“These responsibilities are: 

“1. Inspiring and organizing the sup- 
port of business, industrial and civic 
groups to participate in and actively as- 
sist public education programs of recog- 
nized traffic safety movements and cam- 
paigns—those originating outside the 
committee such as ‘Make Courtesy Your 
Code of the Roads,’ ‘Operation Impact’ 
and ‘Slow Down and Live,’ as well as 
those originating with the committee it- 
self, such as the S-D Day Program. 

. Stimulating and assisting in the 
creation or expansion by state govern- 
ment of effective traffic safety organiza- 
tions of both an official and non-official 
nature, and in the development of realis- 
tic and well-organized traffic safety pro- 
gram activities. 

“3. Maintaining an inventory of prog- 
ress on the broad aspects of state and 
local organization and programming in 
traffic safety, this to be accomplished 
through contact between the President’s 
Committee and the governors of the 
States, and through the National Safety 
Council’s Annual Inventory of traffic 
safety activities, the American Automo- 


bile Association’s National Pedestrian 
Contest and the Association of Casualty 


National 


Award 


High 


Pro- 


& Surety Companies’ 
School Driver Education 
gram.” 





New Safety Booklets 

Two new booklets in the “Your Guide 
to Safety” series of the accident preven- 
tion department, Association of Casualty 
& Surety Companies have been pub- 
lished and are now available to member 
companies and their agents. 
The booklets, “Lifting Machinery” and 
“Storage Operations,” are designed to 
give concrete safety instructions to 
operators of a dozen different types of 
materials lifting machines and to work- 
ers in industrial storing and stacking 
operations. 





CLARK 30 YRS. WITH STANDARD 

Albert A. Clark, resident vice presi- 
dent in charge of bonding at the De- 
troit branch of Standard Accident, De- 
troit, and its affiliate, Planet, recently 
completed 30 years with the companies. 


Sereuawe 





VVEite att tt Ve Vat Wwetes F848 


Page 30 











vw vwse 


we SS WSS & BSS UWS we eee 





February 11, 1955 











F. & D. Closed 1954 With 
Net. Income of $4,141,176 


NET EARNINGS $6.21 A SHARE 


Company’s Net Premium Writings 
Reached $17,886,184; Assets Rose to 
$65,549,662 at Year-End 





Net income of the Fidelity & Deposit 
Co. of Maryland in 1954, its 65th year, 
was $4,141,176 before taxes, President B. 
H. Mercer stated in his annual report 
mailed February 1 to the company’s 
stockholders. This represents a new 
high for the company, its previous peak 
results having been achieved in 1950, 
when its net income before taxes 
amounted to $3,882,673. 

Net earnings in 1954, after taxes, were 
$2,483,528, or $6.21 a share on the 400,000 
shares now outstanding. Comparable 
earnings in 1953 were $2,382,965, or $5.96 
a share. 

Gross premium writings in 1954 aggre- 
gated $24,648,842, an increase over 1953 
of $1,238,802. After deduction of rein- 
surance and coinsurance, the company’s 
net writings for the year amounted to 
$17,886,184 or $1,032,005 more than in 
1953. Contributing substantially to these 
increases was the renewal of a large 
number of fidelity risks on a three-year 
basis. 


Earned Premiums $17,353,315 


Earned premiums for the past year 
were approximately the same as in 1953 
and amounted to $17,353,315. 

The company’s operating expenses, 
Mr. Mercer stated, were slightly less in 
1954 than the preceding year, while its 
incurred losses were less than 1% higher 
than the comparable figure in 1953. 

After providing for all statutory and 
other necessary reserves, the F. & D.’s 
net underwriting gain in 1954 amounted 
to $2,444,422. This compares with §$2,- 
341,277 in 1953. 

Total investment income before taxes 
was $1,535,859 and $1,191,523 after taxes, 
or $2.97 a share. The comparable figures 
in 1953 were $1,478,618 before taxes and 
$1,140,404, or $2.85 a share after taxes. 

Bond and stock holdings of the com- 
pany at the end of 1954 amounted to 
$53,209,364, as compared wtih $46,662,369 
at the end of the preceding year. Bonds 
valued at the lower of par or mar- 


are 
ket, and stocks at market. The book 
profit on sales of securities in 1954 was 
$160,895. 

Cash dividend payments in 1954 


amounted to $3 a share on the stock 
presently outstanding. 

After setting aside $300,000 to cover 
the January, 1955, regular dividend, the 
company added $1,284,523 to surplus 
from earnings. As of December 31, 1954, 
surplus amounted to $20,082,750. 

The year-end balance sheet shows the 
F. & D. assets to have increased by 
$6,602,747 to a total of $65,549,062. Cash 
in banks and trust companies as of the 
close of business December 31, 1954, 
amounted to $5,194,145. 


M. J. Gimber Honored 

M. J. Gimber, manager of the Newark 
branch office of Fidelity & Deposit, was 
honored February 1 by the Borough of 
Peapack and Gladstone (N.J.). As re- 
tiring Fire Commissioner of that bor- 
ough "Mr. Gimber was presented with 
honorary membership in the local fire 
department which will celebrate its 50th 
anniversary on August 6. Mr. Gimber 
has served for the past three years as 
a borough commissioner and last year 
was president of the council. 








Dawson and Lyles New Mgrs. 

Lamping & Co., Portland, Ore., gen- 
eral insurance firm has appointed two 
co-managers, following the voluntary re- 
tirement of James S. Laird, the previous 
manager, after 26 years with the organi- 
zation. 


Robert P. Dawson has been made 
manager in charge of casualty and 
surety lines and John W. Lyles, mana- 


ger in charge of fire and marine insur- 
ance. 


Justice Conway Gives N.Y. Bar Assn. 
His Objective Wit of Insurance 


Chief Justice Albert Conway of the 
New York Court of Appeals in address- 
ing the insurance law section, New York 
Bar Association, at luncheon recently 
at the Hotel Biltmore, N. Y.., featured the 
contributions that insurance has made 
to the economic life of the nation as 
well as what it has done to improve the 
happiness of mankind. 

He started off by saying that the two 
years he spent in the New York Insur- 
ance Department (1929 and 1930) were 
about the happiest in his long career. 
As Superintendent of Insurance “I 
found myself in a wonderful business. 
I knew little about it then. In fact, I 
really didn’t want the job. However, as 
a lawyer I found that I could take a 
fresh look at insurance problems and 
cope with them.” 

Looking back objectively on the im- 
pressions he formed in this two-year pe- 
riod Justice Conway gave his listeners 
the benefit of the following thoughts: 

“Insurance contributes so much to the 
benefit as well as the happiness of man- 
kind. I conceive the idea that man on 
this earth found himself exposed to 
trials and tribulations and when stricken 
by disaster he cast about to see if there 
were not some way to ameliorate those 
who needed a helping hand. He hit upon 
insurance as the ideal solution in that 
it is the instrument for spreading the 
disaster among a number of people in- 
stead of one individual bearing the load. 

“As the industry grew, coverage was 
developed such as fire, property, marine 
and then casualty insurance. Then, when 
material progress was made in the na- 
tion, man fashioned insurance to cover 
every invention which came into our 
lives. It covered the first car, the first 
airplane and so on. Then, when man 
found that it was necessary to make 
some social advance he turned to 
workmen’s compensation insurance. This 
was followed some years later by un- 
employment insurance which proved ‘a 
friend in need’ for people who lost 
their jobs in the depression ’30’s and 
since that time.” 


International Aspects of Insurance 


Justice Conway then spoke about the 
international aspects of insurance, say- 
ing: “We have money on deposit here 
from all over the world. Our money 
goes to many lands. As a protector in- 
surance is not only an_ international 
business but it brings to many health, 
good will and peace of mind. I know 
you will agree that it is a great respon- 
sibility to be in the insurance business. 

“Insurance is also a twin sister to 
credit. We could not live without credit 
and the insurance which makes it pos- 
sible. Credit is the source from which 
we derive the sinews of trade of which 
Americans are so proud.” 

The speaker then noted that most of 
the free capital in the United States 
finds its way into insurance, and urged 
that insurance company people tell their 
policyholders that most of their assets 
are owned by the public; also that these 
assets constitute an enormous economic 
reserve which keeps our country and 
others on an even keel. 

Mr. Conway then remarked that most 
of the savings accumulated by people of 
moderate circumstances come as a re- 
sult of insurance savings. “To those of 





Allstate Rate Cut for 


Women Drivers in 32 States 

Allstate Insurance Co. is making rate 
reductions averaging 40% on automobile 
liability and collision insurance for 
women drivers under 25 years of age 
in 32 more states and the District of 
Columbia effective February 1, accord- 
ing to Calvin Fentress, Jr., president. 

If the car is regularly driven by a 
male driver under 25 years of age the 
higher young driver rates apply. 





ALBERT CONWAY 


you who manage this money this means 
a great responsibility. You must do such 
a fine job that there will be continued 
confidence on the part of your policy- 
holders. They must be perfectly satis- 
fied that the money in your trust will be 
there when they need it. No one should 
ever interfere with the proper handling 
of the money which is given in trust to 
insurance companies. 

“These are things which I feel strongly 
about insurance. I realize that perhaps 
when we are so close to the business 
we do not see it in broad prospective.” 





Mutual Casualty Co. Assn. 
Of N. Y. Reelects Officers 


The Association of New York State 
Mutual Casualty Companies held its an- 
nual meeting of members, January 28, 
at its office in New York. 

The following member companies were 
elected to the governing committee for 
the term expiring in 1958: Empire Mu- 
tual Casualty Co. and Interboro Mutual 
Indemnity Insurance. 

The following officers were reelected 
to serve for the ensuing year: presi- 
dent—Joseph P. Craugh, vice president 
of the Utica Mutual Insurance Co.; vice 
president, Edwin A. Cook, secretary and 
assistant general manager of the Inter- 
boro Mutual Indemnity Insurance Co., 
N. Y.; general manager—Michael J. 
Murphy. 

Emma C. Maycrink continues as sec- 
retary-treasurer. 


Prof. John S. Bickley’s Talk 
John S. Bickley of Ohio State Uni- 
versity discussed trends and problems of 
the insurance business in an address he 
made recently before the legislative ban- 
quet of the Insurance Federation of 
Ohio. He concluded with this summary: 
“While insurance companies have 
made mistakes and have given too little 
attention to policyholder and public rela- 
tions, they are showing an increasing 
ability to properly serve the needs of 
the public. New contract forms, new 
marketing methods, new adjustment pro- 
cedures, and new attitudes toward rela- 
tions with the public are increasing the 
companies’ capacity for service.” 








LINDSLEYS ON ORIENT TRIP 

A. J. Lindsley, who retired recently as 
president of Benefit Association of Rail- 
ways Employees, Chicago, is on a three- 
month trip with Mrs. Lindsley to the 
Orient by ship. 


Amer.-Associated Cos, 
Prospered in 1954 

NET PREMIUMS UP TO $77,337,004 

Companies’ Assets $115,443,073 at Year- 


end; P. S. Surplus $32,818,749; Agere. 
gate Underwriting Profit $4,324, 799 








American Automobile of St. Louis and 
its two wholly owned subsidiaries— 
American Automobile Fire and Associ- 
ated Indemnity—enjoyed excellent un- 
derwriting results in 1954 President 
Robert Z. Alexander reports. 

The over-all combined loss and ex- 
pense ratio of 92.0% was only slightly 
higher than that of 90.4% experienced 
in 1953. All principal lines of insurance 
written by the companies contributed 
to this very s satisfactory experience. 

Consolidated assets increased $4,904,- 
598 to $115,443,073, and policyholders’ 
surplus was up $2,738,451 to $32,818,749. 
Statutory underwriting profit was $4, 
324,799 and reserves for unearned pre- 
miums increased $3,989,225 to $39,627,314, 
In 1953 statutory underwriting profit 
was $5,905,820. Net income from invest- 
ments was $2,326,973 in 1954, an increase 
of $412,582 over 1953. 

Specifically American Automobile made 
statutory underwriting profit of $2,184, 
435; American Automobile Fire—$g97,- 
a and Associated Indemnity—$1,242,- 


Aggregate net premiums written for 
the three companies were $77,337,004, 
highest in their history, which compared 
with $76,771,681 in 1953. Earned pre- 
miums totaled $73,347,779, slightly under 
the 1953 total. 

American-Associated Companies will 
continue this year to concentrate their 
production effort on bonds and general 
fire lines, stepping up their activities in 
these lines. Twenty-one of the Com- 
panies’ 26 branch offices have been 
staffed with experienced fire insurance 
and bonding managers and underwriters. 
It is expected that the remaining 
branches will be similarly equipped in 
the future. During 1954 fire insurance 
and allied lines premiums _ increased 
170.5% over 1953; fidelity premiums 
36.2%; and surety premiums 49.6%. 


DETROIT UNDERWRITERS MEET 

The first scheduled monthly meeting 
of the Detroit Casualty Underwriters 
Association was held recently at the 
home office of.Standard Accident. Frank 
Locy, resident vice president of the 
company’s Detroit branch was guest 
speaker. Mr. Locy, a representative of 
the Michigan Inter-Industry Highway 
Safety Committee, discussed the impor- 
tance and need of driver training in the 
educational system. 


Selected Risk Cos. Made 
Healthy Progress in 1954 


The 1954 financial statements of Se- 
lected Risks Indemnity and Selected 
Risks Fire of Branchville, N. J., reveal 
that these companies, headed by Jesse 
Grant Roe, II, are in fine shape. Their 
admitted assets on a consolidated basis 
stood at $10,705,073 at the year-end, a 
gain of $1,683,523 over 1953. 

Premiums written by both Ceampanict. 
including reinsurance, totaled $8,535,563, 
an increase of $1, 019,661 or 13.6%. 
Policyholders’ rit increased $552,453 
and reached $3,090 

In November, 104, : 12%% stock divi- 
dend raised the capital from $800,000 to 
900,000. 

Underwriting operations of the two 
companies produced a_ profit, before 
taxes, of $217,731 while ee investment 
profit, before taxes, was $614,681. Cash 
dividends to shareholders totaled $96,000 
and Federal income taxes incurred 
amounted to $187,735. 

The incurred loss ratio, including loss 
adjustment expense, for the woe 
company increased from 58.7% to 61.0‘ 
while the expense ratio increased From 
32.1% to 33.0%. For the Fire compa:y 
the loss ratio increased from 47.4% to 
58.4% and the expense ratio increased 
from 37.5% to 38.2%. 
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To be exact — 4,744 agents have used this chair while 
delivering practice sales presentations at the A‘tna 
Home Office Casualty and Surety Sales Course. 

... and when they got up, they were more skillful . . . 
more confident . .. more capable salesmen. 

Practical, do-it-yourself instruction is one of the 
basic features of the Atna Sales Course — and one of 
the reasons why so many of its graduates are among 


the nation’s top producers. 





AGENCY BUILDING 
== = = 


LIFE AND CASUALTY 
Etna Life Insurance Company 
Etna Casualty and Surety Company 
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AETNA CasuALTy AND SuRETY Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 


Hartford 15, Connecticut 


Thousands of 


Successtul Agents 
Sat Here 


Thousands of graduates will tell you that the five 
weeks spent at this Course advanced their careers by 
years. Thousands of success stories stand as dramatic 
evidence of how well the Course equips A°tna Agents 
to excel in the increasingly competitive field of modern 
insurance selling. 

If you would like more information on the A‘tna 
Casualty and Surety Sales Course — contact your near- 
est Aetna Field Office — or write direct to — 


FIRE AND MARINE 
Automobile Insurance Company 
Standard Fire Insurance Company 
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Employers’ Group Cites 
Worth of Local Agent 


IN SATURDAY EVENING POST ADS: 


Agents Know Prospects Better; Empha- 
size “Man With the Plan” by 
Co. Decals 


“Relax—Take It Easy” . that’s the 
theme of a new twist in insurance com- 
pany consumer advertising to start this 
month, 

“Trying to do it yourself is like climb- 
ing the stairs when there’s an escalator 
” continues the copy in the kickoff 
number of an advertising campaign in 
The Saturday Evening Post starting 
February 26 for the Employers’ Group 
Insurance Companies of Boston, accord- 


handy, 


ing to news made public by Edward A 
Larner, the companies’ chief executive. 

Employers’ campaign wili stress the 
ease with which policyholders’ can have 
their entire insurance problems solved 
by the companies’.independent agents, 
known widely as “The Man With the 
Plan.” The major ingredient for ’55, 
Mr. Larner said, will be to instruct and 
educate the public that insurance is best 
handled by an expert—one who’s a 
neighbor and who represents the policy- 
holder’s interests. 


Local Agent Best Serves Public 


“We have always felt,” Mr. Larner 
stated, “that the public’s best interests 
are served when an entire insurance 
portfolio is handled by an agent who 
represents the individual locally. We 
feel that a neighbor is sure to know 
what coverages need to be stressed in a 
given area under any set of circum- 
stances. 

“Furthermore, a local agent may know 
his prospect better, will probably be able 
to provide fire, accident, health, liability 
and so forth in addition to automobile, 
all of which can be handled by one agent 
and one company—provided that com- 
pany is a ‘multiple line’ company. This 
is not always possible,’ Mr. Larner 
added, “with the ‘captive’ company sales- 
man, whose organization may specialize 
in but a few lines. This could lead to 
overemphasis in some places and some 
embarrassing bare spots elsewhere,” he 
said. 

The Employers’ Group will run ads on 
specific coverages throughout the year, 
always stressing agency service in a 
strongly similar format. The Employers’ 
agent, “The Man With the Plan” can be 
spotted by the distinctive decalcomania 
he will be sporting in ’55 on his door or 
window. Readers will be instructed to 
look for this sign... “the symbol of top 
agency service.” 

The Employers’ Group Insurance Com- 
panies is represented by 10,000 agents 
and brokers the country over. 


’ 





Schwoebel to Address N. J. 


Casualty Underwriters 


George B. Schwoebel, chief, security- 
responsibility section, Division of Motor 
Vehicles, Department of Law and Pub- 
lic Safety, New Jersey, will address the 
monthly luncheon meeting of the Casu- 


alty. Underwriters Association of New 
Jersey, on February 14. Mr. Schwoe- 
bel’s topic will be: “The Unsatisfied 


Claims and Judgment Fund Law.” 

Mr. Schwoebel administers the New 
Jersey Security-Responsibility Law un- 
der the direction of Frederick J. Gassert, 
Ir., director of the Division of Motor 
Vehicles, New Jersey. He started with 
the Division of Motor Vehicles in 1923 
and in 1929 was appointed to administer 
the Financial Responsibility Law which 
became effective in that year. 

He served in an advisory capacity to 
the New Jersey Legislative Committee 
which sponsored the program adopted 
by the 1952 legislature relating to the 
Security-Responsibility Law, the Un- 
satisfied Claims and Judgment Fund Law 
and related laws. 


INS. SOCIETY’S COMP. COURSE 


To Contain Revised Rules of New York 
Manual Announced by New York 
Comp. Insurance Rating Board 


Dean Goerlich of the Insurance So- 
ciety of New York, Inc., directs special 
attention to the fact that its course on 
the new workmen’s compensation and 
employers’ liability policy will include a 
full explanation of the revised general 
rules of the New York Manual This is 
important because the New York Com- 
pensation Insurance Rating Board an- 
nounced on February 4, an _ extensive 
revision of the New York Manual to 
conform to the new policy and endorse- 
ment program. This revision is effec- 
tive retroactively to October 1, 1954, and 
involves a practically complete rewriting 
of the New York Manual Rules. 

For example, these new rules cover 
new definitions of employers’ liability 
and voluntary compensation as well as 
the new procedure on Coverage B limits 
for subject and non-subject employes 
and the rates and additional charges for 
higher limits. The new rules for disease 
coverage have been approved and also 
the new voluntary compensation. en- 
dorsement rules and rates. All of the 
rules on coverage under the United 
States Longshoremen’s and Harbor 
Workers’ Compensation Act have been 
revised as have the Maritime Rules. 

The Dean points out that these nu- 
merous changes in the New York Man- 
ual must be understood by all who han- 
dle the new workmen’s compensation 
and employers’ liability policy and en- 
dorsements. The Society course is spe- 
cially designed to cover the new rules in 
conjunction with the new policy and the 
Society urges prompt registration for 
this timely course. 

Registration will remain open at the 
Society until February 17. Classes will 
be held Thursday evenings from 5:30 to 
7:30. Mr. Gentile, of the Rating Board, 
who will be the instructor was one of 
the drafters of the new rules. 





$1,000,000 SURPLUS INCREASE 
Southwestern Fire & Casualty Reports 
Nearly $899,000 Rise in Assets; 
Company Directors Reelected 


Increases of nearly $1,000,000 in sur- 
plus and $800,000 in assets were reported 
February 3 to stockholders of South- 
western Fire & Casualty Co. meeting in 
annual session. President S. Foster Yan- 
cey said the six-year-old insurance com- 


pany’s surplus increased in 1954 from 
$568,829 to $1,522,153 over the previous 
year and total assets climbed from 


$3,426,582 to $4,218,484. 

The company is managed by the 50- 
year-old Dallas insurance management 
firm of T. A. Manning & Sons, owned 
by S. Foster Yancey and Charles S. 
Yancey. 

Last December it paid a cash dividend 
of $1 per share to stockholders of record 
December and the company operates 
in 10 states. The stockholders reelected 
all directors of the company, and the 
board will meet at a later date to elect 
officers. 

Officers of the company are S. Foster 
Yancey, president; Harold F. Volk, vice 
president; Erle C. Patrick, vice presi- 
dent and secretary; DeWitt T. Ray, 
treasurer; Aubrey A. Bishop and Clif- 
ford W. Smith, assistant secretaries; 
James H, Roper, assistant secretary and 
assistant treasurer; and Jack M. Smith, 
comptroller. 


Standard Field Cl Changes 


Standard Accident, Detroit, and_ its 
affiliate, Planet, have announced the fol- 
lowing field appointments: 

John P. Hacker, Jr., assistant mana- 
ger at the Atlanta branch, has been 
transferred to the company’s Cleveland 
office where he will serve in a similar 
capacity. Thomas C. Babylon, field rep- 
resentative at the Washington branch, 
has been made production manager at 
that office and James J. McGrath, casu- 
alty and property underwriter at Wash- 
ington, has been made chief casualty and 
property underwriter at the branch. 


Ohio Ins. Council Fetes 
1954 State Legislators 


AT FIRST BIENNIAL BANQUET 
Acquaint Lawmakers and Public With 


Impact of Ins. Business on Economic 
and Social System 


The Ohio Insurance Council feted 159 
state legislators plus top state officials 
at its first Biennial Legislative banquet, 
recently, in Columbus, Ohio. More than 
450 guests and insurance people from all 
segments of the business attended. 

Mr. L. H. Grinstead, Beacon Mutual 
Indemnity Co., president of the Insur- 
ance Federation of Ohio and Council 
chairman, said the banquet “was con- 
ceived in an effort to acquaint law- 
makers and the public with the impor- 
tant and far-reaching effects of the in- 
surance business in Ohio’s economic and 
social system. 

“The Ohio Insurance Council,” Mr. 
Grinstead continued, “was formed by 
the Insurance Federation of Ohio and is 
composed of nine statewide insurance 
associations who believe that through 
cooperation our business can serve the 
public, the Ohio General Assembly, and 
ourselves by: 

Essential Bills Only 

“(1) framing a legislative program of 
essential bills only; (2) discouraging the 
introduction of needless and controver- 
sial bills; (3) providing members of the 
General Assembly with information con- 
cerning legislation, and to inform them 
7 the Council’s attitude with respect to 
i ; (4) providing a forum to all branches 
- insurance for discussion and for the 
exchange of ideas and experience rela- 
tive to legislative problems; (5) giving 
all branches of insurance an opportunity 
to discuss insurance bills before their in- 
troduction and to determine the stand 
to be taken thereon; (6) securing co- 
operation and agreement on insurance 
bills outside the legislature so far as 
possible, thus avoiding public controver- 
sies, and conflicts.” 

Mr. Grinstead complimented the co- 
operating organizations and named them 
as follows: Insurance Federation of 
Ohio; Ohio Association of Accident & 
Health Underwriters; Ohio Association 
of Casualty & Surety Managers; Ohio 
Association of Life Underwriters; Ohio 
Association of Mutual Insurance Agents; 
Ohio Association of Mutual Insurance 
Companies; Ohio Fire Underwriters As- 
sociation; Ohio Fraternal Congress; 
1752 Club of Ohio. 

The principal speaker, Dr. John S. 
Bickley, associate professor of insurance 
at Ohio State University, told legislators 
and guests that the aggressiveness of 
the so-called insurance industry is help- 
ing fend off further invasion of private 
industry by the state and Federal gov- 
ernments. 

Substantial Disability Ins. Volumes 

“As a result of the determination of 
private insurers to adequately serve the 
public’s need for protection and by the 
development of adequate underwriting 
facilities and aggressive sales methods, 
substantial volumes of disability insur- 
ance have been sold in recent years. 
This has affected the threat of exten- 
sion of state plans for non-occupational 
disability and of a Federal health plan.” 

Illustrating the results of the insur- 
ance industry’s efforts in this field, Dr. 
Bickley said records show the premium 
volume for A. & H. coverages in Ohio 
rose from slightly over $11,000,000 in 
1938 to $231,000,000 in 1953—an increase 
of 1,100%. 

Similar achievements were recorded 
in other lines, Dr. Bickley added. “Pre- 
miums in 1953 for insurance against 
direct damage to Ohio property were 
approximately 400% of those paid in 
1928. Liability and other casualty lines 
showed premiums in 1953 which were 
about 660% of the 1928 level.” He said 
life, property and liability companies 

paid out benefits exceeding $343,000,000 
in 1953. 

Touching on governmental regulation 
of the industry, Dr. Bickley said insur- 
ance has been under supervision by the 


Exhibit Hails Role of 
Industry in S-D Day 


SHOWN AT WASHINGTON MEET 


Blaisdell Says Support of Dec. 15 Pro. 
gram Was Widespread and Enthusi- 
astic; 8,000 Officials Contacted 


The “outstanding” insurance industry 
contribution in alerting the public to 
Safe Driving Day was highlighted by an 
exhibit of " pronationkt material pre- 
sented at a recent meeting held jin 
Washington to evaluate the success of 
that nationwide safety effort. 

Paul Blaisdell, traffic safety director 
of the Association of Casualty & Surety 
Companies, described the industry’s sup- 
port of S-D Day as “widespread and en- 
thusiastic.” In the interest of furthering 
the public education campaign leading 
up to S-D Day, he said, the companies 
gave “unstintingly” of their resources, 

A television film prepared by a mem- 
ber company of the association went to 
425 stations and provided an important 
reminder to the nation’s motorists that 
President Eisenhower and the governors 
of all 48 states had set aside December 
15 as an opportunity to prove, once and 
for all, that highway accidents can be 
prevented by sane and sensible driver 
practices. Other member companies dis- 
tributed posters which were outstanding 
in attractiveness. 

Served as Coordinator 


The Association of Casualty & Surety 
Companies served as coordinator of its 
member companies’ S-D Day efiorts. Its 
exhibit also showed the steps urged by 
the association for member companies, 
the association’s own activities, and an 
example of a joint program involving 
stock, mutual and independent insurance 
companies. Included in the display were 
employe bulletins, posters, leaflets, radio 
announcements, company house organs 
and newsletters, bulletins to drivers of 
company cars, letters to agents, and 
many other examples of publicity and 
promotion. 

Mr. Blaisdell pointed out that the 
association began its promotional work 
when announcement of the S-D date 
was issued in October by the President's 
Action Committee for Traffic Safety. 
Insurance companies and their agents 
were urged to support t the concentrated 
24-hour attack on the nationwide high- 
way accident problem. In addition, much 
of the space in the association’s bulle- 
tins to traffic safety education person- 
nel, motor vehicle administrators, police 
officials and others was devoted to S-D 
Day. 

“Association newsletters reached more 
than 8,000 key officials concerned with 
safety,” Mr. Blaisdell said, “and press 
releases went to more than 10,000 daily 
and weekly newspapers. The association 
also distributed more than 50,000 copies 
of a fact sheet explaining S-D Day. 

“Company materials reached over 120,- 
000 insurance agents and agency em- 
ployes. Home and field offices were also 
supplied with S-D Day information. In 
one company alone, distribution ran as 
high as 27,400 copies.” 

The association, whose accident pre- 
vention department has for years been 
a leader in the fight against highway 
deaths, was represented on the S-D Day 
executive and insurance committees. 


— 





state since the days of the Roman Em- 
pire. 

“Almost $22,000,000 was paid in taxes 
and fees by the industry in Ohio mm 
1953,” he added. “An __ insignificant 
amount of this, $275,126, was employed 
to offset the cost of supervision of the 
business.” ’ 

Dr. Bickley said more than 65,000 
Ohioans earn their living in the insur- 
ance business. He said the payroll ap- 
proximated $300,000,000 in 1953, exceed- 
ing such industries as aircraft, stone, 
clay, glass products and chemicals. 

In addressing the legislators Dr. Bick- 
ley pointed out some areas in the insur- 
ance business that still need attention. 
These criticisms center around policy- 
holder and public relations. 
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Pan American Engineers 
Use Dictating System 


FOR COMPREHENSIVE REPORTS 





Audograph Reports Increase Number of 
Inspections Made Per Day by 
at Least 30% 





Field safety engineers of the Pan 
American Casualty Co. of Houston, 
Texas, are making use of portable Gray 
Audograph dictating machines for on- 
the-spot preparation of inspection re- 
ports and recommendations. 

Pan American has found that this 
method insures more complete reports, 
speeds up review and action to be taken 
by the home office and increases by at 
least 30% the number of inspections that 
can be made per day. It also prevents 
the usual loss of valuable details that 
occurs when the field man waits until 
late in the day to prepare his reports, 
when he is working from scanty notes 
made hurriedly several hours before. 

Audogri aphs are carried right in en- 
gineers’ cars, which are specially equip- 
ped for them. Period checks by the 
Gray Audograph Co. keep them in good 
working condition despite the hundreds 
of miles traveled each week, over all 
kinds of roads. 

Several Advantages to System 

Felix L. Elkins, vice president and di- 
rector of safety, Pan American, pointed 
out that there are several advantages to 
this system, viz. 

i Reports are dictated “on the 

ground” while notes are fresh. In this 
way, fewer items are overlooked. 
2. Usually the records contained in 
the reports are mailed to the office the 
same day the inspection is made, where 
they are promptly transcribed. This 
speeds up review of and action on the 
reports in the home office. 

3. Because reports can be dictated 
rapidly, right on the job, at least 30% 
more inspections per day may be made. 

4. Often reports are dictated in the 
presence of the insured or his super- 
visor. Our engineers frequently pass 
their Audograph microphone right over 
to the insured for any comments he 
may wish to make. This makes for good 
public relations. 


Special Services Give 


Trucker Competitive Edge 
Trucking firms throughout the coun- 
try will find their shipper services more 
important than ever before in meeting 
the increased competition of 1955, with 
insurance protection, burglar alarm sys- 
tems and driver training becoming ma- 
jor factors in the race for business, ac- 
cording to R. Y. Sharpe, president of 
Pilot Freight Carriers, Inc., of Winston 
Salem, N. C. 

Discussing the outlook for the year 
ahead in the current issue of Babaco 
News, publication of Babaco Alarm Sys- 
tems, Mr. Sharpe emphasized the need 
for greater attention to the services. 

“Competition has not only increased 
between the various types of transpor- 
tation, rails, air, water and truck, but 
it has also | increased within each of the 
categaries,” Mr. Sharpe said. “It will 
take more selling than ever before to 
win new customers and hang on to the 
old ones. This means that truckers must 
examine the shipper’s operations and de- 
termine how their particular service can 
be best suited to the needs of each 
firm.” 


STANDARD CITES SELLING 

\ recent issue of “Standard Service,” 
a publication issued for the agency field 
force of Standard Accident and its af- 
filiate, Planet, was devoted to the sub- 
ject of selling as it applies to the needs 
of today’s modern insurance agency. The 
lead article, entitled “Effective Agency 
Selling,” outlined eight major points for 
an agent to consider in his approach to 
selling insurance coverages in today’s 
competitive market. 


. > . 
Retail Credit Promotions 
Preston C. Upshaw, formerly vice 

president and operating manager of 
Retail Credit Co., was elected executive 
vice president by the board of directors 
recently. A native Georgian and a 
graduate of the University of Georgia, 
class of 1922, Mr. Upshaw remained at 
the University for two years teaching 
in the School of Commerce prior to 
joining Retail Credit. 

Executive assignments held with the 
company include: assistant? vice presi- 
dent in the sales department; central di- 
vision manager with headquarters in 
Cincinnati; New England division mana- 
ger with headquarters in Boston; and 
vice president and operating manager. 

H. F. Thomason, formerly vice presi- 
dent and associate operating manager, 
was elected vice president and operat- 
ing manager, to succeed Mr. Upshaw. 
Mr. Thomason is a native of Oklahoma 
and a graduate of the University of 
Oklahoma. During his 28 years with the 
company, he has served in various ca- 
pacities in the sales, standards, and op- 
erating departments. 

For approximately ten years he was 
located in New York where he served as 
secretary and vice president of Retail 
Credit Co.’s_ subsidiarv, the Retailers 
Commercial Agency, Inc. He returned 
to the home office in 1945. His assign- 
ments since that time have included: 
assistant sales mz nager; Southwest di- 
vision manager; and vice president and 
associate operating manager. 


GETS STOCK ISSUE PERMISSION 

Interstate Indemnity Co., Los An- 
geles, has been granted a permit to is- 
sue 14,500 shares of its $20 par value 
stock by the California Department of 
Insurance; 9,500 shares to be issued to 
Markel Service, Inc., in exchange for 
15,000 shares of its present $10 par value 
stock and all series A certificates of con- 
tribution with a total value of $80,000. 
It will also issue 5,000 shares to Markel 
Service of Canada, Ltd., in exchange for 
all of series B contribution certificates 
totaling $200,000. 








Established 1923 








Tel.: Mitchell 2-0963-4.5 





Confer New Jersey 
with us Risks 
LIFE Binding Of 
My \ inding fi 
Suary A. W. MARSHALL & CO. firdine oft: 
AUTO One of New Jersey’s Leading General Agencies Tel. REctor 2-7667 
INLAND 
MARINE 744 BROAD STREET, NEWARK 2, N. J. 
TRUCKERS LIAB. INQUIRY 


Paul Parris Marks 25th Yr. 
In Newark for the F. & D. 


Paul S. Parris, CPCU, resident vice 
president of the Fidelity & Deposit in 
charge of its Newark branch office, re- 
cently marked his 25th anniversary in 
this capacity and was presented with a 
silver sandwich plate by the employes of 
the branch. 

Mr. Parris is also observing his 35th 
anniversary in the business this month, 
having started in 1920 with the Fidelity 
& Deposit as a claims attorney operating 
out of Omaha. He later served as branch 
manager at Buffalo and then in Detroit 
as assistant branch manager before com- 
ing to Newark. 

Regarded as one of the deans among 
New Jersey surety bond executives, Mr. 
Parris has served three times as presi- 
dent of the Surety Underwriters Asso- 
ciation of New Jersey. 





POWLEDGE MARKS 25 YEARS 

George L. Powledge, manager of the 
Dallas branch of Standard Accident, 
Detroit, and its affiliate, Planet, com- 
pleted 25 vears of service with the com- 
panies last month. 
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Public Service Commission Holds Hear- 
ings to Determine Adequacy of Mini- 
mum Rates on B.I. and P.D. 

An inquiry to determine the adequacy 
of the minimum liability insurance re- 
quired of truck operators was begun by 
the Public Service Commission ‘ re- 
cently. At a hearing, Commissioner 
Spencer B. Eddy declared that the Com- 
mission had no_ preconceived ideas 
whether to retain or change the present 
requirement of $10,000 to $20,000 insur- 
ance against bodily injury and $5,000 to 
$25,000 for property damage. 

It has been several years since the 
Commission had studied truck insurance 
rates and the present inquiry was de- 
signed to obtain information of present 
conditions. 

William J. Jennings of Brentwood, 
representing the Nassau - Suffolk Truck 
Owners Association, said any increase 
now might put some small truck opera- 
tors out of business but conceded some 
truckers were not carrying all the in- 
surance they should. 

Walter S. Attridge of Boston, a gen- 
eral agent representing four interstate 
truckers, opposed any change. He said 
there was no testimony to show that 
the people of the state had been hurt 
by present limits. 

Statistics on present insurance re- 
quirements, and the amount paid in 
claims in recent years and estimates of 
the increased cost of higher insurance 
coverage were submitted by Arthur 
Becker, senior insurance examiner of the 
Commission, Harry A. Olmstead of Jack- 
son Heights, Queens, representing the 
Mutual Insurance Rating Bureau, and J. 

McWilliams of New York, assistant 
manager of the auto division of the 
National Bureau of Casualty Under- 
writers. 

The hearing was adjourned, subject to 
reopening if necessary. 





Publish Idaho & Mass. Comp. 
Law Pamphlet Supplements 


Supplements to the last editions of 
the workmen’s compensation law pam- 
phlet for Idaho and Massachusetts have 
been published to include important 
amendments to the laws in those states, 
the Association of Casualty & Surety 
Companies has announced. 

The new Idaho supplement contains a 
digest of the effect of the 1953 amend- 
ments for that state; the one for Massa- 
chusetts digests the 1954 amendments. 
Each gives the texts of the amendments, 
and annotations of recent desicions con- 
struing the law. 





R. A. Saulpaugh’s New Post 


Richard A. Saulpaugh has joined Up- 
state Claim Adjusters, Inc., in Albany, 
N. Y., to assist Thomas F. Turley, who 
is in charge. 

Mr. Saulpaugh was formerly with the 
Great American Indemnity in Albany 
and the (American) Lumbermens ‘1 
Syracuse, N. Y. He attended Syracu 
University, taking liberal arts and pre- 
medical courses for two years, after be- 
ing discharged from the Army in Janu- 
ary, 1 

Upstate Claim Adjusters, Inc., is ‘ 
casualty branch of Harold Holt & ©: 
Inc., independent adjusters. 
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Urges Joint Control 
In Incompetent Cases 


COOPER IN SURETY ASSN. TALK 





Notes Importance of Control Between a 
Surety and a Committee Charged 
With Jurisdiction 





The importance of joint control be- 
tween a surety and a committee charged 
with jurisdiction over the affairs of an 
incompetent person was stressed by 
Louis E. Cooper, Assistant Attorney 
General of New York State, in address- 
ing the monthly meeting of the Surety 
Underwriters Association, of New York 
on February 3. The services rendered 
by the surety in such cases, he added, 
are of considerable assistance. 

In discussing mental hygiene as it af- 
fects surety bond underwriting, Mr. 
Cooper described the functions and pro- 
cedures of his office, which comprises 
the five counties of New York City, as 
well as Nassau, Westchester, Putnam 
and Rockland Counties, and emphasized 
that his office insists upon bonds for 
committees because it knows then that 
it will have responsible sureties inter- 
ested in the proper conduct of the af- 
fairs of incompetents. 


Civil Practices Act 


Sureties also, Mr. Cooper suggested, 
should take advantage of Section 158 of 
the Civil Practices. Act of New York 
State when seeking relief under their 
bonds, since this section outlines proce- 
dures for requesting a final accounting 
by committees, guardians and other fi- 
duciaries. 

When an incompetent dies, he said, 
there must be an accounting of his es- 
tate by the committee appointed to han- 
dle it. Where the estate is small, the 
surety is enabled to determine when to 
discontinue its bond after the estate 
reaches the $1,000 figure. 

As for relations between his office and 
the surety companies, Mr. Cooper stated 
that they have always been pleasant and 
he invited further cooperation and work- 
ing together in the best interests of 
those whose affairs are under his office’s 
jurisdiction, 

The underwriters’ meeting was pre- 
sided over by Fred J. Kehrli, Hartford 
Accident & Indemnity Co., association 
president, and it considered committee 
reports and items of current business 
Importance. 





M. Thomas Valaske Named 


American Casualty Counsel 

M. Thomas Valaske has been named 
counsel of the American Casualty Co., 
assisting General Counsel Stevens & 
se. 

Mr. Valaske was promoted from re- 
gional attorney in the company’s Nash- 
ville branch office where he handled the 
states of Tennessee and Kentucky since 
1949. He is a member of the Nashville 
Bar, Tennessee and American Bar As- 
sociations. 

He isa graduate of Montgomery B ell 
Academy in Nashville; Vanderbilt Uni- 
‘ina and the Vanderbilt School of 
saw. 





Kennedy R. Owen Succumbs 
Rens R. Owen, former vice presi- 
dent in charge of bonding and director 
of Standard Accident, Detroit, died Feb- 
Tuary 1, at his home in Port Washing- 
ton, L. 1, New York. He was 81. Inter- 
ment services were held on February 4 
at St. Anne’s Episcopal Church, Anna- 
polis, Maryland. 

Mr. Owen retired from active service 
with Standard Accident on January 1, 


1942, after a long and distinguished ca- 
reer, 





Hooper-Holmes Bureau 


Opens New Canadian Office 

The Hooper-Holmes Bureau, Inc., has 
announced the opening of a branch office 
in Calgary, Alberta, Canada. 

This new faculty became effective 
February 1 under the management of 
Thomas Gordon Braidwood, and_ the 
office will handle 
Provinces of Alberta and Saskatchewan 
as well as throughout the Northwest 
Territories. 


inspections in the 


Insurance Post No. 1081 
To Meet February 15 


Insurance Post No. 1081 will hold a 
meeting on February 15 at Libby’s Oys- 
ter House, 122 Fulton Street, New York. 
The meeting will start promptly at 6 p.m. 

A discussion on the subject of Ameri- 
canism is scheduled under Chairman Jo- 
seph Steers. Prominent men have been 
invited to address the gathering. Mu- 
nicipal Court Justice Robert Morris will 
be among the speakers. 


Grand, Glorious Feeling 


The Associated Press réported the 
happy-ending story February 3 of Lester 
Spiro of Wakefield, Mass. He was clean- 
ing up debris left by safecrackers who 
»f $2,000. 


papers he found a forgotten insurance 


robbed him « Among scattered 
policy covering loss of money by theft 
“What a grand and glorious feéling,” 


he exclaimed. 
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G7EN FOODS | 











Becw sales-producer in today’s modern U.S. F.& G. has contributed to the rapid 


food market is the self-service freezer. Demand 
for dependable refrigeration equipment has sky- 


rocketed. 


So have sales of freezer units built by Copeland 
Refrigeration Corporation, Sidney, Ohio. From a 
small beginning, Copeland has become the larg- 
est supplier of such units to the food industry. 





growth of Copeland Refrigeration Corporation 
by providing bonding and insurance coverages 


essential to the success of business operation. 


Whether you produce refrigeration equipment 
or use it, own a business or a home, no matter 
what you do or where, there are U.S. F.& G. 
coverages to meet your needs. 


Over ten thousand agents . . . there’s one in your community. 
Consult him as you would your doctor or lawyer. 


U.S.F.&G. 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 


CASUALTY-FIRE 
INSURANCE 


FIDELITY-SURETY 
BONDS 
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O’Connor Reports on 
Cash Sickness Bills 


AT ECONOMICS SOCIETY LUNCH 





Expresses Concern Over Massachusetts 
Situation; Orville Grahame Presides; 


C. O. Pauley, Guest Speaker 





Chicago, Feb. 7—Under the chairman- 
ship of Orville F. Grahame, vice presi- 
dent and general counsel of Massachu- 
setts Protective Association and Paul 
Revere Life, the executive committee of 
the Insurance Economics Society of 
America held its luncheon meeting here 
today at the Drake. Principal subject 
of interest was the pending legislation 
for 1955 in the field of compulsory sick- 
ness insurance both on Federal and state 
levels, report on which was made_ by 
Managing Director Edward H. O’Con- 
nor. 

Robert D. Wisely, vice president and 
treasurer, North American Accident, 
who has been acting treasurer since the 
1954 annual meeting, was elected to this 
post. His report was well received. 

C. O. Pauley, retired managing di- 
rector of the Health & Accident Con- 
ference, who was the first president of 


batting compulsory cash sickness under 
the direction of W. G. Curtis, then presi- 
dent of National Casualty Co. Said Mr. 
Pauley: “The success of our organiza- 
tion is due to the fact that we have 
stuck close to our original objective—to 
defeat cash sickness plans. Our attitude 
of “no compromise” has and will con- 
tinue to prevail. We must not concede 
to the inevitability of defeat.” 

Grahame on Federal Reinsurance Bill 

President Grahame, who is also chair- 
man of the planning and finance com- 
mittee of the Society, made particular 
reference to the Federal health reinsur- 
ance bill in his report. “I think we 
should have an open mind on this bill 
and reappraise the situation, but I don’t 
think we should buy everything we see. 
... Thus, those who are in favor of its 
passage in our industry should step for- 
ward and be heard—possibly they should 
call a round table conference on it. | 
don’t come easily to the conclusion that 
we should oppose President Eisenhower, 
but let’s be sure of our position before 
we agree to support the legislation.” 

Mr. Grahame announced that the So- 
ciety has decided after a poll of its mem- 
ber companies not to establish Washing- 
ton representation. Decision was made 
to concentrate as heretofore on state 
level legislation, cooperating as far as 
possible on Washington matters from 
Chicago headquarters. He noted that the 
U. S. Department of Labor is trying 
to get adoption of a model workmen’s 
compensation bill for the District of 
Columbia, and that if it bceomes law 
there the Department will try to have 
it enacted in all other states. Because 
this bill includes a provision on non- 
occupational accidents and sickness it 
was felt desirable to have Mr. O’Connor 
keep a watchful eye on it. 

Concerned Over Massachusetts 

In his state-by-state report Mr. 
O’Connor said that the three compulsory 
sickness bills in the Massachusetts legis- 
lature represent “a real problem.” One 
is of the California type legislation and 
is supported by the A. F. of L. and CIO. 
The second is modeled after the New 
York law and the third is a voluntary 
all-private bill. 

Before he California legislature took 
its 30-day recess there were 79 bills in- 
troduced affecting the UCD law and 

(Continued on Page 37) 


Educators Mutual Launches 
Non-Can. Sales Campaign 


A. W. Adee, vice president, Educa- 
tors Mutual of Lancaster, Pa., announced 
the opening of a six months’ campaign 
promoting the sale of the company’s non- 
cancellable, guaranteed renewable income 
protection policy at an agents’ dinner 
meeeting recently. 

The sales award program will run from 
February 1 through July 31 and its theme 
is “TNT—Talk Non-can Today!” Each 
agent will have the opportunity to mer- 
chandise awards of his own selection, 
based on his individual production. A 
week’s vacation, all expenses paid, for 
husbands and wives, will be awarded 
agents averaging one policy sale a week 
during the 26-week period. 

A letter from President J. L. Strick- 
ler’s secretary to agents’ wives explains 
about the household items available dur- 
ing the program. The letter, enclosed in 
a large firecracker, was sent with a pres- 
ent for the wives and literature explain- 
ing the program. 

President J. Laurence Strickler said: 
“The increasing acceptance of non-can, 
which we have observed during the com- 
pany’s 45 years as a pioneer in this type 
insurance, illustrates the national trend 
towards non-cancellable, guaranteed re- 
newable income protection by the na- 
tion’s wage earners.” 

The company also announced that a 
non-can, guaranteed renewable income 
policy for women would soon be intro- 
duced. 





NAIC Meet Feb. 16 in N. Y. 
On FTC Jurisdiction 


The big question of FTC jurisdiction 
will be the subject of a meeting Feb- 
ruary 16 in New York City of a special 
committee of the National Association 
of Insurance Commissioners. This sub- 
ject has been of considerable concern to 
the Commissioners ever since FTC is- 
sued complaint charges early last De- 
cember against certain A. & H. carriers 
on the grounds of alleged misleading 
and false advertising. 

The New York meeting was called by 
Donald Knowlton, New Hampshire Com- 
missioner, who is NAIC president and 
chairman of its special FTC committee. 

In its review of the jurisdictional 
question NAIC will give consideration to 
the position of the A. & H. companies 
who contend that FTC has no authority 
in this matter inasmuch as the compa- 
nies are regulated by the several State 
Insurance Departments. 


Experimentation Is Not 
New to A. & H. Industry 


SAYS WASHINGTON REPORT 





Maintains Federal Reinsurance Meas- 
ure Should Be Viewed in Light of 


Current Industry Conditions 





The February 4 issue of the Washing- 
ton Report, a newspaper published bv 
the U. S. Chamber of Commerce, came 
out with the observation that the re- 
newed proposal for a Federal health re- 
insurance measure should be considered 
in the light of current conditions. The 
newspaper went on to cite just what the 
present conditions are within the insur- 
ance industry. 

“Figures for 1953 show that private 
health insurance is continuing its phe- 
nomenal growth under the stimulus of 
competition. 

“During the year, the number of per- 
sons with hospitalization insurance in- 
creased by 7.8%; surgical insurance, 
12.6%, and medical insurance, 20%. 

On December 31, 1953, a total of 98,- 
793,000 persons were protected against 
hospital expenses, 82,347,000 against sur- 
gical expenses and 42,910,000 against 
medical expenses. 

“Compare these figures with the fol- 
lowing for December 31, 1940: hospitali- 
zation, 12.3 million persons; surgical ex- 
penses, 5.4 million, and medical expenses, 
3 million. 

“Insurance against major medical ex- 
penses is a new field, but at the close of 
1953, about 1.2 million persons held it. 
That’s an increase of 77% in one year!” 


“Experimentation With Growth” 


The Washington Report article also 
points out that the amazing growth of 
A. & H. insurance has been character- 
ized by the very “experimentation” the 
Federal plan is intended to promote. It 
notes that such growth would not have 
been possible without a willingness to 
try out new types of insurance for 
groups as yet uncovered. 

The article maintains that “reinsur- 
ance does not lower the cost of insur- 
ance. Therefore, those who can’t afford 
it now would still have to be considered 
as a special problem under the Federal 
plan.” 





January Biggest Month in 
Bankers National History 


Bankers National Life of Montclair, 
N. J., in January enjoyed the largest 
production month for Ordinary business 
since the company’s founding in 1927, it 
was announced by William J. Sieger, 
vice president and superintendent of 
agencies. 

Ordinary business in January in- 
creased 83% over business for January, 
1954. The past month’s production rec- 
ord exceeds by 57% the previous highest 
month that the company had _ ever 
experienced. 





The HOOSIER 


CASUALTY COMPANY 


Announces: 





~SECURE-O-MATIC 


A NEW KEY TO LARGER A & H VOLUME 


For Full Details Write to 
The Company's Home Office 
333 N. Pennsylvania Street 
INDIANAPOLIS, INDIANA 








FTC Hearing on A. & H. 
Ads Starts in Chicago 


FIRST CASE IS BANKERS L. & ¢. 





In Refuting Charges Company Doesn't 
Waive Attitude That FTC 


Lacks Jurisdiction 





By Levertnc CartTwriGHt 


Chicago, Feb. 8—The hearing on charges 
of misleading advertising against Bank- 
ers Life & Casualty got under way this 
morning here before Loren Laughlin, 

TC examiner and former Nebraska 
Insurance Commissioner. This is the 
first FTC case to get to the stage of 
dealing with the merits of the charges 
against a number of companies which 
TC publicized. 

Attorney R. Hays led off for FTC. 
Charles F. Short, head attorney for 
3ankers, emphasized that by proceeding 
to refute the charges Bankers is ‘in no 
Way waiving its defense that FTC lacks 
jurisdiction. Also, he said, some of the 
most “forceful” language complained of 
by FTC had been deleted long before 
the complaints were lodged. Hence, this 
becomes somewhat moot. However, be- 
cause of the impact on the industry and 
on Bankers of these charges, Bankers 
recognizes that it must defend in this 
particular. In general, Mr. Short said, 
FTC charges deal with questions relat- 
ing to individual policies, whereas Bank- 
ers’ advertising concerns type of cover 
age and the “plan” of Bankers Life & 
Casualty. (Presumably he was. talking 
about the White Cross Plan which has 
been the key to Bankers whirlwind di- 
rect advertising campaign.) 


Among Those Present 


The opposing counsel went into a 
lengthy huddle to get properly before 
the hearing the book of advertising that 
had been assembled by FTC eagle eyes. 
This was the first of six such folios. 
Along with Mr. Hays there was Robert 
E. Sills on the FTC legal side. 

A lengthy recess was called so that 
FTC could riffle through the boxes of 
material Bankers L. & C. had brought 
in response to subpoena. 

The gallery included Cecil C. Fraizer 
and Robert Neal of the A. & H. organi- 
zations; A. L. Kirkpatrick, manager, 
insurance department, Chamber of Com- 
merce of U. S.; representatives of other 
companies in the same FTC boat as 
Bankers, such as Combined, United, 
Mutual Benefit H. & A. and Postal Life 
& Casualty of Kansas City; Walter 
Rountree, attorney for Florida Insurance 
Department, and Ron Ritchie of Kansas 
Insurance Department. Bankers L. & C. 
people on hand included Cal Swanson, 
Joe Tottenhof, Zita Stone, John Battles. 





Two LIAMA Conferences 
To Be Held March 14-17 


The Life Insurance Agency Manage- 
ment Association will hold two conter- 
ences during the third week of March 
at the Edgewater Beach Hotel, Chicago. 

The Agency Management Conference 
(formerly Small Companies) will hold 
its meeting from Monday _ through 
Wednesday noon, March 14, 15 and 16. 
An Accident & Health Conference will 
commence Tuesday noon aand will close 
Thursday noon, March 17. 





Frank E. Kelly Elected 
United Pacific Vice Pres. 


Frank E. Kelly, manager of United 
Pacific Insurance Co.’s home office 
group A. & H. department, was recently 
elected an assistant vice president of the 
company. 

Mr. Kelly has been with the company 
for the past nine years. He joined the 
group in 1946 as group field supervisor 
in the A. & H. department and in 1950 
was appointed manager of the depart- 
ment. 





Ac 
intel 
rier 
will 
tial 
medi 
cove 
whe! 
mitt! 
the 
Pres 

Tl 
the 
vidit 
sure 
thro 
und 
sion 
to W 
to <« 
was 
legis 
miss 
tain 


prot 
A. 8 
dlin 
surg 
call 
the 


inv 


offic 


Su 








HT 


harges 
Bank- 
Ly this 
ughlin, 
braska 
is the 
age of 
harges 
which 


Pare. 
y for 
eeding 
‘in no 
' lacks 
of the 
led of 
before 
e, this 
r, be- 
‘y and 
inkers 
n this 

said, 
relat- 
Bank- 
cover 
ife & 
alking 

h has 
id di- 


ito a 
efore 
x that 

eyes. 
folios. 
obert 


| that 
es of 
ought 


raizer 
‘gani- 
lager, 
Com- 
other 
at as 
nited, 
| Life 
falter 
rance 
ansas 
a G. 
nson, 
ttles. 


1-17 


lage- 
nfer- 
larch 
cago. 
‘ence 
hold 
ough 
1d 16. 
will 
close 


res. 


rited 
yffice 
ently 
' the 


any 

the 
yisor 
1950 
yart- 





February 11, 1955 


— 
Caewrvalti2.o 
RE eS 





Page 37 











AWAITING DEVELOPMENTS 


Congress Must Pass and President Sign 
Bill Enabling Federal Employes to 
Buy A. & H.; No Carrier Selected 


Accident and health circles buzzed with 
interest this week over the primary car- 
rier and reinsuring companies which 
will be selected to handle the substan- 
tial line of group hospital, surgical and 
medical insurance that will be needed to 
cover Federal civilian employes, if and 
when the bill is passed by Congress per- 
mitting the purchase of the policy, and 
the enabling legislation is approved by 
President Eisenhower. 

The proposed bill more or less follows 
the Group life insurance act in pro- 
viding that a very large number of in- 
surers will be eligible to cooperate 
through reinsurance and otherwise in the 
underwriting of the insurance. The deci- 
sion as to the company or companies 
to whom will be offered the opportunity 
to administer the actual group policy 
was delegated under the Group _ life 
legislation to the Civil Service Com- 
mission. Therefore, the feeling in cer- 
tain quarters is that it will be unlikely 
that CSC, if given the same responsi- 
bility under the health insurance legisla- 
tion, will make any offer until after the 
lav has been enacted. 

When it was rumored the other week 
that the Aetna Life would underwrite 
this large group A. & H. line, immedi- 
ate steps were taken by the home office 
of that company to inform its field forces 
of the true facts. Because of Aetna’s 
prominence as the second largest group 
4. & H. writer and its experience in han- 
dling a large volume of group hospital, 
surgical and medical insurance it is logi- 
cally one of the leading contenders for 
the Federal employes’ line. However, 
neither this company or any other car- 
rier will decide whether it will accept 
the business, if offered it, until after the 
full terms of the Government offer are 
revealed. 

In the meantime the Aetna Life is 
active in studying the various problems 
involved in cooperation with Government 
officials and other interested parties. 





Supreme Court Refuses to 


Review United Calif. Case 


_ The Supreme Court on February 7 re- 
fused to review efforts of the United In- 
surance Co. of Chicago to halt discipli- 
nary administrative proceedings begun 
by the California Insurance Commission. 
United was* charged with misleading ad- 
vertising. 

The commission charged misleading 
advertising and fraudulent conduct in 
the sale of commercial health and acci- 
dent insurance. It charged that the com- 
pany generally described the benefits of 
particular policies, without referring to 
certain exclusions, restrictions and con- 
ditions that might limit coverage. 

l nited charged discrimination, con- 
tending that the same types of represen- 
tations had been used by similar compa- 
mes in California for many years. 

Chief Justice Earl Warren, former 
governor of California, disqualified him- 
self from considering the company’s pe- 
tition 





Mutual of Omaha Paid Over 


$75,000,000 in 1954 Benefits 


Mutual of Omaha paid $75,834,324 in 
benefits during 1954, V. J. Skutt, presi- 
dent of Mutual of Omaha, recently de- 
clared, 

Mr. Skutt said Mutual of Omaha paid 
19.3% more benefits in 1954 than 1953 in 
the 48 states, the District of Columbia, 
Canada, Hawaii, Puerto Rico and the 
anal Zone combined. 

In 45 years of business, Mutual of 
Omaha has paid $607,056,998 in benefits. 
The company maintains 325 service 


othees to serve its several million mem- 
ers, 


424 ~~ 


MEDICAL EXPENSE DEDUCTIONS 


N. Y. Republicans Propose Bills to Ease 
Tax Burden; Allow 3% on 
Net Income 


New York Republican legislators re- 
cently introduced program bills to 
ease the income tax burden on families 
severely hit by medical expenses, on 
working mothers or widowers with chil- 
dren under 12, and the aged and blind. 
These humanizing amendments to the 
income tax law would accomplish the 
following : ; 

1. Allow deduction of medical ex- 
penses in excess of 3% of net income, 
instead of the present 5%, and increase 
maximum deductions for medical ex- 
penses from $1,500 to $2,500 for husband 
and wife, or head of family, and from 
$750 to $1,500 for any other individual. 
(Introduced by Senator Frank S. McCul- 
lough and Assemblywoman Frances K. 
Marlatt, Westchester.) : 

2. Permit working mothers and wid- 
owers, whose annual family income is 
less than $5,000, to deduct, up to $600, 
total expenses for the care of children 
under 12 or dependents mentally or 
physically incapable of caring for them- 
selves. This would be in addition to the 
normal dependency deduction of $400 
per child. (Introduced by Senator Mac- 
Neil Mitchell, New York City, and As- 
semblyman Ernest Curto, Niagara Falls.) 

3. Provide an extra $500 deduction for 
any taxpayer who is blind or over 65 
years of age. This would mean an in- 
crease from the present $1,000 exemp- 
tion to $1,500 for a single person and 
from the present $2,500 exemption to 
$3,000 for a taxpayer who is married or 
the head of a. family. (Introduced by 
Senator Walter W. Van Wiggeren, Her- 
kimer, and Assemblyman Anthony P. 
Savarese, Jr., Queens.) 

This proposed tax relief is in the same 
tradition of tax equity and fair play as 
the humanizing amendments which were 
first enacted by the Republican adminis- 
tration in 1943. They included the pres- 
ent medical expense deduction, life in- 
surance premium deduction, and depend- 
ency credits for boys and girls in col- 
lege—amendments which have saved the 
state’s taxpayers $96 million. 





OCCIDENTAL SUPERVISOR 

Leo F. Drumm, Philadelphia, has been 
named supervisor of Occidental Life of 
California’s branch office there, Branch 
Manager John H. Marvin announced. 
Mr. Drumm joined Occidental in 1952, 
and in 1953 qualified as one of the com- 
pany’s top sales representatives. 





Two More Cos. Answer FTC 


Postal Life & Casualty and Service 
Life of Omaha have challenged the 
jurisdiction of the Federal Trade Com- 
mission over their activities in the sale 
of A. & H. insurance, and have denied 
FTC charges of false and misleading 
advertising. The two were listed in the 
second batch of complaints issued by 
the FTC. Their answers followed the 
general lines of previous such replies. 





O'Connor Report 


(Continued from Page 36) 


they covered such changes as (1) elimi- 
nation of the seven-day waiting period; 
(2) increasing hospializatiton indemnity 
to $15 a day for 15 days; (3) increasing 
weekly benefit to $50 per week and the 
taxable wage base to $4,200. 

In New York, said Mr. O’Connor, 43 
bills have been introduced to date which 
propose changes and liberalizations of 
the benefits. “Specifically, weekly bene- 
fit would be increased to $36; period for 
payment of benefits would be increased 
from 13 to 26 weeks; coverage for one 
or more employes; dependency benefits, 
and a proposal that the entire cost be 
borne by the employer. 

As for New Jersey’s TDB act the de- 
sired amendments include elimination of 
the waiting period, coverage for one or 


Mrs. Hobby Explains 
Details of Re. Measure 


INCLUDES ADDED AMENDMENTS 





Reflects R dations of NAIC; 
Designed to Encourage Experimen- 
tation; Not a Cure-All 


Mrs. Oveta Culp Hobby, HEW secre- 
tary, at a press conference following 
President Eisenhower’s special message 
to Congress in which he again called 
for the enactment of a Federal health 
reinsurance program, revealed details of 
the new measure. 

The proposal, Mrs. Hobby explained, 
would make reinsurance available to 
private insurance companies, non-profit 
associations and other voluntary groups 
which are operating according to state 
law and are considered financially sound 
by the HEW secretary. Plans would be 
reinsured only if reinsurance is not 
available from private sources. These 
provisions were also in the bill Congress 
refused to pass last year. 

This year’s measure will give top 
priority to plans which would provide 
coverage within the reach of lower- 
income families to include hospitaliza- 
tion, physician’s services in the hospital 
and office, and in the patient’s home; 
major medical expense plans, and plans 
providing improved coverage for rural 
families. Plans of other types would be 
eligible for reinsurance if they showed 
promise of enlarging the scope of vol- 
untary health insurance coverage or im- 
proving the benefits it provides. 

In addition, standards are included in 
the bill which certain categories of plans 
would have to meet as a condition of 
granting reinsurance. Among them are 
minimum benefits, safeguards against 
undue exclusions of pre-existing condi- 
tions, specific illnesses, or other undue 
exclusions or limitations, and waiting 
periods for benefits. 


NAIC Recommendation Included 


Other changes in the measure pro- 
posed this year reflect the recommenda- 
tions of the state Insurance Commis 
sioners and others. The NAIC last year 
recommended tightening of the language 
to emphasize that the system in no way 
would infringe on state regulation of 
insurance. Several amendments to ac- 
complish this were added to the bill last 
year before it was reported. The pro- 
posed plan would specifically prohibit 
Federal regulation of insurance; close 
collaboration with the states is contem- 
plated. 

The program, it was re-emphasized, is 
designed to be self-sustaining, but it now 
calls for authority to appropriate $100 
million for a revolving fund to be repaid 
from premiums, instead of the $25 mil- 
lion asked last year. 

Once again, as in last year’s bill, a 
reinsured plan would be covered only 
for 75% of “abnormal” losses by the 
carrier. 

Mrs. Hobby emphasized that the pro- 
gram is designed to encourage experi- 
mentation in risks heretofore not con- 
sidered actuarially sound. “It is not a 
cure-all,” she stated, “but it does offer 
an opportunity to provide more people 
with health insurance and to provide 
them with better health insurance.” 

She said that the plan, if adopted by 
Congress and used by insurance compa- 
nies, should result in better and more 
coverage. She said she believes many 
carriers would use the program, and 
expressed hope that through the pro- 
gram ways may be found to insure some 
who are presently not insurable. 








more employes and pregnancy benefits. 

Compulscry cash sickness bills have 
been introduced so far in Connecticut, 
Arizona, Michigan, Minnesota, Nevada, 
and it is possible that bills may be en- 
tered in Pennsylvania, Ohio and Illinois, 
said Mr. O’Connor. 

The meeting closed with a memorial 
tribute paid to the late Tom Grant, 
BMA chairman, a copy of which will be 
sent to his family. 


THE FACTERN 


NEW ASSISTANT SECRETARIES 
William H. Dawson and George H. 
Miller Promoted by American 
Casualty; Their Careers 


William H. Dawson and George H. 
Miller have been named assistant secre 
taries of the American Casualty Co. of 
Reading, Penna. 

Mr. Dawson has been manager of the 
A. & H. underwriting department since 
1950. Prior to that time, he 
assistant superintendent for seven years. 
He has been in the insurance business 
since 1929 and has been active in all 
phases of Accident and Health business. 
Mr. Dawson attended Pennsylvania 
State College and Carnegie Tech. 

In addition to his duties as assistant 
secretary, Mr. Miller will function as 
executive superintendent of all special 
risk divisions in the A. & H. department 
at the home office. 

He has been in the insurance business 
for 19 years, 10 of which have been 
with American Casualty which he joined 
in 1942, advancing to production mana 
ger of the A. & H. department. Mr. 
Miller attended the University of Penn 
sylvania and Drexel Institute and is a 
veteran of World War II. 


served as 


SPONSOR NATIONWIDE SURVEY 
Health SuSeemadion ‘Dainniedden to In- 
quire Into Public Attitude on Health 
Facilities, Personnel, Vol. Ins. 


The Health 
has announced that it will sponsor a 
nationwide survey to determine how 
people feel about health facilities, health 
personnel and voluntary health insur- 
ance. George Bugbee, president of HIF, 
said that the purpose of the study “will 
be to compile data useful to all groups 
which encourage through education the 
wisest use of health services and the 
broadest distribution of medical care.” 

Research will be conducted by the Na- 
tional Opinion Research Center at the 
University of Chicago, the independent 
agency which conducted the foundation’s 
“National Family Survey of Medical 
Costs and Voluntary Health Insurance” 
last year. 

According to the foundation, the 
“Family Survey” showed that an indi- 
vidual’s ability to pay for care is only 
one factor in the degree to which he 
uses health services. Other factors in 
clude his personal interest in care, his 
knowledge of the value of medical care, 
his attitudes toward the cost of medical 
services, the amount of health insurance 
protection he carries, and the availabil 
ity of those services in his community. 

These areas are to be explored in the 
new study. Results are expected to be 
ready for publication in 18 months. 


Information Foundation 


OPENS PACIFIC COAST BRANCH 
Springfield Fire & Marine Has New San 
Francisco Office for Casualty and 
Bond Division 


The Springfield Fire & Marine Insur- 
ance Co., Springfield, Mass., has an- 
nounced the opening of a Pacific coast 
branch office in San Francisco for its 
casualty and bond division. 

Russell R. Reutepohler has been ap 
pointed manager of this division and will 
supervise handling of this business for 
the entire Pacific Coast territory. The 
branch office in San Francisco will su- 
pervise service offices to be opened im- 
mediately in San Francisco and Los An- 
geles. And as soon as practical, the 
company plans to extend casualty and 
bond operations to the entire Pacific 
coast area, 

Mr. Reutepohler has had many years 
of insurance experience in all lines. He 
started his insurance career as a local 
agent in the Midwest. After ten years, 
he joined the Hartford Accident & In 
demnity Co. For the past 17 years he 
has been associated with the North 
America Companies as Pacific Coast 
manager for the Indemnity Insurance 
Co.of North America. 
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A Continental ASH&H Policy for Every Person 
... for Every Purpose ... for Every Purse 
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Major Problems in Group A.&H. Field Explore 


Joint Chicago Meeting of Bureau and Conference Features Federal Employes’ Hospital- 
Surgical Program, Effects of New Tax Law on Sales; Major Medical ‘Trends, 


Conversions and Other Experimentation; +50 in Attendance 


Chicago, Feb. 7—Weeks of careful 


preparation bore fruit here today when 
the first joint Bureau-Conference group 
4, & H. insurance meeting ever to be 
held got off to a fine start with welcom- 
ing remarks by key officials of both 
organizations and outstanding addresses 
by three leaders in the group field— 
Henry S. Beers, Aetna Life vice presi- 
dent; Arthur M. Browning, New York 
Life second vice president, and J. E. 
Hellgren, Lumbermens Mutual Casualty 
third vice president. Attendance topped 
450 with over 100 companies represented. 
As was pointed out by Joseph W. 
Scherr, Jr., president of the Conference, 
who is executive vice president-secretary 
of the Inter-Ocean, this gathering rep- 
resents one of the largest A. & H. 
educational meetings held to date. It is 
also a tribute to the coordinated plan- 
ning by the co-chairmen—George E. 
Light, secretary of the Travelers, and 
George R. Jordan, vice president of 
Republic National Life — and to the sub- 
committee chairmen of both the Bureau 
and the Conference—Morton D. Miller, 
associate actuary, Equitable Life Assur- 
ance Society, and A. W. Randall, group 
manager, Mutual of Omaha. Mr. Scherr 
did not overlook the weeks of prepara- 
tory work by staff members, meritioning 
in particular Louis A. Orsini of the 
Bureau and Roy A. MacDonald of the 
Conference. 


No Group A. & H. Problem Overlooked 


Mr. Light, who presided at this morn- 
ing’s session, indicated that no problem 
in the group A. & H. field has been 
overlooked. Attention is being given to 
such areas of experimentation as cover- 
age for retired employes and their de- 
pendents, A. & H. conversions, major 
medical expense, extending the econ- 
omies of group A. & H. to small groups. 
The development and underwriting of 
A. & H. brokerage business and the 
setup of company organizations for sales 
and service is also receiving expert 
attention, 

Mr. Light emphasized that “in this 
dynamic, unfolding group insurance field 
we need to be young and fresh in our 
ideas and thinking. We must also main- 
lain a progressive outlook and unless we 
do so we just won’t keep up with the 
fast-moving pace of our industry.” 
John Hanna, managing director of the 
Conference, in his own welcome pointed 
out that this is not the first cooperative 
effort of the Bureau and the Conference 
“as we have worked on state legislation, 
In committee matters and cooperated as 
tar as the Federal picture is concerned.” 
One notable step taken was the appoint- 
ment last year of Robert R. Neal to be 
resident counsel of the joint Washington 
othce, 

A number of prominent guests were 
Welcomed by Chairman Light including 
W. Lee Shields, ALC; Arthur C. Dan- 
lels, Institute of Life Insurance; Philip 

Hobbs, NALU; James R. Neely, 
American Hospital Association; Richard 
|. Eales and James K. Honey of LIAA; 
Frank C. Dimock of Canadian Life In- 
surance Association; A. L. Kirkpatrick 


By Wat ace L. CLapp 


of U. S. Chamber of Commerce; E. H. 
O’Connor, Insurance Economics Society 
of America, and Robert Taylor, who is 
associated with Mr. Neal in Washington. 
Browning Tells of Tax Law Revision 


Following the address of J. E. Hell- 
gren, Lumbermens Mutual, on “Group 
Insurance—Its Problems and Outlook,” 
the large audience of group A. & H. men 
heard Arthur M. Browning, New York 
Life, discuss the recent changes in the 
income tax law and their effect on group 
insurance as a whole. Under the old 
law the group companies had an enjoy- 
able position but, he said, this is not 
the case under the revised law. The 
reason: Employe benefits are still tax 
exempt regardless of whether they are 
insured plans or not. This has had a 
decided effect on the entire climate for 
group sales. In fact, Mr. Browning went 
so far as to say that the new tax law 
may even sound the death knell of group 
insurance selling—unless the companies 


are on their toes and alert to the 
changed conditions. 

One of the chief points he made was 
that while “we have been designers of 
plans we have not actually been sales- 
men of group insurance.” He felt that 
too much emphasis has been placed on 
watching the almighty dollar sign and 
too little attention given to the product 
that needs to be sold. He lamented the 
fact that “we have done away with 
record-keeping within our companies,” 
letting the insured keep these records; 
also that while the burden of claim 
payments still rests with the companies 
the employer has actually settled his 
own claims under the contract. 

Mr. Browning showed further concern 
because of the trend toward self-insured 
group plans. He pointed to increased 
activity on the part of consultants who 
are selling employers on the idea that 
they will give their advice on a set fee 
basis, recommending to such employers 
that they should come under a welfare 





G. E. Light and G. R. Jordan in the 
Spotlight as Co-Chairmen of Meeting 





GEORGE E. LIGHT 


Chicago, Feb. 7—In the A. & H. spot- 
light here this week are George E. 
Light, secretary, group department of 
the Travelers, and George R. Jordan, 
vice president of Republic National Life, 
Dallas, who are co-chairmen of the 
joint Bureau-Conference gathering at 
the Drake which got off to a good start 
this morning. Mr. Light is chairman of 
the group and statutory disability insur- 
ance committee of the Bureau of A. & 
H. Underwriters and Mr. Jordan, a 
member of that committee, is also chair- 
man of the group insurance committee 
of the Health & Accident Underwriters 
Conference. They are sharing the hon- 





GEORGE R. JORDAN 


ors at this meeting in serving as session 
chairmen. 

One of the most ambitious programs 
of its kind, this three-day gathering is 
embracing 16 major addresses and 20 
breakfast workshop sessions. Smooth 
coordination of activity and teamwork 
on the part of Messrs. Light and Jordan 
and their committeemen are the factors 
largely responsible for the success of 
the meeting. Both executives have sea- 
soned experience in association activity 
and have industry-minded viewpoints on 
the A. & H. business. 

Mr. Light, who has been secretary of 

(Continued on Page 42) 














fund administered on a_ self-insured 
basis. 
To Fight Inroads of the Consultants 

In this connection the speaker made 
clear that his company will fight strenu- 
ously the inroads of the welfare fund 
consultants. He put on the record the 
four big advantages of the insured plan: 
(1) the professional administrative serv 
ice of the insurance company; (2) 
epidemic risk coverage; (3) automatic 
budgeting of the employer outlay, and 
(4) assumption by the insurance com 
pany of the onus of judgment on claim 
settlements and the reputation of the 
insurance company. 

Mr. Browning then declared that 
group A. & H. of tomorrow will only 
flourish if the companies solve their 
problems at the ground level. “We must 
realize that hospitals are not always at 
fault when things go wrong. Let’s do 
our best to cooperate with them and 
with the doctors,” he urged. He was 
glad to put in a “plug” for the outstand- 
ing job being done by the Health Insur 
ance Council, particularly in its hospital 
admission plans program and the liaison 
which it has established between the 
insurance industry and the medical pro- 
fession. “This is the vital point which 
our industry should stress,” he empha 
sized, “as we are doing business on a 
nationwide basis and are equipped to 
render our services on the same basis.” 

Loss Control Engineering Set Up 

As far as New York Life is concerned 
he said: “We have established a_ plan 
of loss control engineering. We expect 
to study every group case on our books 
and to know why it is there and where 
it is going. We also plan to go out in 
the field and examine the actual ground 
on which the case is living. Thus, we 
will be prepared to justify every case 
which we are writing and will be in a 
better position to hold on to it...” 

In closing Mr. Browning said: “I hope 
that what I have said will cause a spark 
to ignite in your minds and if so I will 
be repaid. The dangers inherent in the 
present tax situation as regards tax 
exempt benefits must be made apparent 
to all group writing companies.” 

In answering questions put to him 
Mr. Browning indicated that the new 
tax situation is the same for dependents’ 
benefits as it is for employe benefits. 
He also felt that self-insured plans 
should receive the same tax treatment 
as insurance companies. 

Beers on Federal Employes’ Health 

Insurance Program 

Next speaker was Henry S. Beers, one 
of the outstanding executives in the 
group field, who is intimately in touch 
with the Federal program now “in the 
works” to provide hospital and surgical 
coverage for civilian employes of the 
Government. Estimating that about 2,000, 
000 employes will come under this pro- 
gram when and if the bill to put it into 
effect is passed by Congress and _ be- 
comes law, Mr. Beers indicated that 
about 600,000 of such employes will be 
covered under the standard (3-d) insur 
ance company plan. 

While making clear that the bill has 
not yet been introduced in Congress 
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Thaler, Hotson and Lembkey Tell About 
Steps Taken to Start Conversion Plans 


Chicago, Feb. 8—The subject of con- 
version privileges in A. & H. was given 
considerable attention here at the joint 
Business Conference meeting this after- 
noon as Alan M. Thaler, associate actu- 
ary, Prudential Insurance Co. of Amer- 
ica, A. Howard Hotson, superintendent, 
statutory division, group department, 
Zurich General Accident & Liability In- 
surance Co., Ltd., and C. S. Lembkey, 
superintendent of disability agents, Con- 
Co., reviewed their 
companies’ progress in this field of ex- 
Their talks brought out 
experience figures which may well be 
advance signposts to encourage other 
companies to delve into this new area. 

Mr. Thaler pointed out that in spite 
of the very limited reception this cov- 
erage has received, the Prudential feels 
that the conversion privilege is a worth- 
while benefit which fills an important 


tinental Casualty 


perimentation. 


social need in providing security for 
those who most need the protection, 
such as retired persons and_ persons 


who are in between jobs. 
Protection Still Must Be Sold 


“One thing we should keep in mind,” 
he said, “is that insurance protection 
still must be sold, and in spite of the 
social desirability of these benefits, the 
extent to which this coverage becomes 
prevalent in group policies will depend 
largely on our sales efforts. 

“Since this has been in the nature of 
an experiment,” Mr. Thaler declared “we 
have not pursued the sale of this cov- 
erage as vigorously as we would have 
done if we were on surer ground. The 
fact that other companies are becoming 
interested in this coverage and the mak- 
ing it available is indicative of the basic 
desirability of the coverage and of the 
trend of the times. I would predict that 
as time goes on, we will see a provision 
of this type becoming more and more a 
standard feature of a group hospital and 
surgical program.” 

Speaking of Prudential’s initial entry 
in the conversion field, Mr. Thaler de- 
clared: 

“One of the first decisions we had to 
make was whether we should offer this 
policy generally to all persons terminat- 
ing employment who held Prudential 
hospital and surgical certificates, or 
whether we should confine this right to 
those employes of policyholders who re- 
quested it as a special benefit. Even 
though we hoped to set our premium 
rates for these individual policies at a 
level which would be self-supporting, 
we had no assurance that we would be 
successful in this objective. Further- 
more, if our initial approaches were suc- 
cessful, we had no way of knowing that 
this situation would not be altered in 
the future. 

“To the extent that these policies can- 
not be written on a_ self-supporting 
basis, we reached the conclusion that 
such excess cost should be considered as 
an additional benefit under our group 
policies and charged accordingly against 
the groups having this privilege. As a 
result, we decided to offer the privilege 
of conversion only to those groups where 
the employer requested it and where the 
master group policy was amended to so 
provide. 

“This was done even though we set 
our rates on what we felt was a self- 
supporting basis, and as yet the need 
for a specific charge has not emerged. 
When a policyholder requests this bene- 
fit, our group salesmen are careful to 
explain that while there is no specific 
charge for the benefit at this time, there 
is some possibility that a charge may be 
necessary in the future.” 


He said that under ifs current prac- 
tice, Prudential issues, without evidence 
of insurability, an individual hospital 
and surgical policy in the event that 
the employe’s employment is terminated 
or in the event that he is transferred 
out of the classes eligible for insurance. 
He declared that where the group policy 
includes dependents’ coverage, the com- 
pany also provides this privilege of con- 
version to the spouse of the employe in 
the event of the employe’s death. This 
privilege of conversion, he went on, is 
granted provided application is made 
within 31 days of termination of the 
group insurance. 

Mr. Thaler further said that, the in- 
dividual hospital and surgical policy 
which the Prudential issues in connec- 
tion with such a conversion is not its 
usual guaranteed renewable policy that 
is sold by our agency force. It is a 
special policy, he said, designed specifi- 
cally for this purpose and is renewable 
only at the option of the company. It is 
not available for sale to the general 
public through our agency force. 

“Some of the reasons we decided not 
to use our usual line of policies for this 
purpose are rather self-evident: (1) Be- 
cause of the highly experimental nature 
of this coverage, we thought it impru- 
dent to use a guaranteed renewable 
policy. (2) The benefits contained in our 
individual line of policies do not very 
closely follow the general pattern of 
coverage provided under group policies. 

“For example,” he said, “our ordinary 
individual policies provide hospital bene- 
fits for a maximum of 150 days as com- 
pared with the normal group limit of 
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31 days. Also, our objective of setting 
premium rates under these conversion 
policies, at a level which was to be self- 
supporting, suggested a separate line of 
policies rather than an attempt to 
merge with available policies where the 
premium rate structure was already es- 
tablished.” 


Variations in Benefits 


He explained that in designing this 
new policy, the Prudential had to reach 
certain conclusions as to the variations 
in benefits which we would permit. “We 
rapidly reached the conclusion,” he said, 
“that the volume of this business would 
not justify a wide range of choice in the 
selection of benefits. We finally decided 
to come out with a policy which simply 
contained a group-type hospital benefit, 
an emergency accident benefit in con- 
nection with outpatient confinement 
similar to that found in group policies, 
and a surgical expense benefit using a 
standard group-type schedule of opera- 
tions. Maternity benefits are excluded. 

“A personal policy is available if only 
the employe is insured and a family 
policy if the employe and his dependents 
are to be covered. 

“Tf the oldest member of the family 
to be insured under the policy is less 
than age 66, the policy provides a maxi- 
mum duration of daily hospital benefits 
of 31 days, together with a ten times 
the daily hospital benefit limit for hos- 
pital charges other than room and board. 
If any member of the family is age 66 
or more, the maximum duration of daily 
hospital benefits is 21 days, and five 
times the daily benefit for charges other 
than room and board. The policy does 
not specify any definite age limit and 
no renewal practice has as yet been es- 
tablished in this connection. 


Coverage to Age 80 


“Tf experience under this policy per- 
mits, we hope to be able to continue 
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‘privilege 


ied 
coverage to age 80 and possibly beyon) 
this age. For this reason, some employ. 
ers who choose to include this benef; 
in their group policy do so primarily fo; 
the purpose of providing a retiremen 
benefit rather than a benefit upon tern. 
nation of employment at the younger 
ages. Our experience to date, however 
has indicated a reasonable spread oj 
applications at all ages without any up. 
usual proportion of applications at the 
advanced ages.” 

Mr. Thaler pointed out that one par. 
ticular feature of this contract is tha 
it is specifically designed to permit cop. 
tinuous coverage from the group to jn. 
dividual basis and to avoid duplication 
of coverage. 

He went on to say that the individual 
policy which the Prudential issues cop. 
tains a three months’ waiting period jn 
like circumstances so that payment j; 
made either under the group policy or 
under the individual policy but not w.- 
der both. “Other than this one waiting 
period which applies only in the case 
of total disability,” he explained, “the 
policy does not contain any other wait- 
ing or probationary periods such as are 
commonly included in individual poli- 
cies, nor are any pre-existing conditions 
excluded. 

“The individual applying for a_ policy 
does not have any choice as to the 
amount of benefits. The daily benefit 
issued is the same as that for which he 
is insured under the group policy sub- 
ject to a minimum of $5 and a maximum 
of $10.” 

Surgical coverage with a maximum of 
$200 is always included, he said. De- 
pendents’ coverage is always included ii 
the employe was covered with respect 
to his dependents under the group 
policy. 

Mr. Thaler then told the group men 
present that to date, only a very small 
percentage of Prudential’s group policy- 
holders have as yet chosen to include 
this provision in their policies and, a 
a result, the number of individual poli- 
cies which the company has issued has 
been quite small. “We have, therefore, 
not felt it advisable to process any oi 
these transactions through our field 
offices since they would encounter them 
so infrequently,” he declared. “At the 
present time, dealings are directly be- 
tween the employe and the home office. 
Likewise, the insured is instructed to 
submit claims under these policies di- 
rectly to the home office. 


Liberal Practice of Renewal 


“Although these policies are renewable 
only at the option of the company our 
present intention is to follow a_ liberal 
practice of renewal, especially in cor- 
nection with physical impairments. As 
of this date, we have not found occasion 
to non-renew any of the policies that 
we have issued. One area that does give 
us some concern and where we believe tt 
will be particularly appropriate to ex 
ercise our privilege of non-renewal is in 
the area of duplication of coverage. Be- 
cause of the nature of this coverage, !t 
follows that there will be many persons 
applying for these benefits who are only 
temporarily without coverage and who 
will find themselves again included un 
der a plan when they find employment 
with a new employer. 

“We believe it unsound and_ unde- 
sirable,” said Mr. Thaler, “to permit the 
pyramiding of hospital coverage beyond 
a reasonable point. Our present think- 
ing is that we will refuse renewal ©! 
individual policies where we have ev 
dence that the individual is insured for 
more than $20 of daily benefits. 

“As I have already indicated, we have 
not been stampeded with group policy 
holders demanding this additional bene- 
fit. At the present time, only abot! 
25,000 employes are covered under ot! 
group policies which contain this priv 
lege of conversion. From the time this 
became effective for these 
groups, there have been approximatel) 
8,000 terminations of employment, all 
we have issued only 200 individual poli- 
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cies representing a conversion rate of 
24% of the termination. 

“Of these 200 policies issued,” he said, 
“67% of them are still in force”. He said 
that this indicates a much higher lapse 
rate sere we are experiencing under our 
regular S. & A. business. 

“Our experience up to the present 
time is much too limited to reach any 
conclusions in regard to morbidity re- 
sults,” said Mr. Thaler in his concluding 
remarks. “In setting our premium rates, 
we anticipated morbidity somewhat in 
excess of the level under group policies 
and, if experience continues at its pres- 
ent level, this business will be self- 
supporting on the basis of our present 
premium rates. 

“When we made this coverage avail- 
able, we thought there would be many 
sales made in anticipation of a specific 
claim. Our experience to date has 1n- 
dicated some support for these ideas. 
An analysis of the causes of claims does 
show a preponderance of claims which 
suggest pre-existing conditions. There 
has been no indication that these par- 
ticular policies tend to lapse immedi- 
ately following claim for these condi- 
tions. The lapses that have occurred 
seem to be quite independent of claims.” 


A. Howard Hotson 


In his talk A. Howard Hotson stated 
that for the three-year period from 1951 
to 1953, Zurich General’s premium in- 
come under its conversion plan has been 
about $80,000 and its claims ratio has 
been between 70 and 80% of premium. 
It does appear, he said, that the loss 
ratio is gradually rising. 

At this time his company has covered 
about 1,200 to 1,300 different individuals 
for an annual premium of approximately 
$35,000 to $40,000. “During the last 15 
years,” he explained, “our conversion 
privilege has made available hospital 
and surgical coverage to many persons 
desiring and needing protection. Many 
of such persons would not have been in 
sufficiently good health to obtain indi- 
vidual policies. We trust that our ‘ex- 
periment’ has been a worthwhile contri- 
bution to the dev elopment of group hos- 
a il- surgical insurance.” 

Earlier in his talk, Mr. Hotson said 
that in the fall of 1940, one of the group 
representatives suggested to the home 
office group department that arrange- 
ments be made which would permit an 
employe leaving the service of his em- 
ployer to continue his hospitalization 
insurance if he desired to do so. 

“Taking as a pattern the conversion 
privilege used in group life insurance,” 
said Mr. Hotson, “our group hospital 
policy was amended to permit an em- 
ploye leaving the service of the group 
policyholder while the master policy was 
in effect to convert to an_ individual 
policy without evidence of insurability or 
medical examination, 

“This privilege would be confined to 
employes under 65,” he continued. “The 
departing employe would be entitled to 
convert his own coverage and that of 
his dependents to an individual policy at 
the rates then in use by the company, 
such policy to afford the same daily hos- 
pital benefit as he had under the group 
Policy or, at his option, lower benefits.” 


No Individual Policy Available 


He said the company did not have 
available an individual hospital policy 
Which in the opinion of the group de- 
partment would be a proper vehicle for 
this experiment and therefore, a new 
policy form was prepared. ‘ ‘This policy,” 
he said, “had the same exclusions as 
the group policy such as occupational 
accidents and disabilities covered under 
workmen’s compensation, etc. It did 
cover preexisting conditions and _ pro- 
vided for the payment of benefits for 31 
days during any one policy term of 12 
months and for the payment of hospital 
extras up to five times the daily benefit 
during any one period of disability. 

“In 1940 it was not customary for 
group policies to continue dependent 
maternity benefits for nine months after 





termination of employment so the indi- 
vidual policy provided for immediate ma- 
ternity benefits and thus gave continu- 
ance of maternity coverage with benefits 


up to 10 times the daily benefit. This 
was subsequently changed to _ nine 
months deferred when group policies 


added extended maternity. The right to 
refuse renewal at any premium due date 
was reserved.” 

Mr. Hotson explained that the rates 
charged for the individual policy were 
from 35% to 50% above the then current 
group rates and established at $2.50 per 
year per $1 of daily hospital benefit for 
a male; $4 per year per $1 of benefit 
for a female and $1.50 per year per $1 of 
benefit for each child. No commissions 
were paid, he declared. 

“The first group policies to which the 
conversion arrangement was added were 
written early in 1941,” said Mr. Hotson. 
“In 1943 this conversion privilege was 
included in all group hospital policies 
subsequently written. The certificates 
and announcement material distributed 
to employes contained a full outline of 
this benefit. 

“As surgical benefits became popular 
our forms were amended to permit the 
employe to also convert his group sur- 
gical benefits. This change was made 
in 1946,” he said. 

Mr. Hotson continued: “In 1951 the 
65 year age limit for conversion to an 
individual policy was removed from the 
group policy and since that time conver- 
sions have been permitted regardless of 
age. In addition the benefits payable for 
hospital extras were increased from five 
to 10 times the daily room benefit. 
These changes were made without a 
premium increase. 

“While our statistics are somewhat 
limited,” the speaker continued, “a re- 
view has been made of available records 
for three full years 1951, 1952 and 1953. 
It has been estimated that of the em- 
ployes leaving our insured groups and 


eligible to convert only 1.5 to 1.6% ac- 
tually do convert. For each 100 em- 
ployes converting there have been polli- 
cies issued for an average of 160 indi- 
viduals. This means that there is cov- 
erage for 1.66 persons in each family of 
an employe converting.” 

He disclosed that the voluntary lapse 
ratio is quite high. “Our coverage in 
one state,” he said, “was reviewed for 


this same three-year period of 1951, 1952 
and 1953 and during this time there 
were 106 different policies in force. Five 


were canceled voluntarily by the insured 
during the policy term and for these 
return premiums for the unexpired term 
were refunded. “Three terminated by 
death, 31 lapsed voluntarily by the 
policyholder for non-payment of pre- 
mium and one policy we refused to re- 
new, making a total of 40 policies in 
that state lapsed during this three-year 
period. As of December 31, 1953, there 
were 606 policies in force. 

“The one policy the company refused 
to renew in the above one state sur- 
vey for the three-year period was re- 
fused renewal in 1953,” said Mr. Hotson. 
“It was issued in 1948. During this five- 
year period there were six claims pre- 
sented and paid. Of these six claims, 
four were for the former employe and 
two for his wife. In 1948 a $37 claim 
for the man was paid. 

“In 1949 there was a claim for the 
man of $18. In 1950 a claim for his wife 
for removal of gall bladder, for $120. 
In 1951 the man was paid a claim for 
hemateria, for $140. In 1952 a claim 
was paid for the wife for thrombosis and 
embolism for $180. In 1953 a claim was 
paid for the man on account of acute 
arthritis amounting to $65. Total claims 
$560. Total premiums for five years, 
$162.50. 

“Our renewal underwriting has been 
lenient,” he concluded, “and we expect 
- continue this practice as long as pos- 
sible. 
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Major Problems Explored 


(Continued from Page 39) 


Mr. Beers said he had sufficient infor 
mation about its provisions to give the 
3ureau-Conference people a_ closeup 
view. He is in a position to do so as 
he is one of three insurance executives 
who have worked closely as advisers 
with the Civil Service Commission which 
has been delegated to handle the pro- 


gram. The other two are J. Henry 
Smith, Equitable Society’s vice presi- 
dent and actuary, and M. C. Nichols, 
Provident Life & Accident vice presi- 


dent. Their contact man in the commis- 
sion is Warren Irons. Mr. Smith is 
chairman of this committee. 

Blue Cross and Blue Shield péople 
also have a similar advisory committee 


Steps Leading Up to Present Plan 


Describing the steps which led up to 
the Federal employes’ coverage in the 
form which, he expects, it will take in 
the draft bill, Mr. Beers noted: “One of 
the first decisions made by Civil Serv- 
ice Commission was to discontinue sepa- 
rate purchases of hospité ul-surgical cov- 
erage by thousands of local units of the 
government. Chief reason for this step 
was the inability to delegate responsi 
bility to managers of local units. 

“We were then faced with an infinite 
number of possible approaches to the 
program and these were discussed for 
months. It seemed that every meeting 
we started off with a complete rediscus- 
sion of what was said at the previous 
meeting! Finally represent itives of em- 
ployes were brought in to hear what 
we had to offer. Blue Cross, Blue Shield, 
industrial experts from General Electric 
and General Motors, American Hospital 
and American medical associations, in 
addition to ourselves, were in attend- 
ance. Sometime later the employe rep- 
resentatives reported to Mr. Irons on 
the form of the bill.” 

Mr. Beers then outlined provisions of 
this contemplated bill. Noting that ‘ ‘the 
plan is a monstrosity in some respects, 
he explained: “The Government will 
contribute one-third of the cost up to 
$58.50 for unmarried employes and up 
to $156 for employes with dependents.” 
Indicating that Congress will be asked 
to raise the Government’s contribution 
from 3314% to 50%, Mr. Beers said he 
would rather have the Government pay 
one-half. 

It was then pointed out that each 
employe will have four choices. First, 
under section 3-a of the bill, he can sign 
up with Blue Cross, Blue Shield, or 
plans like HIP in New York, but not 
in fly-by-night organizations. One-half 
of the employes, in fact, are already 
carrying hospital-surgical with the Blue 
Cross or Blue Shield. This isn’t to 
insurance company liking but Mr. Beers 
pointed out: “We feel we must make 
the best of it.” ; 

Second choice (section 3-b) is to con- 
tinue to be insured in national employe 
associations such as those maintained by 
the Post Office Department. Mr. Beers 
said that many of such plans are under- 
written by insurance companies. 

Third choice (section 3-c) would be to 
permit a local group of employes to buy 
a group insurance policy provided 75% 
of them subscribe. Such a procedure 
would be subject to CSC regulation. 
“Whether this will be a practical group 
plan under which some of us can under- 
write some of the business, only the fu- 
ture will tell,” observed Mr. Beers. 


The Insurance Co. Plan 


Coming to the fourth choice (section 
3-d) the speaker labeled it the “insur- 
ance company plan” and said: “It would 
provide for the purchase by the Civil 
Service Commission of a group policy 
under which any employe can sign up if 
he hasn’t already done so in another 
plan. He estimated that this plan will 
attract applications from about 600,000 


(Continued on Page 42) 
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_Leaders of International 


Assn. in 2-Day Session 
APPROVE NEW DISC PROGRAM 


Executive Board Pleased With Preview 
of Silver Anniversary Meeting; Decide 
on Miami for 1956 Gathering 
Chicago, Feb. 5—The executive board 
of the International Association of Acci- 
dent & Health Underwriters with almost 
100% attendance completed a_ two-day 
meeting here today at the Drake. Top 
ranking officers of the association were 
also on hand as plans were laid for a 
wide expansion of International's activi- 
ties and for a completely revised DISC 

training program. 
The board gave its approval to DISC 


plans submitted recently by the educa- 
tional committee, headed by | Mag- 


nuson, Federal Life & Casualty, which 
embrace a complete revision of text ma- 
terial, uniform curriculum for all DISC 
schools, employment of a full-time DISC 
administrator for the  International’s 
headquarters here, and a suitable form 
of recognition for those completing the 
series of examinations which will be a 
part of the new text material. 

A preview of International’s — silver 
anniversary convention, set for San An- 
tonio June 13-15, was also presented 10 
the board and met with complete ap- 
proval, O. D. Harlan, general chairman 
of the convention committee, said that 
the speaking program is practically com- 
pleted and that San Antonio is prepar- 
ing to handle a large attendance. 

The board also accepted the invitation 
of the San Souci, Saxony and Sea Isle 
Hotel group, Miami, Fla., to hold Inter- 
national’s 1956 annual convention there. 
The dates selected are June 14-16. 

April 18 Membership Monday Drive 

Approval was also given by the board 
to another “Membership Monday” na- 
tionwide campaign. Date set is April 18. 
Local association presidents nationwide 
will be advised this month of the pro- 
cedures to be followed. It is hoped to 
stimulate widespread interest in this 
project which a year ago netted the 
International an encouraging increase in 
members. 

The board then expressed satisfaction 
with the process whereby local associa- 
tions are being kept in close contact with 
the International. The consensus is that 
the legislative and public relations pro- 
grams are being well received by the 
local units. Clifford B. McDonald, Dal- 
las, vice president in charge of public 
relations, advised that he would continue 
his regular bulletins to the locals. His 
next communication to them will include 
a copy of the booklet, “The Health In- 
surance Story,” published by the Health 
Insurance Council. He said that this 
story offers local units a good approach 
to the public, particularly to the medical 
profession. 

Throughout his report Mr. McDonald 
stressed that success of International’s 
public relations program depends upon 
its ability to place the true story of the 
A. & H. business before the insuring 
public and producing agents. 

» T. K. Mersereau Reports 

Kenneth Mersereau, Baltimore, re- 
canine as chairman of the Leading 
Producers Round Table, told the board 
that more agents than ever before are 
showing an interest in attaining the 
LPRT award. Increased qualifications 
for membership have been well received, 
he said. Local units have been advised 
that their LPRT qualifiers should sub- 
mit their applications as soon as _pos- 
sible. The deadline is May 1. Mr. Mer- 
sereau also informed the board that 
qualifiers will receive their awards at 
special meetings of their respective local 
units. Thus, they will benefit by pub- 
licity in their own communities. In addi- 
tion special recognition will be given to 
all qualifiers who attend the San Antonio 
convention in June, 


Continued expansion of the “Accident 


” 


& Health Underwriter,” the monthly 
magazine of the Intern: itional, is also 
planned by James Cummings, its editor, 
who made a “progress report” to the 
board. 

A party in honor of International’s 
board members and officers was given by 
the Health & Accident Underwriters 
Conference following the meeting today. 


Light and Jordan 


(Continued from Page 39) 


group department since 
1950, has been associated with the or- 
ganization since 1923. All of his service 
has been in its group department. He 
Was appointed an assistant secretary in 
1946. 

A native of Gilbertsville, N. Y., he was 
graduated from Yale University with a 
B.A. degree—he worked his way through 
Yale—and received his law degree from 
the Hartford College of Insurance (now 
part of the University of Connecticut) 
in 1937. He was the first law graduate 
of the Hartford College. 

In 1918 Mr. Light was a cadet in the 
Naval Air Corps. The family’s affinity 
for the Navy and flying is being carried 


the Travelers’ 


on by his older son, Glenn S. who is a 
first lieutenant and pilot in the USAF 
and i in the Navy during World 


War 

Mr. ‘Light's hobbies include golf, base- 
ball (rooting for the Giants) and an ac- 
tive interest in nearly all sports. He has 
been a judge of the Town Court, a 
Police Commissioner and chairman of 
the Zoning Board of Appeals in Weth- 
ersfield, Conn., and is a former secre- 
tary of the ( ;OP Town Committee there. 
His clubs include the Hartford Club, the 
Yale Clubs of New York and Hartford, 
the Hartford Golf Club and the Weth- 
ersfield Country Club. He is a member 
of the American, Connecticut and Hart- 


ford County Bar Associations. 

Married to the former Dorothy Bar- 
num of Bridgeport, the couple has two 
sons, Glenn S. and Terry B., who is 
now attending Yale University. 

For the past nine years George R. 
Jordan has been vice president of the 
Republic National Life in charge of its 
group division. A native Texan, his in- 
surance career began with the South- 
land Life of Dallas as general agent. La- 
ter he bought, with associates, the In- 
ternational Travelers of Dallas, which 
company was reinsured in 1946 by Re- 
public National Life. 

A public spirited citizen of Dallas, Mr. 
Jordan is prominent in Masonic and 
charitable activities. He is a past po- 
tentate of Hella Temple Shrine, past 
commander of Knights of Constantine; 
is currently member of finance commit- 
tee and treasurer of Hella Temple, and 
is a 33rd degree Scottish Rite Mason. 
He is also a past president of Lions 
International and the Texas Life Con- 
vention and currently is serving as 
president of the Dallas Council of the 
Havy League of United States. His 
clubs include Dallas C.C., Dallas A.C. 
and Austin Club. 

One of his two sons, George R., Ir., is 
vice president and actuary of the South- 
land Life and the other, Edwin B., is 
executive officer of Leo F. Corrigan Real 
Estate Interests, Dallas. 


Major Problems Explored 


(Continued from Page 41) 





employes. Mr. Irons was told that “we 
will take it on but if it does not attract 
that many employes it might be difficult 
to get insurance companies to under- 
write it.” Mr. Beers estimated that total 
premium involved for the companies 
would be about $60 million. 

He then explained that provisions of 
the draft bill as to what companies will 
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issue and what companies will be en- 
titled to be reinsurers are parallel with 
provisions under the Federal emp! rve’s 
bill for Group life insurance. Also simi- 
lar are the requirements as to the Goy- 
ernment fixing the premium, net reten- 
tions, etc. 

The contemplated coverage includes 
reimbursement for hospital room and 
board of $12 per day for 70 days; $24) 
for miscellaneous fees; $200 maximum 
for surgical benefits; hospital-medical 
allowance for non- -surgical up to $3 4 
day for 70 days; diagnostic, X-ray and 
laboratory—$25 in calendar year and x 
maximum; maternity benefit of $150. 
major medical plan is —- contemp!: a 
with $100 deductible, 25% coinsurance 
and lifetime maximum “of $2,500 which 
may possibly be increased in the bill to 
$5,000. 

The speaker further explained that for 
retired employes the bill allows continu- 


ance of hospital-surgical benefits but 
limited to 31 days. X-ray and major 
medical benefits would be eliminated. 


The retired employe would contribute 
the same as active employes but there 
would be no Government contribution. 
There is also the possibility of a con- 
version pool as under the Federal group 
life program but the A. & H. companies 
have not yet decided on this one way 
or the other. 

As to the administration of the plan 
it is stipulated that the policy must be 
placed with a company licensed in all 
states and the D. of C. Under the Fed- 
eral group program CSC picked the 
primary company on the basis of size 
alone. Mr. Beers was cautious in ex- 
pressing the attitude of the Aetna Life, 
especially since the bill has not yet been 
introduced, but he hoped that his com- 
pany would receive serious consideration 
especially as it is the second largest 
writer of group hospital-surgical busi- 
ness. 

Before closing he explained the for- 
mula for allocation of reinsurance. “All 
insurers are eligible to be reinsurers and 
this includes the Blue Cross and Blue 
Shield, providing they are legally com- 
petent to sign a reinsurance deal. How- 
ever, we don’t know how many of them 
would want to reinsure with us and vice 
versa. They would be entitled to one- 
half of the business.” 

This afternoon George R. Jordan pre- 
sided at the “Sales and Service” session. 
It held the interest of a good-sized au- 
dience. Highspots of the talks delivered 
are given on another page. This evening 
a reception was given by the two or- 
ganizations. 

Breakfast Workshops 

Everyone is anticipating with keen in- 
terest the breakfast workshop sessions 
tomorrow and Wednesday. It will be 
truly a 10-ring circus. Under ten sepa- 
rate chairmen, each breakfast session 
will be repeated from 10 a.m. to 11 a.m. 
Estimating 30 in attendance at each ses- 
sion, some 300 A. & H. men will profit 
by comparing notes on current problems 
with one another. 

The formal address late tomorrow 
morning will be delivered by Frederick 
T. Googins, Massachusetts Mutual (re- 
viewed on another page) following which 
the conventioneers will gather for their 
annual luncheon. Guest speaker will be 
Bob Considine, well known news _ com- 
mentator and columnist, who will be in- 
troduced by A. W. Randall, Mutual ot 
Omaha. 

The afternoon addresses on “Coverage 
for Retired Employes and Their Ve- 
pendents” and on “Conversions” are re- 
viewed on another page of this week's 
edition. ‘ 

Final feature of this big gathering will 
be the major medical —— discussion 
on Wednesday with Edmund B. Whit- 
taker, Prudential vice president, and A. 
M. Wilson, 


& H. manager, sharing 


page as are the closing remarks by 


seph F. Follmann, 


of the Bureau of A. & H. Underwriters. 





Liberty Mutual’s assistant ‘. 
the ple utfor in. 


Their addresses are reviewed on another 
O- 


Jr., general manager 


Fet 











, 1955 


—== 


— 


e en- 
l with 
| ve’s 
- Simi- 
- Goy- 
reten- 


cludes 
1 and 
; $240) 
imum 
ecdical 
$3 a 
vy and 
cd $50 
50). A 
lated 
rance 
vhich 
ill to 


it for 
tinu- 

but 
najor 
ated. 
ibute 
there 
ition, 
con- 
roup 
nies 
way 


om- 
tion 
gest 
UISI- 


for- 
“All 
and 
sue 
om- 
ow- 
lem 
vice 
ne- 


re- 
ion. 
au- 
red 
ing 
or- 


February 11, 1955 








Page 43 








My Pop 
Works for 
Combined... 





When I Grow Up 





















I Will Too! 


COMBINED GROUP OF COMPANIES 


COMBINED INSURANCE COMPANY OF AMERICA 
COMBINED AMERICAN INSURANCE COMPANY 


HEARTHSTONE INSURANCE COMPANY OF MASSACHUSETTS 
FIRST NATIONAL CASUALTY COMPANY 


W. CLEMENT STONE, President 


5316 N. Sheridan Road Chicago 40, illinois 





Page 44 






7 
THE EASTERN 
UNDERWRITER 









4 AOE SERRE ME NR 











Tebruary 11, 1955 








Joint 


Bureau-Conference 


Group Meeting In Chicago 





Future of Major Medical Expense Ins. 
Explored by Whittaker and Wilson 


Chicago, Feb. 9—Two pioneers in the 
writing of major medical expense insur- 
ance—Edmund B. Whittaker, vice presi- 
dent of The Prudential, and A. M. Wil- 
son, assistant manager, A. & H. depart- 
ment of Liberty Mutual — held close 
attention here this morning as_ they 
expressed their views on this much- dis- 
cussed line, submitted company experi- 
ence, and pondered the question, “Where 
Do We Go From Here?” 

Mr. Whittaker, who is in demand as a 
speaker on major medical and who testi- 
fied along with Mr. Wilson and others 
about it a year ago before the Wolver- 
ton Committee in Washington, said that 
while major medical has captivated 
everybody’s interest (some 50 companies 
are now in the field) “it has not de- 
veloped as fast as I expected.” He ex- 
plained: 

“This is because there is no standard 
product and each company entering the 
competition advances new ideas. The 
result is that the prospective buyer be- 
comes hopelessly confused. . . . We have 
confused the issue by concentrating on 
trivia which seems to be one of the 
inevitable accompaniments of our free 
competitive system.” 


Accurate Estimate of Future 
Costs Difficult 


Mr. Whittaker pointed out 
though every company in 
watches its own experience, the general 
feeling among group actuaries with 
whom he has talked is that it would be 
almost impossible at this time for even 
one company to conduct a scientific in- 


that al- 
this field 


vestigation which could be expected to 
give an accurate estimate of future costs 
of major medical. 

“In the first place,” he explained, 
“there is a multitude of different types 
of plans varying by deductibles, benefits, 
policy provisions and other characteris- 
tics such as age, sex and income. Sec- 
ondly, we have not had enough experi- 
ence to determine how far the existence 
of this insurance is going to lead to an 
increase in medical fees.” 


Current Trends 


While the emphasis still seems to be 
on major medical benefits for top-paid 
people, a trend is more and more evi- 
dent to make the coverage available for 
all employes. In Mr. Whittaker’s opinion 
‘the ultimate solution will be to throw 
out all basic coverage and have a major 
medical plan with a $50 or $100 de- 
ductible.” 

He felt that an employer contribution 
toward the cost of major medical was 
most desirable, particularly from the 
viewpoint of dividend equities. The ex- 
perience of three other large companies, 
he said, bears out that nearly all major 
medical plans written include some em- 
ployer contribution. As to deductibles, 
two companies handled them on an “all 
cause-calendar year” basis principally 
because it is simple to explain and 
easily understood. Another says there is 
no strong demand for the “per person- 
per year” deductible as opposed to the 
“each illness deductible.” 

Speaking of cases which are written 
with a flat deductible and with no inte- 
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Whittaker noted that one 
company to whom he has talked said 
that “we withdrew this plan from the 
market in July, 1953, and since then 
have seen very little demand for it. We 
have not written many cases involving 
superimposed major medical on top of 
existing Blue Cross and/or Blue Shield 
coverages primarily because we have 
been very selective in our underwriting 
of major medical.” 


gration, Mr. 


Prudential’s Experience 


Mr. Whittaker pointed to a number 
of Prudential case studies of major a 
ical claims, one of which illustrated, 
follows, that in the case of serious ill. 
nesses payments under basic plans are 
relatively inconsequential, “whereas ma- 
jor medical really does a job.” 


Basic Ma‘or 
Amount of Total Plan Medical 
Eligible Charges Benefits Benefits Both 
Less than $500......... 42% 21% 63% 
$500 —$1,000 ......... $1 24 75 
$1,000—$2,500 ......... 40 39 79 
$2,500—$5,000 ......... 27 53 80 
$5,000 and over ........ 16 62 78 
ll Seo s.5s00 aii 40% 37% 77% 


One of the strongest points made by 
the speaker was that major medical must 
be a comprehensive coverage. He de- 
plored the trend which some companies 
are following in trying to sell the cover- 
age at low rates with limited coverage. 
“From all the experience we have had 
it is easier to enroll employes on liberal 
benefits than on limited benefits at a 
lower cost,” he stressed. 


Wilson on Major Medical’s Future 


A. M. Wilson approached the subject 
from the angle that the future of major 
medical and the future of the A. & H. 
industry are synonymous. Pointing to 
the new movement in basic medical phil- 
osophy which is geared to keep healthy 
people healthy, he said: “The day is close 
at hand when the American Medical 
Association will recognize this specialty 
in medicine as ‘having equal stature with 
surgery. 

“Tf the insurance industry could do for 
the industrial physician what the soap 
companies have done for the surgeon, we 
would be making great progress. More 
important, if we do the research neces- 
sary to harness the knowledge of indus- 
trial preventive medical science, the dol- 
lars for research will represent only a 
small part of the dollars saved in pay- 
ments for cure. Prevention is the key 
to guarantee the adequacy of reserves. 

“Thus, barring socialization of our in- 
dustry, major medical can make our 
future great with ever increasing oppor- 
tunity as our economic life unfolds. Even 
the complexities of coverage may be 
solved. You have all read of labor’s 
objectives to obtain a guaranteed annual 


wage. This objective has been a long 
time in building to a proposal stage. 


While it poses many problems for busi- 
ness management, no one can deny that 
if it can be accomplished, it could con- 


» eR 


EDMUND B. WHITTAKER 


tribute much to the stability of our eco- 
nomic life. If it succeeds, major medical 
can move in to insure medical cost in 
any year in excess of a certain percent- 
age of the guaranteed wage.’ 

Early in his address Mr. Wilson listed 
‘4 early major medical objectives of 

Liberty Mutual (1948) and then explained 
how they ‘have worked out. “The first 
major issue to arise,” he said, “following 
the proof that major medical could be 
underwritten, concerned itself with inte- 
grating the plan with existing coverage. 
Initially, in our experiment, we were not 
concerned with integration. We were 
interested in finding out whether broad 
coverage could be written and how much 
it would cost. If these facts were known, 
the facts themselves would indicate 
whether major medical should be inte- 
grated with basic group plans, or the 
alternative which few people talk about, 
of revamping our basic plans to incorpor- 
ate major medical principles. 

“Some people felt so strongly about 
their opinion that, major medical should 
be integrated, that they incorporated in- 
tegration as an objective in the experi- 
ment. They began talking about major 
medical as the newest addition to the 
family of coverage. As such, major med- 
ical took its place at the end of the 
parade, preceded by ‘hospitalization, sur- 
gical and minor medical and that army 
of frill coverages born out of the heat 
of competitive enterprise. With major 
medical in this tail end position, it be- 
came the prime target for price con- 
sideration.” 

Rationalization of Opinions 


‘Mr. Wilson continued by saying that 
“one of the facts developed by our 
experiment on major medical with broad 
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dent that basic changes would have to be 
adopted in group reserving techniques if 
we were to honestly meet the challenge 
of major medical coverage for older 
people. With major medical placed at 
the tail end of the family of group cov- 
erages, it became evident that the amount 
left over was not sufficient to support 
broad coverage. This situation led to 
rationalization of major medical opinions 
out of which came the following: 

“(1) The Corridor: If you rationalize 
economic need, it is possible to conclude 
that the average person has not suffered 
financial loss for medical expense until 
he has had to spend money out of his 
own pocket over and beyond what he has 
paid in insurance premiums and received 
in benefits from his regular group insur- 

g ance plan. The deductible, then could be 
established to start at the point where 


T eco- the basic coverage ceases and continue 
1edical to that point beyond which further out- 
ost in of-pocket expense would create a major 
rcent- hazard. At this point, major medical 
would take over to assume 75% or 80% 
listed of the loss. Thus, we have corridors of 
res of flat amounts, regardless of income, rang- 
lained ing from $50 to $500. We have corri- 
e first dors of amounts geared to income such as 
lowing 1%, 2%, 3%, and 5% of income subject 
uld be to minimums and maximums. We have 
1 inte- corridors based on a calendar year basis 
erage. and on a disability year basis. 
re not “The difficulty arising from this ration- 
were alization comes from the conflict in logic 
broad which must necessarily arise in the minds 
much of the public when on the one hand we 
cnown, willingly yield to paying full cost of 
idicate hospital care, $5 and $10 surgical ex- 
» inte- penses, $2 and $3 office and home call 
or the visits, and then reverse ourselves by 
about, demanding a big corridor of out-of-pocket 
orpor- expense for severe and costly illness. 
This brings us back to the fundamental 
about issue : 
should “Should broad coverage for major 
red in- medical be eliminated by a corridor ap- 
“xperi- proach to maintain false economic con- 
major cepts inherent in basic group insurance 
to the plans or should the corridor idea be 
- med- introduced into basic group insurance 
of the plan so the savings resulting from pay- 
n, Sur- ments on small claims can be used to 
army support broad coverage for major losses ? 
e heat I believe we can look forward to the 
major day when competition will eliminate the 
it be- corridor deductible. 
> con- “(2) Terminating Benefits: Another is- 
sue arising from opinion is the matter of 
terminating benefits after a_ specified 
period of time. Thus, some plans now 
g that specify that benefits are not payable for 
y our any one injury or illness beyond one or 
broad two years. What about the expense aris- 
—— ing in the third, fourth or fifth year? Is 
it not a major medical expense because 
It was preceded by one or two years of 
expense? We all recognize that carry- 
ing major medical over a longer period 
ot time, up to the point where the maxi- 
mum is exhausted, requires careful re- 
serving practices by the insurance car- 
ner. Isn’t reserving a basic element 
of insurance ? 
_ “Concomitant with the idea of limit- 
ing the coverage to a one or two year 
Period came the increase in maximums. 
Thus, such plans limiting the time dur- 
ing which expenses are covered, now 
Provide maximums of $10,000 and even 
$20,000. What will the people say when 
they begin to realize that except for 
the very wealthy person, a $20,000 maxi- 
mum with a two year limitation could 
Provide considerably less in benefits than 
Jent a $5,000 maximum without such a time 


limit ? 
Time Limits for the Deductible 


“Q) Time Limits for the Deductible: You can 
fasily rationalize the proposition that if medi- 







deductible. While this system does eliminate some 
of the minor prolonged expense from building 
up to a major medical loss, and eliminates minor 
expense following a serious major expense ill- 
ness, it also introduces a time element into the 
economic problem of major illness which places 
an arbitrary control over benefits which in the 
individual situat‘on may have no logical justifi- 
cation. 

(4) Exclusion of Specific Diseases: Once the 
limitations have cut down the price of major 
medical by the three devices mentioned above, 
the job can be completed by eliminating the big 
problem—the diseases. Thus, mental illnesses 
which create tremendous medical expense can 
be completely eliminated. The same can be done 
with tuberculosis, heart disease, stomach ulcers 
and cancer.” 

One of Mr. Wilson’s main conclusions 
was that the limited type plan will not 
survive. He said: “While the greatest 
number of people covered under major 
medical have the limited type plan 
geared to produce a low rate, it cannot 
be argued that this represents the peo- 
ple’s choice. Their choice was not 
whether to buy broad coverage or limited 
coverage, but merely to make a selection 
from what was offered. The handwrit- 
ing on the wall is already clear that such 
limited plans will not survive.” 

Mr. Wilson agreed with Mr. Whit- 
taker as to the keen interest of mem- 
bers of the Wolverton Committee in 
learning at its 1954 hearings about ma- 
jor medical insurance. “I gained the 
impression that no other activity of the 
insurance industry made a more pro- 
found impression upon our legislators 
than the activity on major medical,” he 
said. “An objective analysis of the Fed- 
eral reinsurance bill gives the distinct 
impression that it was motivated by a 
sincere desire to do something construc- 
tive in the major medical field, but from 
the knowledge we have gained in ex- 
perimentation in this field, I believe this 
reinsurance method is not attuned to the 
objective. 

“There seems to be quite general ac- 
ceptance of the thesis that if private en- 
terprise over a reasonable period of time 
does not meet public demands, the peo- 
ple turn to the government.” 


Statutory Disability Laws; Cites 
Progressive A. & H. Growth 


Chicago, Feb. 9—As the concluding 
speaker at the Joint Bureau-Conference 
Group Meeting here, J. F. Follmann, 
Jr., general manager of the Bureau of 
Accident & Health Underwriters, ade- 
quately summed up the spirit and pur- 
pose of the three day convention. 

Mr. Follmann said that the meeting 
had focused on such areas of experimen- 
tation as major medical expense insur- 
ance, providing coverage for retired per- 
sons, conversions, and extending the 
economies of group A. & H. insurance to 
small groups, in addition to some of the 
more fundamental aspects of the A. & H. 
business. 

“With every new legislative year the 
industry is faced with the introduction 
and possible enactment of new statutory 
disability insurance laws as well as the 
amendment of existing laws,” he declared. 
“This form of group insurance, because 
of its compulsory aspects, presents a 
unique set of problems which, in ef- 
fect, pyramid the responsibilities already 
placed on the industry.” 


Increased Possibilities of Such 
Legislation 





Mr. Follmann emphasized that while 
this subject has for the past few years 
represented a slumbering potential to the 
industry, 1955 brings reports of increased 
possibilities of such legislation in Massa- 
chusetts and the District of Columbia. 

Acknowledging the work done to make 
this gathering a success, he said: “We 
are indeed indebted to the educational 
seminar subcommittee of the Bureau and 
the program committee of the Confer- 
ence for developing such a thought-pro- 
voking and truly stimulating discussion 
of some of the more vital problems with 
which the group business is faced to- 
day.” 

“The record attendance of more than 
300 companies,” he said, “represented by 
in excess of 500 representatives clear- 
ly indicates the industry-wide acceptance 
which this type of forum has received 
for the discussion of problems arising 
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legal reserve life insurance companies 


Company’s Expansion Program Offers 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE CO. 
OF CHICAGO 


R. D. ROGERS, 
Director of Agencies 


NORTH AMERICAN BUILDING 
Chicago 3, Ill. 





Indianapolis, and Stuart A. Robertson of 
Seattle, consulting actuary, to associate 
membership. 








Canada 
calls 
"GO-GETTERS” 

















* Earl Putnam 


On the Prairies 


Oil development in Canada's 
Prairie Provinces is unequalled 
anywhere in the world. 


Soon the country will be oil self- 
sufficient. 


This oil boom, which elevated 
Edmonton into world prominence, 
is but one... and a significant 
one... factor in advancing 
Canada into a leading industrial 
position among the nations. 


It provides Canadians who wish 
to return to their homeland with 
opportunities exceeding their 
fondest dreams. 


Canada Health & Accident As-- 
surance Corporation gives a 
special welcome to returning 
insurance men. 


It has the most lucrative terri- 
tories available . . . it pays high 
commissions . . . it offers policies 
which almost sell themselves. 
Join with Canada Health & Acci- 
dent Assurance Corporation and 
let us participate together in 
Canada's broadening economic 
opportunities. 


*President, Canada Health 
& Accident Assurance Corp. 





ANADA HEALTH & ACCIDENT 
ASSURANCE CORPORATION 


“Sebi Canadien Company 


WATERLOO 
CANADA 


Home Office Ontario 
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Panelists Discuss Proper Selection 
And Training of Sales Service Men 


E. E. Brill, General American Life; R. I. Finnell, T. E. Baldwin, 
T. P. Coyle, All of Mutual Benefit H. & A., Tell of Educa- 
tional Methods That Produce Results for Their Companies 


Chicago, Feb. 7—The training of sales 
and service men and the many problems 
inherent in this education made for 
a panel discussion of current interest 
among the group men here today. Par- 
ticipating in the panel were: Emil E. 
srill, vice president, General American 
Life; Thomas E. Baldwin, group sales 
manager, Mutual Benefit H.& A. As- 
sociation; T. P. Coyle, chief under- 
writer, Mutual Benefit H.& A. Associ- 
ation; Richard I. Finnell, supervisor, 
group training program, Mutual & 
United of Omaha. 

The panelists put forth clear-cut rea- 
sons for the selection and training of 
the right type of individuals for this 
category in the group field. 


Emil E. Brill 


Mr. Brill began his talk by discussing 
the Charted Career Training Program 
inaugurated by General American in the 
summer of 1947. He said that the com- 
pany since then has depended mainly 
upon this program to supply the trained 
manpower for the building of its group 
field organization. “It has only resorted 
to the hiring of experienced men,” he 
said, “when the exigencies of its group 
business required and no one in the 
training program was ready for the 
assignment. 

“This far, 33 young men ‘have been 
introduced into this tr ining program,’ 
he said. “A very large majority of these 
are college graduates. Those who were 
not college men at the time of their 
employment were felt to have the ex- 


perience and ability to offset this re- 





quirement. 
“These men have come from three 
sources—our college recruitment pro- 


gram, newspaper advertisements and ref- 
erences by our group field organization. 
Of these 33 men, 26 are still in the com- 
pany’s employ or will resume their em- 
ployment as they complete their military 
training work. 

“The present distribution of these 26 
men is as follows: one is a_ general 
agent; two are supervisors in the ordi- 
nary division; four are senior group 
field men; four are serving as group 
representatives and upon completion of 
their four-year training period provided 
they elect to remain in the group divi- 
sion, will shortly be.senior men; six 
are in training in the field; five are in 
training in the home office and one is an 
outstanding home office employe.” He 
continued: 

Produced Worth-while Results 


“You'll agree on the basis of this 
showing this program has_ produced 
worth-while results. It is our belief 
these results are due to it being a well 
charted program—each man knows where 
he is headed, how long it will take 
to arrive and what he will will be paid 
at each station on the way. As he com- 
pletes the program, he has available to 
to him a choice of positions—positions 
which will afford a worth-while income.” 

Mr. Brill said that it was the feeling 


of his company that these results are 
due to the selection process being a 
severe one. Many are contacted, few 


are chosen, he said. “We do not seek 


those who are only interested in an im- 
mediate large salary. 

“The importance attached to the se- 
lection of trainees is indicated by our 
review committee consisting of our pres- 
ident, our vice president who has charge 
of our agencies, our vice president who 
handles our public relations and our vice 
president who supervises the operation 
of our group division. 

“Each member interviews an appli- 
cant separately. He files with the secre- 
tary of the committee a written ap- 
praisal on a form provided for that pur- 
pose and indicates his decision as to 
emploving the applicant. Unless all ap- 
praisals are favorable and each member 
of the committee approves of an appli- 
cant’s employment, he is not introduced 
into this course.” 


Steps of Education 


Mr. Brill gave the following steps in 
the education of each new trainee: 

“Upon employment each trainee spends 
his first week in the group sales and 
field service department. The next five 
weeks are spent in the group policy 
administration department. Here the 
trainee becomes versed with group pol- 
icy contracts, insurance certificates, and 
the program used in issuing new  busi- 
ness and revising and enlarging exist- 
ing cases. Following this, he is assigned 
to the group underwriting department 
for seven weeks. 

“In this department, he is instructed 
in underwriting regulations and in the 
making of quotations for new business 
and for the revision of existing cases. 
Here the trainee actually handles the 
making of quotations and the approval 
of submitted business, subject to review 
by a senior underwriter. 

“Next, the trainee spends three weeks 
in the group accounting department 
where he is acquainted with all phases 
of our premium billing and_ collection 
procedures. He does desk work in this 
department. 

“He is then assigned for two weeks 
to our group accident and_ sickness 
claim department where he is instructed 
in the fundamentals of claim handling 
and payments and where he actually 
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Among insurance business leaders everywhere this progressive 
Company has been known and respected for more than half a cen- 
tury. So it is only natural that the careers of the many successful 
men whom Inter-Ocean has attracted to its ranks are high-lighted 
by devoted service for advancement of their profession. 
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Life, Hospital, Medical and Surgical Expense, and Income Protec- 
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makes claim payment computations. The 
trainee then spends ten weeks in opr 
home office group service depart: ment, 

“His correspondence work begins with 
the development of pre-renewal informa. 
tion and how to analyze and make use 
of the information developed. 

“While the trainee is taking his home 
office training work, he is required to 
complete our ‘Introduction to Career 
Underwriting’ primary course in ordj- 
nary life insurance. 


Works With Senior Group 


Representatives 


“After the completion of this intense 
seven months training period, the trainee 
is assigned to work with our senior 
group representatives in the St. Louis 
area or with a senior group representa- 
tive in one of our other territories, 
Occasionally, depending upon the man 
and progress he has shown in his train- 
ing period, we may assign the trainee to 
one of our territories served by a single 
group representative. 


“His field training period consumes 
17 months. This is spent primarily in 
doing group service work—contacting 


our existing group policyholders, seeing 
that the administrative phases of the 
group insurance is being handled prop- 
erly and in conducting the solicitation 
of uninsured eligible employes.” 

Mr. Brill went on to explain that with 
the completion of his home office and 
field training, the trainee is ready for 
an assignment as group representative to 
do a combination sales and service job. 
He mentioned that during this two year 
field training period, the trainee is re- 
quired to take Great American’s “Inter- 
mediate Course in Ordinary Life Insur- 
ance” and upon completion of this course 
is given a contract to write ordinary 
and personal accident and sickness in- 
surance. 

“At the end of the fourth year,” he 
continued, “the trainee returns to the 
home office to discuss with the executive 
reviewing committee and our company’s 
president whether ‘he is to remain in the 
group division as a senior group sales 
representative or as a regional group 
manager with the opportunity of ulti- 
mately reaching top group division jobs 
or to transfer to the ordinary life divi- 
sion with a view of becoming a general 
agent, district manager or agency Su- 
pervisor. Whatever course he _ follows 
is primarily his election. 

“If he elects to remain in the group 
division,” he continued, “he is given 
either a senior group sales representa- 
tive or a regional group managerial as- 
signment. He gives up his contract to 
write ordinary and personal accident and 
sickness insurance, but in lieu of this, 
operates under our combination salary- 
territorial sales incentive bonus compen- 
sation program with the continued use 
af a company car and a business expense 
account. 

“At the time a trainee is introduced 
into this program, he knows just what 
his income will be at each stage as he 
progresses. He knows that the company 
is investing a sizable amount in his 
training with the joint objective in mind 
of his qualifying for one of the high 


paying assignments.” 
Robert I. Finnell 
Robert I. Finnell told the audience 


that it has been the main goal of Mu- 
tual & United of Omaha to give the 
trainee a thorough background in all 
phases of the home office group opera- 
tion so that the home office and fiel! 
operations might be closely coordinated. 
He said that since the various func- 
tions of the group department are all 
handled within the department under 
one manager, it is possible to give the 
man complete training in all functions 
such as underwriting, policy issue, claim 
accounting 
and statistics. 

Mr. Finnell reviewed the evolution 
the trainee program and T. P. Coyle whe 
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is supervisor of group underwriting and 
Thomas E. Baldwin who is group sales 
manager, described the placement of 
these men on completion of the training 
program. . 

“When we first embarked upon this 
program in April of 1953,” said Mr. 
Finnell, “we had an immediate need 
for 2 number of men to staff our exist- 
ing regional group offices and to open 
new offices as soon as possible. As a 
result the training program was geared 
to training group salesmen. 

“With the development of our field 
force and the establishment of new of- 
fices, however, it became apparent that 
it was equally important to train addi- 
tional men for the home office and 
field administrative positions in order 
that we might have a staff of well- 
qualified men to service the business 
written in the field. The principal re- 
sult of this change in approach was 
that more emphasis was given to the 
administrative functions during the six 
months of intensive training. 


Recruiting Problem Alleviated 


“We have also found that our re- 
cruiting problem is somewhat alleviated 
since it is possible to hire caliber men 
with apparent aptitudes for either sales 
or service work with the thought that 
they will be placed in whichever type of 
work to which they are best suited, 
depending on the abilities demonstrated 
during their training and our needs at 
the time that their training is completed.” 

Mr. Finnell said that when the train- 
ing program was begun, there were only 
two or three men in the class and the 
classes were on a somewhat informal 
basis. “The first weeks were devoted 
to a general indoctrination in group 
insurance,” he said, “and the function- 
ing of our department with emphasis 
on such phases as the principles of 
group insurance, underwriting principles 
and rate calculation. We now follow es- 
sentially the same program except that 
nearly all of this period is devoted to 
classroom instruction with the men 
working closely together on each phase 
of the instruction.” 

Mr. Finnell pointed out that this has 
been accomplished through the construc- 
tion of a training room within the de- 
partment. “Here it is possible,” he said, 
“to display various visuals and to use a 
blackboard to make the instruction much 
more practical.” 


Incorporate Testing Program 


The speaker said that a testing pro 
gram has also been embarked upon. He 
said that the tests are given at least 
once a month and are very thorough. 

“The men are held accountable for all 
of the material in the textbooks which 
we use, the underwriting and rate man- 
uals, policy forms and later in their 
training are tested on the claim manual, 
administration manual and other material 
which is used during the training pe- 
riod,” he said. “These tests enable us 
to compare the program of the men 
Within the group as well as with their 
predecessors. Coupled with the periodic 
ratings of these men by the supervisors 
within the department, the tests give us 
a good indication of their development 
and of their aptitudes. 

“Upon completion of the general in- 
doctrination period, the trainees are as- 
signed to the other sections within the 
department,” he continued, “when the 
Program was first started, the time spent 
in the underwriting, new business and 
claim sections was mainly devoted to 
observation but they are now assigned 
definite duties within the sections which 
are their responsibility to complete. 
Afier their time within the section has 
been concluded they are tested on their 
knowledge of the work and are rated 
by the supervisor.” 

He said that somewhat through trial 
and error it was learned that some 
Phases of the training require more 
emphasis while less emphasis might be 
Placed on other functions. “We have 


asked that the men who have been sent 
into the field on completion of the train- 
ing let us know if there are items’ which 
they feel should be stressed,” he said. 
“In this way we learned that several 
of the men felt that more time should 
be spent on the actual auditing of claims. 
These suggestions, of course, must be 
analyzed in terms of our over-all needs 
rather than the special problems pe- 
culiar to one office or another.” 

“The training program has, we believe, 
evolved into virtually a finished prod- 
uct,” Mr. Finnell concluded. “Its de- 
velopment has been rather gradual since 
it had to be adapted carefully to our 
methods of operation. We have good 
reason, we feel, to be pleased with the 
results because of the reception which 
the graduates have received both in the 
field and in the home office. The de- 
mands for new men indicate that a 
sound training program will be very 
important to our program for some time 
to come.” 


Thomas E. Baldwin 


In his talk, Thomas E. Baldwin de- 


clared that six months of intensive ‘home 
office training can provide a firm foun- 
dation, but it does not produce a _ pol- 
ished group salesman. “It takes from 
three to five years in the field before 
you will have a seasoned representative,” 
he said. Mr. Baldwin’s discussion cen- 
tered around the further training re- 
ceived by training school graduates who 
are assigned to field jobs, 

“Upon assignment to a field office our 
new men are first assigned the inside 
administrative work of the office. We 
do this as this type of work is a practical 
application of the knowledge gained in 
home office training and can be of im- 
mediate value to the company. Since 
this man is fresh from the home office 
this practice helps to improve the co- 
ordination of procedures between be- 
tween the field office and our home 
office.” 

There are several problems in sending 
a new man out on field calls, declared 
Mr. Baldwin. 

“The man must have confidence in 
his own ability because if this confi- 
dence is lacking he cannot earn the re- 
spect of those he is dealing with. Sec- 
ondly, while we take all possible steps 
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RESERVE LIFE’S 
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: Family Protector Plan 


Juvenile Economic Security Plan Scholarship Plan 


Life Agents! Here’s how to “ring the bell” with faster, increased 
production. Use Reserve Life’s “Package Plans”—a revolutionary 
new selling method! Six life plans have been developed to meet 


Each plan answers a problem the prospect or his family will 
some day have. You can show him the solution easily—because 
each plan presentation is completely packaged in pocket size sales 
kits. There’s no constant stopping in your presentation to check 
figures, statistics, etc. Instead, every fact is always at your finger- 
tips. You’ll cut your sales interview time by at least half—speed 
up your new business production. In fact, many of our agents 
have increased their production by as much as 70% by using 


Get full information now on Reserve Life’s “Package Plans.” 
Ask also about the liberal commission arrangements and modern 


Address all replies to: Vice President in Charge of Life Agencies 


RESERVE LIFE INSURANCE CO. 
An Old-Line Legal Reserve Stock Company 


Dallas, Texas 
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to prevent it the new training school 
graduate may be inclined to view things 
in an academic and theoretical light while 
our field calls require the man to face 
practical problems posed by the client 
and competition.” 

He went on to say that his company 
has found that the initial experience in 
the field office supplemented by field 
calls made as part of home office train 
ing before assignment where the new 
representative is in direct contact with 
practical field problems before starting 
to make calls on his own is invaluable 
to the man and the company. 


Basic Training Technique 


At this point, Mr. Baldwin empha- 
sized his company’s basic training tech- 
nique. 

“We provide a man with the neces- 
sary tools and also give ‘him considerable 
responsibility. As we stressed in this 
meeting last year, our men are selected 
on the basis of the following: quality 
of work, application, cooperation, per- 
sonality, knowledge of work, initiative, 
judgment under pressure, adaptibility. 
Since we have these qualities in a man 
we intend to use them. A new man will 
gain nothing if someone in authority is 
always standing by his side to prevent 
missteps. 

“Of course, this is done after the man 
has demonstrated his ability, but from 
that point on he is pretty much on ‘his 
own. If he is doing service work he 
must plan his own approach, solve his 
own problems. When serious questions 
come up it is the case of the trainee tak- 


ing his problem to his manager for 
guidance. The manager generally does 
not interfere unless asked to. 

“In a company such as ours,” said 


Mr. Baldwin, “where the field men are 
given considerably more responsibility 
and authority than is generally found in 
the industry, and in a ‘field such as ours 
where large amounts of insurance and 
money are at stake, the field men must 
have a wealth of experience and sound 
judgment. We can’t think of any other 
way that prepares a man to take on 
these responsibilities that does so in 
so short a time and so effectively, and 
also does so while performing a vital 
service for the company. 

“After the new field man has had ex- 
perience giving field service he is taken 
mn sales calls by his manager and again 
during these joint calls the ball is grad- 
ually shifted from the manager to the 
trainee. Eventually the trainee is mak- 
ing quotations and presenting proposals 
on his own. 

“At this point,” he declared, “it is 
necessary for a decision to be made con- 
cerning the new man’s future role. As 
indicated previously, our men by this 
time have been doing group administra- 
tion, field service work and sales work. 
The decision to be made at this time is 
‘Where can the man best serve the cqm- 
panv and where can the man’s natural 
abilities be used to the greatest ex- 
tent ?’” 


Factors Which Must Be Considered 


In making this decision, Mr. Baldwin 
pointed out some of the factors which 
must be considered: 1. Does the man 
show his greatest ability in sales, service 
or claim work? 2. In which of these 
fields does the office ‘have the greatest 
need for man power? 3. Is there a need 
for a man with this ability in one of 
our other offices? 

“While it might appear from what 
has been said that once the trainee has 
left the home office his training is up 
to the manager in his office. This is 
partially true,” he said. “Since the man- 
ager has had years of experience and has 
demonstrated his ability in the group 
field he is a logical teacher. However, 
the trainee’s program is a joint concern 
of the manager and the home office. 
Semiannually a very definite progress 
report is prepared by the manager, re 
viewed with the man in question anid 


(Continued on Page 48) 
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MARIE MEADE HONORED 


Conference Executive Secretary Given 

Luncheon to Mark Her 30th Anniver- 

sary With Organization; 65 Attend 

Chicago, Feb. 6—Marie Meade, execu- 
tive secretary of the Health & Accident 
Conference, was given a luncheon here 
at the Drake today in recognition of her 
30th anniversary with the organization. 
She is one of the most popular members 
of the conference staff. Arranged by the 
executive committee, the party was at- 
tended by about 65 including key people 
of the insurance 
committee. 

Much to Miss Meade’s surprise her 
A. & H. career was given “This Is Your 
Life” treatment by L. D. Cavanaugh, 
board chairman of the Federal Life, Chi- 


Conference’s group 


cago, who presented to her 30 American 
beauty roses on behalf of the past presi- 
dents of the Conference. In addition she 
contained in 


“Road to 


received 30 silver dollars 


a simulated book entitled, 
Riches.” 

Tributes were paid to Miss Meade’s 
loyal, conscientious service which dates 
back to 1925 when she started—as the 
conference’s first employe—as secretary 
to Harold R. Gordon, then statistician. 
She continued to be his “Good Girl Fri- 
day” through the successive stages of 
his Conference career and when his un- 
timely death came Miss Meade stepped 
into the breach and served for nine 
months as acting managing director. 

She has served for a number of years 
past as executive secretary, doing an 
outstanding job in this capacity. 


Sales-Service Training 


(Continued from Page 47) 


sent to the home office for further 
study. 

“Also, key home office personnel are 
constantly evaluating the trainee’s prog- 
ress by analyzing the quality of routine 
administrative work from the field office, 
the condition of the group serviced by 
the man, persistency of business, qual- 
ity of business and quantity of new busi- 
Needless to say, the last item is 
quite important. Deficiencies are brought 
to the attention of the field manager. 
Any permanent assignments or changes 


ness. 


in assignments are mutually agreed upon 
by the field manager and the home of- 
fice.” 

Mr. that in addi- 
tion to the training steps which he had 
outlined, the field representative’s train- 
ing is supplemented by home office bul- 
letins and regional meetings. The re- 
giong] meetings, he said, are a relatively 
new venture for Mutual Benefit H. & A. 
and that their effectiveness has not yet 
been determined. 

Satisfied With Results 

The speaker said that ‘his company is 
well satisfied with the results to date. 
“Our training program was first started 
in April of 1953 and graduates of this 
program are already holding down some 
of our key field assignments,” he con- 


tinued. “In connection with our expan- 
sion program we are opening up district 
offices within a regional office territorv 
and have been able to give these men 
tne responsibility of managing these 
district offices. All of this has been done 
to the complete satisfaction of the ‘home 


Jaldwin declared 


office, our general agents, our agents and 
brokers and most important of all our 
policyholders.” 


T. P. Coyle 


In describing the training of group 
personnel in underwriting, T. P. Coyle 
said that a new trainee in this particular 
section is considered froth two aspects. 
One is his personal qualities that must 
be developed, he said. The second is the 
knowledge and experience that must be 
given to him during this part of his 
training. 

Mr. Coyle said that group underwrit- 
ing can be one of the most interesting 
phases of the insurance business if a 
man has a sense of balance, an analyti- 
cal mind and a sense of humor. “When 
men are sent to the underwriting sec- 
tion for training,” he declared, “these 
qualities are developed.” 

He continued by saying that a group 
underwriter needs a sense of balance 
because he is constantly making deci- 
sions. In order to weight the evidence 
on both sides, he said, the trainee must 
be taught to analyze each case com- 
pletely. 

“Tn short,” said Mr. Coyle, ’the trainee 
must learn to be ‘detail minded.’ Only 
by developing ‘his analytical powers will 
he become able to secure sufficient in- 
formation to arrive at sound decisions.” 


Develops a Sense of Humor 


He emphasized that even if the trainee 
has developed the balance to make de- 
cisions and the analytical powers to seek 
out the details of the case, he will not 
last long unless he can develop a sense 
of humor. 

“The underwriter’s phone is never 
quiet nor is his desk ever empty,” he 
said. “The trainee must learn to work 
comfortably under the barrage of phone 
calls, telegrams and letters. He can do 
so only if he develops a sense of humor. 
This does not mean that he thinks the 
problems are funny or unimportant, but 
rather he must be able to look at him- 
self in this situation in a humorous man- 
ner. 

“When the trainee has developed this 
quality he will be able to go about ‘his 
work without getting overly excited. He 
will then be capable of analyzing his 
information, arriving at sound decisions 
and still maintain an emotional level 
which will carry him through.” 

He said that while the trainee is de- 
veloping these qualities he is also learn- 
ing, through actual experience, the tech- 
nical phases of group underwriting. 
“When the trainee arrives in the under- 
writing section he has absorbed a great 
deal of knowledge, both theoretical and 
practical,” said Mr. Coyle. “He has not, 
however, had the opportunity of coor- 
dinating all of his knowledge. 

“In the underwriting section he is 


able to see more clearly the relation- 
ships of each of the other home office 


sections as well as the relationship be- 
tween the group field offices, general 
agency offices and the home office. 

“The knowledge acquired in the class- 
room as well as that absorbed through 
working in the various other sections 
makes the trainee valuable to the under- 
writing section almost immediately. 


Must Follow Instructions 


“He has an adequate familiarity with 
group terminology and consequently he 
is able to follow instructions without 
long detailed explanations,” the speaker 
declared. “The trainee at this point 
learns the functions of other home office 
departments as they relate to the group 
department. In his task of securing in- 
formation for the’ underwriter who is 
training him, he finds out what services 
the other departments perform for the 
group department. He becomes ac- 
quainted with the purchasing, printing, 
policy approval, life underwriting, health 
and accident, individual underwriting, le- 
gal and advertising departments, 

“Since our home office operates as a 
regional office,” he said, “the trainee re- 
ceives extensive training in the prepara- 
tion of proposals. After the brief orien- 
tation period he can be used to good 
advantage in the preparation of these 
proposals. 

“His knowledge of rate calculations 
and coverages makes him valuable to 
the extent that with a minimum of in- 
struction from the underwriter he is 
able to prepare simple proposals and 
greatly assist in the preparation of the 
more complicated bids. 

“During this phase,” said Mr. Coyle, 
“he learns what information is neces- 
sary to prepare a proposal and how to 
evaluate the information submitted. He 
becomes familiar with the terminology 
used by competing companies and bro- 
kerage houses. His ability to interpret 
complicated specifications is greatly de- 
veloped. 

“In learning to do service work on 
existing contracts he acquires the 
knowledge of the use of riders, policy 
adjustment forms, and other methods of 
changing a policy once it has been is- 
sued. 

“Tt is in the underwriting section,” he 
declared, “that he first becomes familiar 
with group correspondence. Most of our 
trainees have had previous correspond- 
ence experience; however, for those who 
have not an extra effort must be made 
to acquaint them with the proper meth- 
ods of letter writing. 


Value of Renewal Underwriting 


“While the trainee does not do any di- 
rect renewal underwriting he is taught 
the necessity and value of this phase 
of the underwriting section. The prin- 
ciples upon which the renewal un- 
derwriting is performed must be ex- 
plained to him very closely so that he 
may be able to explain to agents, gen- 
eral managers, brokers and _ policyhold- 
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ers the reasons for this phase of the 
group operation. 

“Since retentions play such an impor- 
tant part in the group insurance field,” 
said Mr. Coyle, “considerable time is 
spent with each trainee to explain the 
different items that make up the re- 
tention and how these items must be 
adjusted according to the type of risk, 
administrative handling and commission 
arrangements for each individual group.” 

In conclusion, Mr. Coyle said that in 
Mutual Benefit H. & A.’s operation, a 
great deal of dependence is placed upon 
field underwriting and that the company 
has found through the graduates of its 
training program that the time spent in 
the underwriting section is most valu- 
able in the field and not only makes 
good field underwriters but also helps 
its representative to become good sales- 
men. 


Follmann Address 
(Continued from Page 45) 


from the rapid evolution of the group 
insurance business. 

“The premium volume of all forms 
of group accident and health insurance 
is probably currently in excess of 1% 
billion. This figure is three times the 
premium volume for such coverages Just 
five short years ago. 

Growth Due to Progressiveness 


“This growth is undoubtedly due to the 
progressive thinking and flexibility which 
has characterized this form of insur- 
ance. The social and political pressures 
accompanying it have placed increasing 
demands on the industry which, in turn, 
have stimulated competition, progress 
and experimentation. 

“We sincerely hope that you have 
found the past three days interesting and 
worthy of the attention and cooperation 
which you have so clearly displayed, 
Mr. Foilmann told the group men. “The 
free discussion which has characterized 
this meeting,” he declared, “the unselfish- 
ness of the speakers in imparting -the 
specialized knowledge, and your respon- 
siveness as an audience bodes well for 
the continued growth of the group in- 
surance business.” 
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Pettengill Tells of 
Two Major Med. Plans 


JUST STARTED BY AETNA LIFE 





For Retired Employes; First Integrated 
With Basic Hosp.-Surgical Benefits; 
Second Has Only Major Med. 





Chicago, Feb. 8—D. W. Pettengill, as- 
sociate actuary, Aetna Life Insurance 
Co,, this afternoon told of his company’s 
two experiments, just started, in provid- 
ing major medical expense benefits for 
retired employes. In one case, he said, 
the major medical plan is integrated with 
a generous plan of basic hospital and 
surgical benefits that is likewise being 
continued for the pensioner. 

Mr. Pettengill said that in the second 
case, the benefits are being discontinued 
at retirement and only the major medi- 
cal benefits continued. “Both cases,” he 
declared, “involve large policyholders 
who should, in time, have a substantial 
body of pensioners and therefore a 
meaningful experience. Furthermore, the 
experience of the active employe plans 
of these policyholders has already been 
proven to be satisfactory, so that we feel 
these two experiments have a_ good 
chance of succeeding. 


Use Standard Calendar Year 


“These pensioner major medical plans 
use our standard calendar year,” he de- 
clared, “all cause approach to the appli- 
cation of the corridor deductible. The 
deductible itself is $200 in the first case, 
and 5% of final pay with a minimum of 
$250 and the maximum of $750 in the 
second case.” 

The speaker said that for both plans 
the coinsurance is 25% and the maxi- 
mum lifetime benefit is $5,000. “The 
first case,” he went on, “requires no pen- 
sioner contribution while the second one 
requires a contribution of $3 per month 
per person. Only wives are eligible as 
dependents. It is expected that both 
plans will be costly but we are very 
pleased that these two policyholders 
have been willing to assist us in an ef- 
fort to determine just how great the 
cost may be.” 

Earlier in his talk, Mr. Pettengill rec- 
ommended that coverages continued for 
pensioners be limited to hospital, surgi- 
cal and in-hospital medical benefits. He 
said that his company also urges em- 
ployers to put a lifetime limit on the 
amount of benefits payable. 

However, Mr. Pettengill noted that 
the present trend is definitely away from 
the use of a lifetime limit. He said that 
he thought this to be unfortunate be- 
cause he believed that the cost of pen- 
sioner benefits will be more than the 
average employer can afford unless 
either a sensible lifetime limit is im- 
posed or the benefits payable per calen- 
dar year are restricted to a very modest 
level. 

“For the sake of the pensioners ! 
hope I am wrong,” he said. “Neverthe- 
less the experience of the Saskatchewan 
Provincial Hospital Plan, together with 
conversations that I have had with my 
trlends in the medical profession, has 
convinced me that pensioners can right- 
fully use far more medical attention than 
they are receiving today. Therefore un- 
til we in the insurance business know 
more about the cost of pensioner bene- 
fits and the methods of keeping such 
cost under control, we ought to be care- 
ful not to write pensioner plans that 
are likely to be more expensive than 
the employer can afford. Such plans are 
apt to be discontinued when they are 
neeled most and this will reflect dis- 
credit on the insurance industry. 


Problem of Finance 

“Not, only do we face the problems of 
etermining and controlling the cost of 
Pensioner hospitalization benefits, but 
Wwe also face the problem of financing 
them. There is no doubt but what a 
non-contributory pensioner plan is highly 
desirable for a purely administrative 


Speakers’ Talks Clocked 


Chicago, Feb. 7—One of the new fea- 
tures of the joint Bureau-Conference 
group insurance meeting here is a clock, 
prominently displayed in the Drake's 
auditorium, which is more than a gentle 
reminder to speakers on the length of 
their talks. It is set up so that chimes 
will sound a warning five minutes before 
the scheduled close of a talk. Then the 
gong of the clock will sound, signifying 
to the speaker: “Your time is up.” 





point of view. On the other hand | am 
a firm believer that every group acci- 
dent and health plan should require at 
least some employe contribution in or- 
der that the employe may have an in- 
terest in keeping the plan free of abuse. 

“The practical problem we face today, 
however,” he continued, “is not a de- 
mand for non-contributory pensioner 
plans, but for pensioner-pay-all plans. 
This is a very grave problem because, 
in my opinion, most pensioners cannot 
long afford to belong to a plan under 
which they must pay the actual claim 
cost of the benefits. The claim cost at 
age 65 is probably too large for most 
of them to pay. Add to this the in- 
creased costs of advancing age, and we 
are faced with the specter of an ever 
upward spiralling pensioner contribution. 
This can only lead to an eventual ruina- 
tion of the plan by the gradual dropping 
out of the healthier lives.” 


Prefers to Use Higher Rates 


Mr. Pettengill said that while he much 
preferred to use premium rates for pen- 
sioner coverage which are higher than 
the premium rates for the corresponding 
active employe coverage and which re- 
flect as accurately as can be determined 
the probable long range cost of the 
benefits provided, this rate system is im- 
practical for pensioner-pay-all cases for 
the reason just outlined. “Consequently,” 
he said, “it is necessary to borrow a 
page from the manual of the Blue Cross- 
Blue Shield organizations and to use one 
over-all premium for both active em- 
ployes and pensioners based on _ the 
average of the two claim costs. 

“This idea of an over-all average pre- 
mium for both actives and pensioners 
has caused some employers to inquire as 
to whether it would be possible to move 
the pensioner cost entirely into the ac- 
tive employe premium so that the pen- 
sioner benefits would be fully paid for 
at retirement. The idea has definite 
merit, but I believe that it is currently 
impractical, and will remain so until we 
have a much more accurate idea of the 
cost of pensioner benefits.” 

In discussing the desirability of a life- 
time limit on pensioner benefits, Mr. 
Pettengill mentioned that a possible al- 
ternative which might likewise place a 
successful control on costs would be the 
use of a plan providing a modest set of 
benefits each calendar year. 

“We came out with such a plan in 
June of 1953,” he said. “It consists of 
two parts, the second of which is op- 
tional with the employer. The first part 
is a hospital benefit providing reim- 
bursement of all hospital charges—both 
board and room and ancillary services— 
up to $10 per day and subject to a dual 
maximum of 31 days per, confinement 
and 31 days per calendar year. 

“The second part is a surgical-medical 
benefit providing reimbursement of the 
charges of a Doctor of Medicine for 
professiona! services rendered while the 
individual is confined in a hospital up 
to $4 per day and subject to a dual 
maximum of 31 days per confinement 
and 31 days per calendar year. 

“The plan is also available with in- 
tegral rates of daily benefit from $10 to 
$15; the $4 surgical-medical benefit being 
increased proportionately. The benefits 
are non-occupational in nature and there 
is no coverage for pregnancy.” 
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Joint 


Bureau-Conference Group Meeting In 


Chicago 





Googins Shows Recognition of Brokers’ 


Role in Development of Group Ins. 


8—Frederick _ T. 
Massachu- 
merited 


February 
secretary of 
Mutual Life, gave well 
recognition to the insurance’ broker’s 
role in development of group A. & H. 
business when he declared in his address 
the Bureau-Con- 
“the broker- 


Chicago, 
Googins, group 


setts 


here this morning at 
ference joint gathering that 


with its thousands of 


age fraternity 
participants constitutes heavy artillery 
in our national insurance sales effort.” 


teamwork attitude, Mr. 
keen appreciation 


Stressing a 
Googins showed his 
of the advantages to a group writing 
company of good brokerage connections. 
At the same time he said the facilities 
which any given company has to offer 
are all important to the broker “because 
he is the servant of none, except his 
client, and is in a position to go far 
afield in seeking competitive bids and 
comparative analyses.” Thus, Mr. Goo- 
gins urged that any company wishing to 
achieve substantial participation in bro- 
kerage business, should give thorough 
consideration to the scope of product 
available and the cost at which it may 
be offered. 


Seek To Be at Hand First and 
With the Best 


Presenting a realistic picture of bro- 
kerage business, the speaker then 
brought out that “as man does not live 
by bread alone, neither does develop- 
ment of brokerage business inevitably 
confine itself solely to consideration of 
cost.” He emphasized in this connec- 
tion: 

“If there is any one thing purveyors 
of almost any commodity seek, it is to 
be at hand first and with the best. Any 
progressive development in your under- 
writing portfolio or practices is the ul- 
timate in broker attraction. Conversely 


of how to win friends and influence 
people | know of no better way to 
alienate broker relations than to leave 
your broker clientele unaware of your 
last minute and final edition. Under- 
standably the nightmare of all brokers 


is the possibility of any competitor be- 
ing in a position to steal a march. Hell- 
fire and damnation hold no apprehension 
for the broker compared to that of be- 
ing caught unawares and unenlightened 
in competition as to what constitutes 
the best you have to offer. 

“If you are responsible for his being 
caught in this chamber of horrors you 


may expect, and, I suppose, deserve a 
fury which will crumble into dust 
Shakespeare’s assertion that woman 


scorned is the worst that can happen to 
you. He may be tolerant to a degree 
of your conservatism and your disposi- 
tion to proceed more slowly than others 
in fields of exploration. He will take a 
dim view, however, of any neglect on 
your part to look upon him as a pre- 
ferred client.” 

The speaker explained that while a 
broker may be tolerant of a company’s 
reluctance to explore new fields “he is 
not inclined to be long suffering in this 
regard. From his viewpoint he need not 
be. The old adage that if you miss the 
first street car there will be another 
one along shortly has application at this 
point. There appears to be ample con- 
tenders today for the ‘Oscar award’ in 
the field of social insurance experimen- 
tation.” 

By way of clarification Mr. Googins 
said he was not referring to indulgence 
in weird schemes and wildcat proposals. 
He had uppermost in mind the earnest 
and intelligent seeking on the part of 
brokers “to stimulate in all practicability 
wider horizons in the field of social in- 


surance.” He made the point that “from 


his more constant and pérhaps more in- 
tensive fraternization with labor and 
management interests than many com- 
pany agents can achieve, the broker is 
in a vulnerable position. He is an ob- 
server in an outpost position. On many 
occasions he is subjected to severe pres- 
sures. Understandably, therefore, he is 
disposed to indulge his imaginative pow- 
ers with considerable vigor, particularly 
so since it is your money and not his 
which must subsidize any experimenta- 
tion.” 


For Underwriting Flexibility 

Mr. Googins argued convincingly for 
intelligent underwriting flexibility on the 
part of the company in the development 
of brokerage business. “Because fre- 
quently brokers are concerned with 
large and extensively organized employ- 
ers,” he explained, “their problems are 
commensurately greater. They expect 
help in solving these problems. They 
will go where they can best obtain such 
assistance. In many instances, one an- 
swer is not sufficient. There are alter- 
natives which need be proposed and ex- 
amined. 

“There is psychological advantage fre- 
quently in being able to demonstrate 
the flexibility indicated by alternative 
proposals. If this capacity is made evi- 
dent, it enhances both the broker and 
his proposed carrier in the eyes of the 
purchaser. If intelligent flexibility is 
made evident at the time of sale, there 
is assurance in the mind of the pur- 
chaser that he is in good hands and that 
the problems of the future will be re- 


if 


then 





solved with the same degree of consid- 
eration.” 

The speaker then emphasized the need 
for an intensive degree of understand- 
ing and collabortation between bro- 
ker and company representatives, and 
pointed to two schools of thought re- 
garding development of brokerage 
clientele. One he referred to as a “shot- 
gun approach” which method contem- 
plates wide broker acquaintance. The 
alternative approach, which he favors, 
is to cultivate a somewhat selective 
clientele. He said: 

“Personally, I feel that a high degree 
of confidence between broker and com- 
pany must exist. To achieve this may 
necessitate pursuit of the second and 
more restrictive approach. This confi- 
dence can only be achieved by con- 
tinuing collaboration. Officials of the 
respective parties must have more than 
a casual correspondence or speaking ac- 
quaintance. There must exist a mutual 
knowledge of each other’s capabilities, 
organization and work habits. This re- 
lationship cannot be acquired on a hit 
and run basis. It must be acquired by 
constant association. 

“To be too selective in your clientele 
may obviously lead to the folly that 
comes with placing too many eggs in 
one basket. On the other hand, a speak- 
ing acquaintance only will bring few 
callers to your sanctuary. Somewhere 
between the two lies the answer and 
the bench mark must be determined in 
accordance with the size and capacity 
of your particular company and_ its 
staff. 


Careful Selection of Field 
Representatives 


“IT recommend careful selection of the 
field representatives whom you look to 
for the development of brokerage busi- 
ness, particularly with respect to the 
concerns. All repre- 


larger brokerage 
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sentatives are not equally proficient jn 
this area of activity. Inasmuch as such 
company representatives will be work- 
ing not only with brokers but also with 
the broker’s clients, the abilities of 
these representatives will have much to 
do with your broker relationships. 

“These representatives must reflect 
maturity in their appearance, conduct 
and thought processes. They should pe 
your specialists. They must be suffi- 
ciently senior in knowledge and experi- 
ence to be authorized to act in substan- 
tial measure in behalf of their home 
office. They should be the commodores 
of your flight staff. Such are the men 
whose assistance is being sought by bro- 
kers. If you have such men on your 
staff, you should anticipate success in 
developing brokerage business. If you 
do not have such men, you would do 
well to confine your efforts to a ‘smaller 
arena.’ 

Importance of Service 


Mr. Googins then stressed that “sery- 
ice, more than any other consideration, 
is the spinal cord of brokerage anatomy. 
Without it, paralysis and degeneration 
of broker relationships is inevitable. 
Commonplace reference to this subject 
should never be permitted to tarnish its 
importance in your thinking. There are 
innumerable devices for achieving this 
function. Its elementary components, 
however, do not change. They comprise 
such elements as promptness, availabil- 
ity, devotion to detail, accuracy, thor- 
oughness, enterprise and a host of other 
considerations. If service is a common 
commodity, nevertheless, it is the dif- 
ference between success and _ failure. 
The broker dotes on it, expects it, de- 
mands it and is entitled to it.” 

Before closing his address, the speaker 
said: “It may appear that I have over- 
emphasized, over-accentuated and over- 
extolled the place of the broker and 
the value of brokerage business. He is 
an ordinary human being and not unlike 
the rest of us is subject to the same 
human failings and shortcomings. It is 
not his place to dictate your underwrit- 
ing program and woe to the company 
which permits it. Any broker with 
whom you should want to do business 
will respect knowledge if you have it 
to offer. His reputation is as dependent 
upon sound insurance practices and ad- 
vice as is yours.” 

In summarizing Mr. Googins noted 
that in the past year or so the group 
insurance industry has emerged from a 
somewhat labyrinthian state of affairs 
to the point where the pattern for the 
immediate future has become more defi- 
nite. Urging that problems arising out 
of economic conditions which influenced 
this sphere of underwriting be better 
understood by the industry, he said: 

“It is clear that greater emphasis must 
be placed upon meeting a greater por- 
tion of the cost of ill health, particu- 
larly with reference to areas of cost 
which foreshadow catastrophic burden 
for varying income and age groups. This 
field of underwriting must encompass a 
greater proportion of the population. 
This means intensified development ot 
small case underwriting. To achieve 
these results concepts involving deducti- 
ble amounts and principles of coinsur- 
ance are to become essential. 

“What has this to do with develop- 
ment of brokerage business? The bro- 
kerage fraternity with its thousands of 
participants constitutes heavy artillery 
in the national insurance sales effort. 
This all-powerful instrument of influ- 
ence must play a major role in educ: ition 
of labor and management as to these 
concepts and their place in the so vund 
evolution of social insurance. The : te 
eral insurance brokers will function 1 
the area of long range and critical tar- 
gets. The host of individual brokers wil 
invade and march against the coun less 
smaller but equally important consumer 
units. 

“Preparation for this work on their 
part must be directed, aided and abette: 
by your efforts. There is crucial publi 
education necessary. is 
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The Case of the MAULED MAILMAN 


























Solved by Accident Insurance 


A rural letter carrier was stuffing mail into a roadside box when his foot slipped off 
the clutch and his car darted forward. He rode several yards down the road with the 
uprooted mailbex as an unintentional sleeve. (Claim payment—over $500) 


No one is immune from accidents. They happen without warning . . . striking 
suddenly and leaving lingering effects. Even when the pain is gone, savings can be used 
up, or earning power permanently impaired. 

But if your clients have Accident Insurance, they will be sure of important finan- 
cial protection, helping to pay medical expenses, and providing weekly indemnity 
payments during disability. 

Your nearest Travelers manager will be happy to give you full details of ‘The 
Travelers up-to-date Accident contracts . . . backed up by a full selection of sales- 
building advertising and leaflets. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 
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FREINSURANCE, TOO, 
is a necessity, contributing to 
the strength and essential service 
of the insurance industry. 





GENERAL REINSURANCE GROUP 


Largest American multiple line market dealing exclusively in Reinsurance 





GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 

Casualty - Fidelity - Surety Fire - Inland Marine 

Accident & Health Ocean Marine 


Home Office: 90 JOHN ST., NEW YORK 38, N. Y. | Midwestern Dept.: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO. 
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